Three Dollars a Year 


dware Age 


Founded 1855 <n 


According to the Service Required 


SAMSON SPOT CORD 








TRADE MARK REG. U. S. PAT. OFF. 
Made of fine plied yarn and guaranteed free from flaws. 
For use in the best class of work. Will last at least a genera- 
raCoyeMe tote Me CMaelcmenteriarette-le) (Beeler teh Murty me) ahve) ao 


ORD 


Ee a 
Se SS, 


a ee ee oe 


Made of yarn not quite as fine. A smooth.firmly braided 
= cord, very serviceable for ordinary work, and for many pur- 
poses “good enough”. 


SACHEM CORD 


Made of coarser yarn but not Roving. A cord we are not 
ashamed to manufacture for use where first cost is the main 
consideration. 


“There a difference in Sash Cord” 


HESE brands, which have We also make Clothes Lines, 

a long established manu- Small Lines and Braided Cot- 
facturer’s reputation behind tom Cord up to 1 inch diame- 
them, save you from com-_ ter for all purposes; also 
plaints and lost customers. Glazed Cotton Twines. 


Send for catalogues, samples and information to help sales 


Mills at Shirley, Mass. and Anniston, Ala. 
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The Pirate Girl is just back from Paris... 





laden with gold for every 
1847 Rocers Bros. merchant 
























She went abroad, did Johanna Silver, the 
famous pirate girl of 1847 ROGERS Bros. 
Silverplate. 

And came back in a brand new costume that 
will bring many a new profit into your treas- ( 
ure chest. 

Now 1847 ROGERS BROS, Silverplate greets 
Madam Consumer in a gorgeous red and sil- 
ver, or gold and silver chest or tray designed 
in Paris by one of the greatest of stylists in 
that city of style. 

Imagine LEGACY, the new modern pattern, 
in these new containers. Or any of the other 
1847 ROGERS BROS. patterns. In PIECES OF 8 
or “sixes.” Imagine such merchandise in 


yy) 
WX: Ads 
SO 


) 
\\ 


SS 


\ 


VyN} 
\\ 


your windows and on your shelves. No, don’t 


\\ 
WSS 


\ 


\ 


imagine it! Do it! Put them in your store... 


they won’t stay there long! 


\\Ya\ 


Do not delay . . . display 1847 Rocers Bros. 
Silverplate in these Paris-designed chests, 
Write to Department E, International Silver 
Company, Meriden, Connecticut. 













HERE IS THE STATELY ANCESTRAL PATTERN IN 
THE NEW PARIS CHEST, HOLDING THIRTY-FOUR ee net as of America's 
PIECES, $43.75, RETAIL. ALL PATTERNS AVAILABLE, Bemee FaAMitLics... SINCE 


1847 ROGERS BROS aa 


SELVERPLATE 
SILVER _CO 





INTERNATIONAL 





GENERAL OFFICES: MERIDEN, CONN. SALESROOMS;: NEW YORK, CHICAGO, SAN FRANCISCO. CANADA: INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON. ONT 





HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. Entered as second 
class matter May 22, 1913, at the Post Office at New York, under the ‘ow age 8, 1879. (Printed in U. 8S. A.) $3.00 per year. Single copies 
25c. each. Vol. 123, No, 12. 
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EAGLE 
Flatting Oil 


1s now ready / 


After a long period of research to produce a flatting oil 
of superior quality for use with Eagle White Lead in all 
kinds of interior painting, we are glad to announce that 
Eagle Flatting Oil is now ready. In attractive new pack- 
ages — quart and 1 gallon cans and 5 gallon drums, each 
equipped with easily-opened “Upressit” caps. 

The combination of the new Eagle Flatting Oil with 
Eagle White Lead produces interior decoration of the 
highest artistic beauty. It is used for all types of interior 
work on walls, ceilings or woodwork, where a flat or egg- 
shell finish is desired—whether plain, tiftany, mottled, etc. 

Its advantages are many.* It dries toa beautiful, gloss- 
less finish, pure white in color, shows no brush marks, is 
enduring and economical, and easily washed. 

The Eagle-Picher Lead Company, 134 North La Salle 
Street, Chicago. 


— Cas 
CSE 
€ 


The three sizes are conventent 

for painters’ use. The quart 

can is useful on small jobs, just 
about enough to mix a 12% ’ 
pound keg of Eagle Whité Lead 

into flat paint. 











The quart cans come 12 to the 
carton. The gallon cans six to 
the case. The 5 gallon drums 
may be shipped without crating. 


* Its advantages 


1. Dries to a beautiful, glossless, 
flat finish—easily washed. For 
all types of interior painting of 
walls, ceilings or woodwork... 
for plain flat or eggshell fin- 
ishes, tiffany, mottled, etc. 


- Does not show brush marks. 


N 


. Mixed with a little spar varnish 
it makes an excellent bronzing 
liquid, either with aluminum or 
bronze powder. 


~ 





4. Makes excellent glazing liquid, 
or blending liquid for tiffany 
effects —because it does not dry 
too quickly. 

5. Makes a fine undercoatirig for 
enamel. 

6. Comes in quart and 1 gallon 
cans and 5 gallon drums. All 
packages equipped with easily- 
opened “Upressit”’ caps. 
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This is Osborn 
Wall Paint 
Brush 435. 
Made in five 
sizes: 3” to 5” 
wide. 
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People were trying to 


WK Ephetine 


the Need of Bosleys- 


The weather, working for you this Winter, has put 
many home owners in just the right frame of mind to 
listen when you say, “Weather Strip now!—before the 
Spring paint-up and clean-up. Enjoy dust protection 
‘ from your weather strip all summer. Be ready for the 
: first cool Fall days.” Bomeco—Spring Bronze 


P ; , Ameco—Copper Coated, / 
It’s a reasonable story, especially when told with Steel and Moth Proof 
the memory of cold weather fresh in mind. Your Felt 
prospect knows what his recent fuel bills were—is ready — — Copper Coated | 
; n ; : teel and Packing 
to learn of the savings Bosley’s Weather Strip will earn Cuutbon 
before this year is over. Just remember: Heat Seal ’29—AlIl Cush- 
ion—4 Ply 
QUALITY SERVICE Bosley’s, in the fullest range of types, is sold by Dust Seal 29—All Cush- 
the millions of feet by leading jobbers every- ion—4 Ply ; 
where. If your wholesaler fails you, write us. Nu Strip—All Cushion 





The application of Weather Strip Is Not Seasonable 


BOSLEY’ 








a 






aires 


Weather a 


TRADE-MARK REGISTERED 











Chicago THE D. W. BOSLEY .CO. Montreal 
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Seasonable <« « -« 


é J This year, as always, spraying activities will start early. This 
wz year, as always, Myers Hand and Power Spray Pumps, Nozzles 
and Spraying Accessories will be popular among all classes of 
users from the large commercial grower to the home owner 
who has but a few trees, a small garden, plants or flowers to 


spray. 














Fig. 2397 










Spraying time is just ahead. Myers Spray 
Pumps are in season. The line is complete 
with a proven style and size for every spray- 
ing service. Anticipate your requirements 
and be prepared to meet the demand when it 
comes. Order today. We can make prompt 
shipments. 










Fig. 2416 








‘ SYSTEMS -HAY TOOLS -DOOR HANGERS 


Take at —? 
Oo The 
ay MYERS. 











Fig. 2513 j—tever lk 
TO RAISE 
LOWER NOZZLES 









. 
PAT AGITATOR 
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because it’s better 
— for every purpose 


ACH year more and more Dealers sell 

U. S.Poultry Fence exclusively. For, it alone 

fulfills every requirement and meets every 
demand of their trade. 


It enables them to reduce inventories .... gives 
them a quicker turnover. ... increases sales and 
profits .... discourages price competition. 


U.S. Poultry Fence is continually outselling all other 
netting for every purpose. Its superior design and 
straight-line construction make it in universal de- 
mand for poultry parks, tennis courts, stucco rein- 
forcing, cages, kennels, trellises, cribs, machinery 
guards, play-grounds, gardens, stock rooms, and 
the score or more other uses to which it may be put. 





U. S. Poultry Fence is sold ONLY through the regular whole- 
= a sale and retail trade. If you are not familiar with U. S. Poul- 
a try Fence, write today for a miniature sample roll. Please 


address, Dept. HA, 


Indiana Steel & Wire Company | 


Muncie, Indiana 


« —1 
for Kennels and Cages M4 4 
———— 


Na 


= US Pouiny ee — 
Seiten Aten Zone” A NG 
2 
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There’s a Difference 


The novice may be satisfied with just a “camp 
stove” at a price—because he is a novice. 
But camping experience soon teaches him that 
Kampkook convenience, Kampkook service, 
Kampkook safety and Kampkook durability 
can be had only in Kampkook. So he decides 
that his next stove must be a genuine Amer-~ 
can Kampkook. 


And so Kampkook sales continue to increase 
—more Kampkooks sold in 1928 than in any 
previous year. 


-Kampkook No. 8 shown here is a real all pur- 
pose stove. Its large cooking top and built- 
in folding oven make it the ideal out-door 
stove. Has detachable, easy-fill safety tank; 
built-in pump; quick, easy lighting; sturdy 
folding legs; ring type, non-clog burners; 
self-cleaning long life generator—all the 
well known Kampkook features. 


Kampkook is the Nationally advertised, 
Nationally known camp stove; the sure 
profit stove. Write for full information about 

the complete line of five popular models. 
Attractive selling helps sent on request. 


American Gas Machine Company, Inc. 
MAIN OFFICE AND FACTORIES . ALBERT LEA, MINN. 
EASTERN BRANCH 78 Reade St., NEW YORK, N. Y. 
WESTERN BRANCH , 4242 Hollis St., OAKLAND, CAL. 


AMERICAN 


KAMPKOOK 


AMERICAS FAVORITE CAMP STOVE 
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This trade-mark is known in Spar €wotld... wherever 
chain is used. It is the symbol of quality—the emblem of good 
chain. @*‘Old Man Acco”’ has over 25 years of chain-making ex- 
perience, including all types of welded and weldless chain sold 
by hardware dealers. ( Concentrate on this quality line. There is 
an ACCO product for every use, in bulk or made into specialties. 


AMERICAN CHAIN COMPANY, INC. 
BRIDGEPORT, CONNECTICUT 
In Canada: THE DOMINION CHAIN COMPANY, LIMITED, Niagara Falls 
District Sales Offices: 
Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 


OCD CHAN 
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MOOR: 


Insulated Fences 
Steel Fence Posts 
American 
Steel Gates 
Protector 
Poultry Fence 
Union k 
Poultry Fence 
Banner 
Poultry Fence 
Poultry Netting 
Nails Staples 


Bar Wire 
Wire of all kinds 
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f fore advertising deals directly 
with the farmer’s problems. It 
points the way to greater profits 
through balanced Danteg: urges 
the farmer to consult the American 
Steel & Wire Company dealer on 
fencing problems; sends him to 
that dealer to learn why Zinc Insu- 
lated Fences and Steel Posts will 
save him both time in labor and 
money in their longer life as com- 
pared with any cheaper kind of 
materials. 

If you are not handling Zinc In- 
sulated Fencing or our Steel Fence 
Posts, write for full details. 


American 
Steel & Wire Company 


Subsidiary of United States Steel Corporation 
208 So. La Salle St., Chicago 
30 Church St., New York 
Sales Offices in All Principal! Cities 
UNITED STATES STEEL PRODUCTS CO. 
San Francisco, Los Angeles, Portland, Seattle 
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MAYWOOD ST., JUANITA PK., PHILADELPHIA 
Gale and Witty Inc., Builders Glazed with Libbey-Owens Glass 




















LIBBEY-OWENS 


FLAT-DRAWN CLEAR SHEET GLASS 


One of the important reasons for the extra 
profit which dealers have found in Libbey- 
Owens glass is less breakage :1++ Libbey- 
Owens glass is flat and absolutely with- 
out bow: it is perfectly annealed to prevent internal strains 
and brittleness; and it cuts easily. These features mean less 
breakage in handling, cutting and glazing — and conse- 
quently an extra profit to the dealer « « + Libbey - Owens “_ 
quality glass, for fine buildings everywhere, is especially 
selected, graded, inspected, and paper-packed ‘to protect its 
lustre, Each light bears the familiar Libbey-Owens label. 





Ask your jobber for Libbey-Owens Glass 


reese ree eee eee eee eee eres ee eee i 


Y 
THE LIBBEY-OWENS SHEET 5 7e Beey OWENS Sil GLASS CO. 


1! 

1 

1 

j Gentlemen: : 

4s Cc 1 Please send me your new booklet on Flat Glass. 1 
LASS OMPANY 1 Nee 

1 Addr ss : 
' 

' 


TOLEDO, OHIO 





Distributed Through Representative Glass Jobbers and Used by Sash and Door Manufacturers Everywhere 








ne 
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Simm mee FNAMEL 


(and you know) is right — abso- 
lutely right —= before a single pack- 
age leaves the factory. That numeral “61” helps a lot, of course. If you like to be 
annoyed by folks depleting your stock, write for the full details of the Introductory 
Assortment of “61° Quick Drying Enamel. This genuine oil enamel for furniture, floors 
or woodwork, dries in 4 hours, with a high gloss = and sells on sight! 









PRATT & LAMBERT-INC., Varnish, Enamel & Lacquer Makers 
114 Tonawanda St., Buffalo, N.Y. 20 Courtwright St.. Bridgeburg, Ont. 
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Do more than Hook the Fisherman, HOLD HIM 


The features about UNION Fishing 
Rods and Reels which cause fishermen 
to BUY are the very things which help 
dealers make SALES. Price is one of 
them. 


Price is a sure bait when coupled with 
UNION quality. UNION Fishing 
Rods and Reels sell at such reasonable 
prices that fishermen buy them with 
confidence and spend the money thus 
saved for other fishing accessories at 
your store. 


And what a LINE!—Rods that range 
from the plain two-piece Japanese Bam- 


-_% —A 
So 
EE 


No. 12 
“Union” Steel Casting Rod 














Established 1854 | 


3 HARDWARE COMPANY | 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. BS 
New York Office: 151 Chambers St. 


boo, to the silk wound mottled Bamboo 
with nickel silver trimmings and hand- 
made reel seat. REELS that save 
money, too. 


Steel Fishing Rods, Casting Rods, Bait 
and Fly Rods, Split Bamboo, Jointed 
Bamboo, Reels, Tops, Guides, Trim- 
mings, etc., etc., for every need. 


Ask your Jobber to supply you. If he 
cannot—write to us and we will refer 
you to the nearest Jobber who will. 


Send for Fishing. Tackle Catalog 
No. 11. 





Level Winding 


Incorporated 1864 
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; { Beautiful i 


Automobiles 
Velocipedes 
Coaster Wagons 
Express Wagons 
Scooters 


Pedal Bikes € 
Hand Cars 

Tricycles 

Doll Cabs 

Playard Equipment 


Make a Spring Drive for Profits 
with American Children’s 
Vehicles! 


The long hard winter has kept the kiddies inside. 
They’re eager to get out the first warm day. 


They’ll be more anxious than ever this Spring to go 
racing along with Scooters, Steel Coasters, Park- 
cycles, Velocipedes, ete. 


Put the colerful American Line in your window. 
Have a good display near the front of your store. 
Use our free newspaper electros to get the attention 


of the kiddies. 


Profits come where profit-making 
chandise is displayed. 


See Your Jobber! 


Insist upon AMERICAN 
The Line Beautiful 


7 
fronal Pompany 


ES TOLEDS, OHIO, U.S.A. 








LIGHTNING FAST 
°° Sources of S: upply / 


Manufacturers increase sales for the hardware 


buyer and themselves by placing illustrated buying 


information alongside their product listings. 


The 1929-1930 Annual Kdition in Preparation 
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HARDWARE AGE CATALOG sie soisccr 
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Photo shows the modern steam vulcanizer used by Goodrich in making garden 
hose. High hydraulic pressure is maintained during cure on the inside of tne 
hose. The gum in the tube and insulation layer, softened by heat, is driven by 
terrific force through the openings and interstices of the braids, vulcanizing 
the wall into one solid mass. This removes the possibility of blistering, 
separation, peeling, penetration of moisture, and injury from kinking and 
twisting, when the hose is in actual service. 


The way this hose is made 
Sives it superior resistance 


to kinking - - 


A QUALITY HOSE that builds good will and good 
profits. 25- and 50-foot lengths. In the green 
wrapper. Also in reels. A Goodrich jobber is 


near you. 


™ Goodrich 


GARDEN HOSE 
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—comes inclean, convenient tubes. 
A squeeze of the tube fills your 
lighter in a jiffy. 











f YTERLIFE, the non-liquid 
lighter fuel, is protected 
by patents pending. Our 
original U. S. patent No. 
1084386covers lightersusing 
solid lighter fuel. U. S. and 
foreign rights covered by 
other patents pending. 


All infringements will 
be vigorously prosecuted 























te 


THE NON-LIQUID LIGHTER FUEL 





ISTERED PATENTED 





RE 








Won’t evaporate . . . Non-explosive 


Can be used in any type of lighter, old or new 


oe a remark- 
able new fuel for cigarette- 
lighters—Ronson Lyterlife— 
theonly non-liquid fuel—better 
than any liquid fuel for these 
eight reasons— 

1. It can be used in any type 
of pocket or table lighter— 
new or old. 

2. A squeeze of the tube fills 
your lighter in a jiffy. 

3. It lasts at least six times as 
long as any liquid fuel. 

4. It eliminates all spilling, 
leakage and waste. 

5. It produces what smokers 
have long been looking for, 
a clean, white flame with- 
out smoke or carbon. 

6. It will not evaporate, thus 
doing away with any depre- 
ciation in the stock room. 

7. Lyterlife is non-explosive. 

8. It solves all lighter filling 
problems. 


Lyterlife comes in brilliant self-selling 
display cartons, ready to put on your 
counter. Each carton contains twelve 
tubes, packed in individual boxes. 


Nationally Advertised 


Advertisements in The Saturday 
Evening Post, American Magazine, 
Cosmopolitan, Red Book, Time, Van- 
ity Fair, Life and The New Yorker 
will soon tell legions of smokers about 
this marvelous new fuel. 

New... revolutionary...unique... 
wherever Lyterlife has been intro- 
duced, sales have been amazing. Put 
a carton on your counter and in your 
window today. Be the first in your 
locality to show and sell this remark- 
able new lighter fuel. Art Metal Works, 
Inc., Newark, N. J. In Canada, Do- 
minion Art Metal Works, Ltd., 64-66 


Princess St., Toronto, Ontario. 


A RONSON PRODUCT 


YTERLIFE 


THE NON-LIQUID LIGHTER FUEL 











OTHER PATENTS PENOING 
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GETTING RIGHT DOWN 





a hinge-joint 


One reason why many men who 
know good value when they see 
it buy Cambria Fence is because 
there stands back of it a Com- 
pany whose reputation for mak- 
ing high quality steel products is 
unquestioned. 


Cambria Fence is made at Beth- 
lehem’s Cambria Plant, where 
good fence has been manufac- 
tured for many years. It has all 
the qualities of well-designed 
field fences, but embodies other 
features that make it superior. It 
is made of steel selected by Beth- 
lehem metallurgists as most suit- 
able for the purpose. The wires 





































































































We recommend the use of Cambria 
steel Fence Posts with Cambria Fence. 
Their strength and the ease and quick- 
ness with which they can be driven 
make them especially useful in building 
enclosures, for hogging down corn, and 
for every usual or unusual woven wire 
fence use. Cambria steel Fence Posts 
are the strongest fence posts made. 











TO THE FACTS ABOUT 


CAMBRIA 


cukstay 


FENCE 





woven wire 


are protected by a heavy, well- 
bonded zinc coating that will not 
crack, flake or peel. 


You can sell Cambria Fence to 
your customers with confidence. 
It will give them long years of 
service, the sort of service that 
will cause them to come back for 
more Cambria Fence—and other 
merchandise. 


Other Bethlehem Wiré Products 


The same high quality that is 
present in Cambria Fence is 
found in other Bethlehem Wire 
Products, also. These products 


BETHLEHEM STEEL COMPANY 


field fence 


include Steel Fence Posts, Wire 
and Rods, all styles of Barbed 
Wire, Nails, Staples and Bale 
Ties. 


Literature describing Cambria 
Fence and Bethlehem Wire Nails 
and other Wire Products may be 
obtained by writing to the near- 
est Bethlehem District Office. 


Ask for Catalogs W-1 and 8C. 


: General Office: BETHLEHEM, PA. 


District Offices: 
New York, Boston, Philadelphia, Baltimore, Washington, Atlanta, Pittsburgh, 
Buffalo, Cleveland, Detroit, Cincinnati, Chicago, St. Louis, San Francisco, Los 
Angeles, Seattle, Portland, and Honolulu. 


Bethlehem Steel Export Corporation, 


25 Broadway, New York City 


Sole Exporter of our Commercial Products 


BETHLEHEM 


WIRE and 
WIRE PRODUCTS 
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popular-priced, quick-selling PADLOCKS 


EVERYONE buys padlocks at one time or another. The demand for 
them and the many uses to which they are put are virtually unlimited. 
Padlocks sell everywhere—in the large cities, in the towns, and in remote 
country districts. Hardware dealers, large and small, have found in Sargent 
padlocks a very satisfactory source of profit. 


These padlocks, of many grades, for every use, are carefully con- 
structed, sturdy and smooth-working, and neatly finished. All are plainly 
marked with the Sargent name, widely recognized as a sign of full value 
and quality. Sargent & Company, New Haven, Conn.; 94 Centre Street, 
New York; 150 North Wacker Drive (at Randolph), Chicago, IIl. 























Wrought steel padlock with 
self-locking spring shackle 


No. 636 (below). A 2-inch pad- 
lock for general use where an 
inexpensive master key system is 
wanted. Brass inside work; steel, 
cadmium plated case, and shackle 
of cadmium plated malleable iron. 
Two nickel plated flat steel keys. 
This lock is also stocked, master- 
keyed in one set of 144 subject 
to master key—No. 636MK. It 
can be furnished to order with- 
out additional cost in 6 sets of 
144 each, making 864 padlocks, 
all different, with master key to 
pass each set. Made also with 
chain attached, No. 636C. 




















Iron and steel padlock with 
self-locking spring shackle 


No. 740 (above). A handy, sturdy 
padlock—134 inches in diameter. 
The case is of cast iron, dead 
black japanned. The center plates 
are of wrought steel, bronze 
plated. Shackle of wrought steel, 
broénze plated. There are 2 
nickel plated flat steel keys with 
each lock. Twelve changes. 


























Cast iron padlocks with 
self-locking spring shackle 


Nos. J725 and J726 (above). 1% 
inch and 2 inch sizes. These pad- 
locks have a case of cast iron, 
finished in dead black. The side 
plates are of steel, bronze plated. 
The self-locking spring shackles 
are of brass plated steel. A supply 
of all these popular numbers 
will meet a large percentage of 
the padlock demands of your 
customers, 


i me me mr re men et rel ee ee et 


SARGENT 


LOCKS AND HARDWARE 
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OUT PROSPECTIN’ 


Net with a pack of burros and a gold pan, but 
in a million automobiles, WE, the nation’s 
campers, will be out prospecting again the 
far reaches of the country. 





There’s a little touch of the “sour dough” 
in most of us. We like to pitch our ewn 
tent—build eur own fire—cook our own 
grub. We like to rough it a bit, when 


there’s no compulsion in it. 


But we like to go well equipped, too. Cots 
and camp furniture are pretty much a necee- 
sity to us. There’s a certain pride in a hunt- 
ing knife on our belt, and just the right fish- 
ing tackle. We’re interested in a tent that 
not only sheds rain, but sets up and takes 
down with the least effort. And we’re on 
the outlook for such equipment now. 


We know the hardware merchant for a 
dependable fellow. We like to trade 
with him, and we’re out prospecting his 
windows for the camping equipment we 
need. WILL WE FIND IT THERE? 


X\ Hardware Age 


rN 


=) 
t 


= 


~ XY ‘ 


239 W. 39th Street, New York City 
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WICKWIRE 
BROTHERS 


Bronze Screen 


Wire Cloth 





Costs More 
Than Steel 

Wire Cloth, 
But— 








More Than 
the 
Difference 
in Service 





Pleasing the Owners of Thousands of Homes 


When home owners get five, ten, fifteen and sometimes 
twenty years’ service from a screen wire cloth it must be of 


unusual quality. 
WICKWIRE BROTHERS Bronze Screen Wire Cloth is. 


Customers have written us that this brand has lasted 24 
years. 


What a tribute to the materials and workmanship—90% 
Ali brands of Wickwire Copper and 10% Zinc, uniformly Full Gauge Wire, every 
Brothers Screen Cloth will operation from raw material to finished product being done 


per - wage Meng ol under our personal supervision. 
“ J 


also all brands will be fur- 
nished, in addition to 100 This sturdy screen wire cloth never rusts—the Zinc provides 


lin. ft. rolls, in 50 ft. and the required tensile strength, as well as the ability to resist 
25 ft. length rolls, without corrosion. That’s why it withstands salt air, acids and gases. 
extra charge. 

Made in 14”, 16” and 18” mesh, in even width from 18” to 


48”, double selvage. 100 lineal ft. to the roll. Sell the 


brand that pleases customers and increases sales. 


Your jobber will supply you. 


Our Other Brands Screen 
Cloth 


Cortland Black Bnameled 
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Genuine Oswego Still- 

a Westie ce Increase 
years’ experience in the 

manufacture of quality 

Le Sales 


a ea with the 


needed. 


Handy Set 4 


Tas SET of six Genuine Oswego Stillson wrenches is packed in a 
handy box ready for immediate parcel post shipment to out-of-town 
customers. Convenient for carrying the set from the shop to the job. 
With this set on display you will find it as easy to sell the set of six 
wrenches, as to sell a single wrench. Drop-forged all steel handles 
will stand up under the hardest kind of service. Guaranty tag 
attached to each wrench protects you and your customers against 
defects in workmanship or material. The Sizes included in the set are 
6”, 8”, 10”, 14”, 18” and 24” with a total list value of $22.50. Order a 
few of these sets from your jobber and see how fast they move. 


The GSWEGD TOOL Co. 


Established 1887 OSWEGO, N.Y. Incorporated 1893 
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| Week of 


Mar. 17th to 23rd 
“Just what $ wanted” 


Your customers will 
always find “just what 
they want” in this com- 
plete range of Win- 
chester .22 Caliber 
Rifles described to 
you last week. All of 
these rifles (shown at 
the right) will be ad- 
vertised upon a color 
cover to appear in the 
May issues of the lead- 
ing Sportsman’s mag- 
azines. These maga- 
zines will be in the 
mail and on the stands 
by the middle of April. 
Have you a complete 
stock of Winchester 
.22 Caliber Rifles and 
Winchester Staynless 
Rim Fire Cartridges 
on hand? 
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Model 
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Model 


New Haven, Conn., U. S. A. 
New York Office and Display Room 


STER 


WINCHESTER REPEATING ARMS CO. 


= 312 Broadway 














No. 401—The finest saw in the 
world, bar none; straight back, 
ship pattern, or regular width, 
light weight, mirror polish, fitted 
with the Atkins Improved Per- 
fection Handle. 





Ne. 53—A popular price saw, 
Damaskeen polish, skew back, 
ship pattern or regular width, 
equipped with Atkins Improved 
Perfection Handle, prevents wrist 
strain. 


mnie aie! | 
Se eS i 


ee 


NEST OF SAWS—No carpen- 
ter’s kit is complete without 
them; a very useful assortment; 
stock a few and make more saw 


ATKINS TROWEL NO. 3—“See 
the hump,” preferred by plaster- 
ers because it is the best value 
for the money. 


A practical tool, exclusive offset 
feature saves knuckles, made of 
SILVER STEEL; holds edge a 
long time. Get prices for spring 
delivery. 
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SILVER 
STEEL 


Are YOU Ready For 
the Big Spring Busi- 
ness on Atkins Saws 


Atkins “SILVER STEEL” Saws and 
Tools are the best that skill and 
brains can produce. They possess 
the QUALITY that pays every job- 
ber and dealer a profit. 


The Big Building Pro- 
gram This Year Benefits 
the Independent Dealer 
Who Is Prepared With a 

Good Stock 


Be prepared to take advantage of 
the advertising we are doing in gen- 
eral magazines, reaching millions of 
consumers every month. This means 
there will be a big demand for 
Atkins SILVER STEEL Saws, Saw 
Tools, Saw Specialties, Hack Saw 
Blades, Files, Trowels, and in fact 
the complete Atkins fine. 


The latest Atkins Cata- 
log is now ready for 
distribution; ask for 
yours. 


E.C. ef Co. 


402 SOUTH ILLINOIS ST. INDIANAPOLIS, IND. 
ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, IND. 

Canadian Factory, Hamilton, Ontario 
Machine Knife Factory, Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities: 


New Orleans 
New York City 
Portland, Ore. 


San Francisco 
Seattle 

Paris, France 
Vancouver, B. 


Atlanta 


Minneapolis 


ATKINS | 





No. 65—Here is a dandy saw for 
expert carpenters. Straight back, 
ship pattern, or regular width, 
equipped with regulation Perfec- 
tion Handle. 





No. 51—Skew back, narrow ship 
pattern or regular width; old 
time carpenters like this wonder- 
ful saw; block style handle. 


HACK SAW FRAME NO. 10— 
Hard rubber handle; fits the 
largest hand; cold rolled nickeled 
and polished frame; adjustable; 
get a few for your best trade. 


THE NEW “SILVER STEEL” 
HACK SAW BLADE has taken 
first place in the sale of blades; 
get our silent salesman display 
free with a small order. 


| |< 


FILES, the “SILVER STEEL” 
Brand, takes its place at the head 
of the list. There are none bet- 
ter. Ask for file chart—free. 
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Spring Is Here! 


OW is the time that thou- 

sands of homes will un- 
dergo a spring cleaning; when 
gardens will be planted; when 
cars will be repainted and when 
a general air of sprucing-up 
pervades. 

The next issue of HARDWARE 
AGE will contain eight pages of 
practical merchandising relative 
to paint. Don’t miss this issue. 
Spring painting-up will be in 
many of your customers’ minds 
and you will find many good 
ideas for sales stimulation in 
the Paint Section. 





Read What They Say 
About Us— 


We take this opportunity of ex- 
pressing to you our thanks for the 
many helpful suggestions we re- 
ceived from your magazine from 
time to time. 

Very truly yours, 
(Signed) N. S. CLEAVER, 
° East Hampton, N. Y. 


We are inclosing you our check 
for advance payment for two years’ 
subscription. 

Note you state on the bottom of 
the statement that it is “A good in- 
vesiment.” In this day and time it 
is hard to tell when you make a good 
buy, but we believe you are right, 
the Harpware AGE is worth one 
hundred cents on the dollar. 

Yours truly, 
(Signed) J. W. Yates, 
McGrecor HarpwArRE CoMPANY, 
Springfield, Mo. 





We could not afford to be with- 
out it. 
Very truly yours, 
H. G. SmitH Harpware Co., 
Clearwater, Fla. 
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Quality alone 
has doubled Mansfield production 


Hs is real tire quality—quality 
that has doubled Mansfield pro- 


duction in a single year. 


A large new factory addition has just 
been completed—and still another 


is under way. 
That is substantial evidence that 


motorists know good tires—and find 
them in Manshelds 

We offer any aggressive dealer the 
opportunity to share in our success. 
Write or wire for details of the 


Mansfield dealer franchise. 


THE MANSFIELD TIRE & RUBBER CO. 
Mansfield, Ohio 


MANS 1a, ELD 


SERVICE 
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TRADE “ 


WINDS 


By Liew S. SOULE 





BE 


Facing the Basic Facts 


LL of the factors in retail distribution are con- 
fronted with certain fundamental facts, which 
should be more generally understood and ap- 

preciated. All the theories in the world will not 
upset those concrete facts. All the conversation, 
optimistic or pessimistic, will not alter those facts. 
The sensible thing to do therefore is to acknowledge 
them, and work in harmony with them rather than 
against them. 


To begin with, there is the more or less prevalent 
idea that the present competitive situation is in 
reality a battle to the death between chain stores 
and independent distributers; that one or the other 
must eventually pass out of the distribution picture. 
Nothing could be further from the truth. 


The basic facts in this case are: That there is a 
logical field for both systems of distribution, and 
that both will survive within certain limitations so 
long as they function in the proper way; that they 
have as much in common as they have in conflict ; 
that the greatest problems are those which each 
system faces within its own ranks—problems which 
each would have regardless of whether or not the 
other existed. 


On articles which carry a comparatively low price, 
and which can be passed on to the consumer with 
little or no sales effort, merely through advertising 
and display, the chains have a field in which they 
will hold an advantage. It is a no-service field, in 
which profits depe. ' upon exceptionally rapid stock 
turn of small margin merchandise. The whole chain 
structure is geared to the handling of such mer- 
chandise. The chain executives themselves realize 
that there are limitations beyond which they cannot 
profitably go, and that these limitations are as largely 
internal as they are eternal. 


The independent distributers are and must con- 
tinue to be largely service merchandisers. Their func- 
tion is to sell merchandise, not merely through ad- 
vertising and display, but through ability to give 
practical information concerning the various items: 
what their uses are; how they are made and why 


they are so made; how they operate; what can be 
expected of them in the matter of service; why their 
value justifies the prices asked, etc. In that field 
they have and will continue to hold a strong ad- 
vantage. 


Independent merchandising orgafizations are 
geared to such service selling. They require trained 
salesmen—not low priced package wrappers. They, 
too, have their limitations beyond which they can- 
not profitably go. Their low priced, narrow margin 
items must be carried mainly*to attract people into 
their stores and to convince the public of their 
ability to sell as cheaply as any competitor. Their 
real profits must come from the higher grade, longer 
margin items. 


In the independent merchant’s store the low 
priced, narrow margin merchandise must sell itself. 
From his standpoint, it does not justify sales effort. 
The independent distributer who attempts to mer- 
chandise on a strictly price basis, has mighty little 
chance to succeed. Likewise the typical chain store 
which attempts to stray very far from the price 
field will soon face a vanishing point of profit. 


Another somewhat prevalent idea is that the 
growth of chain stores can be retarded or stopped 
by process of law. The fact is that the only law 
which will limit the growth of either the chains or 
the independents is the economic law. In the field 
where the chain store can best serve the public, it 
will grow. In the field where the independent 
method of distribution can best serve the public, 
it will grow. Gradually the line of demarcation 
will become clearer ; chains will compete with chains 
for the business in their particular field, and in- 
dependents will compete more with independents 
for business in their particular field. 


What the hardware trade needs is, first, a definite 
realization of basic facts, opportunities and limita- 
tions; then an intelligent cooperative effort to mer- 
chandise profitably in accordance with those facts, 
opportunities and limitations. This applies to the 
entire hardware industry, and not merely to the 
retailer. We are all in the same boat. 
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Small sized window devoted to the display of useful auto 


accessories. American Hardware Stores always have at least 
two small windows devoted to this department and often use 
one large window as well. 


Above: General view of auto accessory department of the 
American Hardware Stores, Bridgeport, Conn. Note the 
open display table arrangement mentioned by Mr. Kuba. 
The curtain fasteners and kindred items are displayed 
on the table second from the left. Pressure lubricating 
parts, including nipples, offsets. etc., are shown on the first 
table frem the left and incidental other small hardware 
items are displayed on the table at the right. These small 
items are constantly in demand by motorists and garage 
repair men. Tables showing these lines remind both types 
of customers and permit self-service, so that selling costs 
are reduced and sales volumes increased. These tables of 
small essential auto accessories encourage buyers to visit 
this store regularly for related merchandise. Too often items 
which are recognized essentials are relegated to hidden cabi- 
nets or drawers and are only sold when asked for. 


O doubt everyone is fed up on merchandising 
plans, but we have had such remarkable results 
in merchandising automobile accessories that we 

are passing it along. 
Being in the wholesale and retail business, it is next 





pen Display 
Methods 
~ Surprised Us 


When Applied to Auto Accessories 






By W. J. KUBA 


American Hardware Stores, Bridgeport, Conn. 


to impossible to acquaint the average person with what 
you have to offer, without properly displaying it. 

Our general business has come to the modern way of 
merchandising. that is, tools, hardware. etc., displayed 
on tables properly squared off. There is no need to go 
further into this subject, as most of you are already 
acquainted with it. Those who are not are behind the 
times. 

With the Chain Stores and Mail Order Houses rapidly 
encroaching upon the old time stands, it was up to us 
to combat it the best we know how. As heretofore men- 
tioned, almost our entire store was changed over to this 
new method of merchandising. excepting our automo- 
bile accessories. 
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Doing a 90 per cent wholesale business, you can readily 
see that our retail department amounted to practically 
nothing. Our transient trade is large; we perhaps have 
more garage men coming in and out of our store than 
retail customers. These people must pass through sev- 
eral aisles before they reach the automobile department. 
Now the question came up—how can we display auto- 
mobile parts so that they will be attractive? We had 
special tables built—similar to those in our other depart- 
ments—and went to work. First, we took curtain 
fasteners, the average accessory store will tell you how 
fast these turn over, in fact our retail business on these, 
averaged about one hundred dollars a year ; then put them 
in their respective places properly marked, and the fun 
began. When our department man requisitioned for 
another lot, we thought him crazy. To turn over a six 
months supply in a few weeks was impossible—and vet 
that was just what we did. It seemed that everybody 
was buying curtain fasteners. Of course, this does not 
necessarily mean the old type fastener for touring cars. 
but fasteners for seat covers, carpets, etc. 

Then solderless connections, such as sleeves, couplings. 
nuts, etc. brake lining was piled up, pyramid fashion. 
with prices per foot and a chart showing the price per 
car. Alemite fittings, sponges, chamois, auto soap, jacks. 
gaskets, chains, polishes of all kinds. Going a bit 
further, we included hardware and mill supply special- 
ties that would appeal to the garage man. The results 
were astonishing. The open display idea went across. 

This idea has been adopted by several of our dealer- 
customers and they all report success. It not only 
has helped us increase our retail accessory business. 
but has built up a bond between our dealers through 
this cooperation that has helped also to increase our 
wholesale. 





ig 
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Lawrence G. Zwic- 
ker, display man- 
ager of the Schlafer - 
Hardware Co., 115 
West College Ave., 
Appleton, Wis., ar- 
ranged this display 
shown in April, 
1928. 





In the two weeks 
shown it helped 
sell eight furnaces 
and many inquiries 
were received. The 
cut-out of the man 
and the show cards 
were done by Mr. 
Zwicker. 
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Here is a complete tire and tire accessory window, very appro- 
priate in the winter weather and the early spring with its sloppy 


roads. This display of the American Hardware Stores, Bridge- 
port, Conn., features tires, skid chains and includes the very 
important extra cross links and the tool used for removing 
broken links and installing new links. This display does not 


take up much space but brings a good merchandise message to 
motorists 
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“Some Notes on Book Binding” - 


By SAUNDERS NORVELL 


R. DONNELLEY & SONS COMPANY run a 

book printing establishment in Chicago. I have 

known the two sons of Mr. Donnelley for a num- 

ber of years. One of the first books I ever saw printed 

by them was “The Autobiography of Benjamin Franklin.” 

I think this book was printed to retail at $1.00. It was 

machine made throughout, and was one of the best 
examples I ever saw of a well made machine book. 

I remember one time I talked about the life of Ben- 
jamin Franklin before a Y. M. C. A. gathering. I referred 
to this book. I said every young man should read “The 
Autobiography of Benjamin Franklin.” In the enthusiasm 
of oratory, I said if any young man present would send 
me a postal card, I would make him a present of one of 
these books. I was snowed under with postal cards. I 
wrote to my friend, Mr. Donnelley, in Chicago, and asked 
him for a special price, and told him that these books 
were to go to young men who were trying to make their 
way in the world. I wrote him one of my best and most 
eloquent letters. He made me a price on these books so 
low, that I am quite sure he lost money, but I filled all 
of my postal card orders. 

How time does pass! One day I went to a meeting of 
advertising men in Indianapolis. I was to speak at this 
place. As I stood in the wing of the stage awaiting my 
turn, there was Mr. Donnelley. He also was one of the 
speakers. 

Again time takes wing. I was sitting in a hotel here 
in New York with a very wealthy man, who is devoting 
his best efforts to giving away his fortune in the most 
profitable manner; in other words, getting the most for 
his money. This man showed me a wonderful piece of 
printing. It was in the form of a large book. I noticed 
this book was printed by R. R. Donneley & Sons Company 
of Chicago. I said to this gentleman, “George, this is 
a remarkable piece of printing.” “Yes,” he said, “I think 
this is the best job that has ever been done in the printing 
line, and I'll tell you how I happened to have it done. 
You see, this book is a salesman for a great philanthropy, 
so I went personally and called on one of these Donnelley 
brothers. I told him just what I wanted in this book. I 
said that I did not wish any expense spared to produce a 
work of art in the printing line. Now Donnelley said they 
would do their very level best, and so I gave him the order 
for the certain quantity of the books. 

“Then I went to see the other brother, who has another 
office, and I told him all about this philanthropy, and I 
asked him if he would print a book for me for this philan- 
thropy free of charge. He said he would, and then I told 
him I had already ordered the book from his other brother. 
So you see,” said this philanthropist, “this beautiful work 
of art in the printing line did not cost me a cent. / 
ordered it from one brother and I persuaded the other 
brother to pay for it.” 

Incidentally, in passing, let me say that this philanthropist 
in his day has received recognition as being one of the 
greatest salesmen in his line. He now even works sales- 
manship in forwarding the interests of his pet philan- 
thropy. 

Time passes again, and I have before me a beautiful 
book, printed by R. R. Donnelley & Sons Company of 


Chicago. This book has a curious name—“A Rod for 
the Back of the Binder.” It is a book all about book bind- 
ing. The cuts and illustrations are beautifully done. It 
is evident that no expense has been spared. The paper 
is of the very best, and the printing is just the best work 
that R. R. Donnelley & Sons can do—and that is going 
some ! 

On the fly leaf is the following: “The Primary Object of 
Binding a Book Is to Preserve It. The Merit of a Binding, 
Primitively Its Sole and Always Its Chief Merit, Consists 
in Its Solidity and Durability—Weale.” 

This statement about binding certainly does impress me. 
My father was a great reader. He collected books. When 
he died, all I inherited was his library. I still have his 
books. Now, as some seventy-five years have passed since 
he started collecting books, in glancing over this collection, 
I have had an opportunity to study the results of good and 
bad work on the part of binders. Some of my father’s 
books today are apparently just as good as they were 
seventy-five years ago. Other sets of books, bound in 
leather, have gone all to pieces. The backs have fallen 
off. Parts of the insides of the books have fallen out. In 
many cases, I have had bookbinders rebind some of these 
books, but in other cases, the binders have said the job was 
almost hopeless, that it would be much better and cheaper 
for me to buy a new set of books. f 

I have had these bookbinders explain to me why sgme 
of these books have lasted, while other have fallen to 
pieces. In some of the bindings of these old books, old 
newspapers were used. It is curious, when the books have 
fallen to pieces, to pick out these old bits of ancient 
newspapers and read the news of what was happening in 
those days. 

Our old family bible also came to me. In this bible 
was recorded the names of the Various births and deaths 
of the family. These records are in several handwritings 
—my father’s and others. I myself kept up the record for 
quite a while, but the family grew to such an extent that 
the space in the old family bible was not sufficient to keep 
track of all the children, so on a certain date the record 
ends. 

This old book is beautifully bound, There was a brass 
clasp between the covers, but now, alas! the covers have 
separated from the back. That seemed to be the weak 
spot, and some of these days, I will have to have this 
book rebound. 

We never know that a certain art exists, until the 
occasion arises to employ that art, and then we find a 
specialist who does that kind of work. Recently, I had 
occasion to attend a birthday party of my father-in-law. 
It was on the 17th of December last, and on that date he 
celebrated his one hundredth birthday. I decided to make 
him a little present, and I thought a good idea would be 
to get up a specially bound book with his picture and his 
wife’s picture at the time they were married, then their 
pictures at a later date, and then his picture on his 
one hunredth birthday. It also occurred to me it would be 
a good idea to secure letters of congratulation from the 
President of the United States, from a number of Sena- 
tors, members of the Cabinet, the Governor of the State 
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of Missouri, the Mayor of St. Louis and other prominent 
men in St. Louis and in various parts of the country. 

This led to my inquiring about bookbinders here in New 
York. A friend told me he knew a man who made a 
specialty of this work. It was all done by hand. “But,” 
said this friend, “if you ask him to call on you, be 
careful. He is a terrible crank. It he doesn’t like you, 
he will refuse to make your book. Money to this book- 
binder is nothing. He produces wonderful and beautiful 
work.” I sent for this artist. When he arrived, we 
talked books and book binding, and finally he consented 
to make this book for me for this one hundredth birthday. 
Let me say here that when this book was finished, it 
was very well done, and my father-in-law was very much 
pleased with the gift. President Coolidge wrote a beautiful 
letter of congratulation, and, of course, his letter led all 
the rest. 

Now with this introduction, let me crib some of the in- 
formation from this remarkable book by R. R. Donnelley 
& Sons Company of Chicago on the art of book binding. 
In the preface to this book, we find the following: 

“Our preference is for simple tooling, although this book 
shows some elaborate work. It is not possible to show the 
quality of the forwarding (i.e. the binding itself) in an 
illustration, hence the tendency of the binder to show his 
skill in elaborate tooling. 

“Notable books on book binding are almost entirely on 
the subject of decoration, its history, bibliography, and 
identifications with certain binders of the past. The sub- 
ject of forwarding is touched on only lightly. A real 
forwarder with a feeling for fine binding and judgment 
* in the details of his work is extremely rare. A finely bound 
book with a good choice of leather is a thing of beauty 
in itself, and needs from the designer and finisher a great 
deal of thought and a small amount of tooling to make 
it a work of art. 

“The subject matter of this book treats binding from a 
mew angle, describing those book binding details con- 
«<erning which mistaken ideas exist or in which bad binding 
practices are prevalent. These notes were written from the 
standpoint of the causes of defects developed in a binding 
when on the bookshelf in an American home. When Mr. 
de Sauty had read them, he exclaimed, ‘You are giving 
them a rod with which to beat us.’ So be it. Nothing 
could be better than a clientele of well armed critics 
helping us to maintain that standard of Ss which we 
have set up as our practice.” 

Then the book continues: 

“Fine binding is known as ‘extra’ binding, meaning extra 
workmanship and extra quality of materials. It is to extra 
binding that the following notes are devoted. The large 
proportion of extra bound books found in American homes 
has been bought already bound from booksellers. The 
American bookseller buys these books abroad where cer- 
tain large binderies combine a binding and bookselling 
business. They buy old books, often clean and wash them 
and make them otherwise vendible, and bind for their stock, 
probably eighty per cent of which goes to America. On 
very valuable books, that is books worth several hundred 
dollars, their work is likely to be in accordance with the 
best binding practice. On less valuable books, that is books 
worth less than one hundred dollars, a compromise enters 
into their constructional methods. 

“Most American collectors owning large and valuable 
libraries have, in the past, sent their books for binding to 
these same foreign firms. There are also a few individual 
or studio binders abroad who handle some of the Amer- 
ican collectors’ work and some of whom do the finest 
work obtainable. There are practically no extra binders in 
America. All of our own adult craftsmen have come direct 
from England. 





“The great majority of buyers and even notable book 
collectors know little of binding construction and judge 


by appearance only. Others buy with some surface knowl- 
edge, but with no appreciation of the underlying prin- 
ciples on such points as freedom of joints proper opening 
qualities, absence of warp in the covers; all important 
advantages, which, however, are sometimes achieved by 
methods detrimental to the binding. In order to discuss 
these binding principles, it is necessary to use some techni- 
calities, but these have been kept as simple as possible and 
explained by drawings. 


SEWING. 


Sewing is the foundation of good binding. In the 
older work the sewing was generally round five cords or 
“bands,” in large folios sometimes six or seven and in 
small volumes three or four cords. These cords were 
frayed out at the ends and laced into boards, making a 
rugged but strong and lasting binding. “Flexible” sewing 
insures each signature of the book being directly at- 
tached to the cords five times. “Ordinary” sewing is 
weak, inasmuch as the book is no longer directly attached 
to the cords as in flexible sewing; the number of cords is 
fewer thus entailing fewer holds. False bands consist 
usually of five narrow strips of leather or pasteboard stuck 
on to the back after sewing to imply after the leather cover 
has been drawn over them that the regulation number of 
cords has been used and the book flexibly sewed. (Some 
of my father’s books, I found, had false bands.) 

ROUNDING: Rounding is the shaping (by hammering) 
of the back into a curved form and is preparatory to 
backing. The amount of round and subsequent backing 
has some relation to the opening qualities. 

HOLLOW BACK: Most ordinary sewn books are made 
with a “hollow” back. The hollow back is made by lining 
up the back (after sewing) with folds of paper on top of 
which the false bands are stuck, and the book is then 
covered. 

PANELS: In general practice, bands are usually regu- 
larly spaced; this divides the back into six distinct panels; 
the lowest panel is purposely arranged to be slightly longer 
than the others, otherwise, owing to an optical illusion, 
it would appear shorter. 

BUILT UP BANDS: An absurd fashion recurs from 
time to time of building up the bands very high with 
strips of leather or cardboard before covering; a great 
amount of time and trouble is wasted in trying to create 
an impression of great strength. 

SEWING ON TAPES: Sewing on flat tapes is an ex- 
cellent method in the case of thick, heavy books and espe- 
cially so on books of reference likely to be handled con- 
siderably; such as dictionaries, music, atlases, etc. 

EDGE GILDING: The purpose of gilding is to keep out 
dust and dirt. Gilding the top serves this very useful 
purpose and allows of easy dusting; the fore-edge and tail 
need not be gilt as no useful purpose is attained. 

SQUARES: The squares of a binding are the amount 
of board projecting from the three edges. The prime 
object of the square is to protect the edges. A large 
square, however, is more liable to give to a blow than 
a small one with the natural buffer or fender of the 
book behind it. The French binders use a very small 
square. 

THE LEATHER COVER: The demand for high finish 
and unnecessary neatness results in some of the worst 
features in modern work and these will be apparent in con- 
sidering the leather cover and its true functions. The 
hinge is the most exercised part of the binding. To make 
a neat joint and good opening qualities, it is necessary to 
pare-or scrape the leather at the hinge or joint, but it is 

(Continued on page 72) 
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Here Is a Fast, Legible Show Card Letter 


The Single-Stroke Poster Block 


By JOSEPH BERTRAM JOWITT 


'HIS Poster-Block alphabet is 


not intended for an ornamentai | 
| quick, stubby, curved strokes. 


or graceful type. The one idea 
which prompted its construction was 
for simplicity and speed of execution. 
The student will notice that there are 
no perfectly straight lines used in the 
formation of any of the twenty-six 
letters. Also there are no loops or 


‘in a light gray, 


perfect circles to make. 
is formed 


are no “spurs” or fancy “serifs” to 
make in finishing letters. Show 
cards written in this type if shaded 


like the ones illustrated in this article, 
will present 


Each letter | 
with a series of short, | 


There | 


blue or brown tint, | 
| called “signs” 
a very businesslike ap- | 


pearance and will be very easily read. 

It requires absolutely no “gift” to 
learn show card writing, unless pa- 
tience and perseverance might be 
classed as a “gift.” It was an entirely 
different proposition some _ twenty 
years ago when show cards were 
and executed by sign 
painters in oil colors with camel’s hair 
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brushes. There were no show 
card water colors or Perfect- 
stroke Red Sable brushes on 
the market those days, conse- 
quently there was little or no 
chance for a novice to acquire 
this business asset without 
some practical shop experience 
which, of course, was impos- 
sible for anyone to think of unless 
they intended to give up their whole 
time and follow this line as a voca- 
tion. Everyone knows that this is 
the age of keen competition, which 
means commercial progress. and the 
show card and price ticket fill an im- 
portant part in our daily advertising 
program. 

The unlimited 
fered to the young man of today 
make some of our old fashioned 
methods of the past seem somewhat 
like a dream. Ninety per cent of the 
students who enroll in the vocationai 
schools learn to master the principal 
brush strokes in from four to six 
lessons. This is not altogether due to 





Bites os 


letter. The beginner will notice how 
I have changed the formation of | 
some of the letters on the show cards 
from those shown on the alphabet 
plate. This is quite permissible with 
this style of letter. The main up- 
right bars of each letter are formed 
with a bent or slightly curved stroke: 
this is the easiest stroke made and not 
one-half as difficult as making a cir- 
cular or true upright stroke. For in- 
stance, take the first letter, “A,” at | 

















opportunities of- | 


the personal instructions given the | 


class, but is due in a large measure to 
the modern equipment used, such as 
water colors which are clean and 
much easier to work with than oil or 
japan colors. Perfect, chisel-edge 
Red Sable show card brushes which 
require no breaking-in, and come 
ready for use in many different sizes 
and widths. Also the many new in- 
ventions in lettering pens which are 
mechanically perfect and easy to op- 
erate. The chief drawback to any 
one acquiring the knack of letterin 
is the lack of practical tools. 

The outstanding feature of this 
Poster-Block alphabet is the liberty 
one may take in constructing each 


| 


| stubby 


VEGETABLE 
“FLOWER 





the top of the plate. Stroke No. 1 
is a long curved stroke the exact 
width of the brush downward. Stroke 
No. 2 is a curved stroke, from the 
left to right inside the top guide line. | 
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|Stroke No. 3 is a short stroke 
| through the center of letter from left 
to right, joining strokes 1 and 2. The 
next letter, “B,” is made in just 6 
strokes. The letter “C” is 


| made and finished in three simple, 


stubby strokes. The letters may be 


/made equally as well with speed pen 


or brush. 

The practice strokes at the bottom 
of the plate show plainly the rough 
unfinished brush strokes. A curved 
stroke is much easier for a beginner 
to make than a circular or perfect 
upright stroke and is excellent train- 
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ing for the beginner to learn brush 
control. All the other alphabets will 
be found much easier to copy after 
this one has been mastered. The be- 
ginner should practice on these ele- 
ments with vigorous  free-hand, 
single-strokes, using a No. 12 Red 
Sable show card brush. The normal 
position of holding the brush is the 
same as one would hold a lead pencil, 
the only difference being that of 
keeping the handle in more of an 
{upright position. 

There is an old saying that a 
thing “well begun is half done,” 
therefore the beginner should not 
be in too much of a hurry in the 
preparation or layout of the let- 
tering on a show card. First of 
all, a liberal marginal line should 
be drawn around the edge of 
card, then a center line drawn 
through card from top to bot- 
tom. Next, the horizontal or 
guide lines in which the letter- 
ing goes. The question of open 
space should always be consid- 
ered. Small letters with plenty of 
open space around them present 
a much better appearance and are 
more easily read. A show card which 
has the appearance of being crowded 
loses a great deal of its value as an 
advertising medium. 

We are always 
pleased to hear from 
our readers, and this 
department is glad to 
render any advice or 
personal instructions 
to all who are inter- 
ested in learning 
show card writing 
without incurring 
any further expense 
than a two cent 
stamp. 
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IFE has become one great adventure. Each passing 
day brings new developments that challenge judg- 
ment. Change is on every side. War has become 

a matter of chemistry and physics. Transportation has 
gone into the sky. Heat engineering has been widened 
to include the complex problem of producing cold. In- 
stead of merely warming indoor air, we now manufac- 
ture a desirable form of artificial weather. 

The speedy tempo of our times is mostly an outcome 
of whirling wheels. If it were not for our mechanical 
achievements, the Holy Land would still be a goal for 
the crusaders instead of a high spot in a Cook’s tour ; the 
horse would continue to be supreme in the field of power, 
and mass production would be nothing more than a 
dream. 

Suppose the wide use of mechanical devices does make 
us a little more superficial ; suppose it has made us seek- 
ers of sensations and users of imitations—are we not 
better off than were the people of yesterday who had to 
shoulder back-breaking burdens, work continually with 
their hands and be content to live in a narrow little world 
of limited opportunity and restricted viewpoint ? 

Although today we live in a riot of numbers, noises 
and mechanized melodies, life is rich in thrills and there 
is still freedom for individual expression. 

Nothwithstanding the cry of alarm of theorists who are 
apprehensive lest the present march of the robot shall 
destroy all of our worth-while ideals, the current trend 
to mechanical methods is nowhere near an end. We are 
coming to still greater production with fewer hands, as 
is indicated by a quick glance at the picture which unfolds 
on all sides. 

Gratifying progress is being made in adding sight to 
sound in radio transmission. Educational methods are 
being revolutionized by the radio transmission of so- 


EVERYBODY’S BUSINESS 





By FLOYD W. PARSONS 


Robots and Men 





called still pictures. Maps, dia- 
grams, drawings and even por- 
tions of a musical score can already 
be carried through the ether to the 
listener. Soon the radio lecturer 
will be able to add visual demonstra- 
tion to his present power of expo- 
sition. 

Telegraph companies are trans- 
mitting by wire messages and letters 
in the original handwriting of the 
senders. Telephone engineers have 
succeeded in perfecting devices that 
will provide secrecy in radio speech. 
In this new method ordinary human 
speech is first distorted into sounds 
that are unintelligible, and then the 
jumble of noise is picked up and 
translated back again into the orig- 
inal message. 

A German has perfected a plan 
whereby one clock will beat time for the entire world. 
Its ticks are to be broadcast instantly by radio to all 
civilized peoples. At present each country sets its clocks 
from its own national observatory, by radio and tele- 
graph. Under this system there is often a discrepancy 
of a fifth of a second between the clocks of different 
countries. To the layman this difference may seem un- 
important; but to the astronomer it is a matter of vital 
concern. Under the new plan, television devices would 
synchronize all clocks with the master timepiece, and the 
present variation would be reduced to not more than 
one-hundred-thousandth of a second. 

Alexander Graham Bell demonstrated 50 years ago 
that it is possible to send music over a beam of light. 
Now we have a photophone that makes it possible not 
only to hear light but to see sound. Energy may be sent 
over a light-beam to a transforming and reproducing 
element mounted on a tripod some distance away. By the 
use of this device one may stop the sound of a phono- 
graph record by raising the hand, and can make the 
volume of sound vary by opening and closing the fingers. 
The light of a burning match can be changed into a 
rattling, cracking sound, and the varying light from a 
small dynamo-driven flashlight can be made to peal forth 
like the shriek of a siren. 

The difference between sending sound over a beam 
of light and by radio is simply one of degree. The 
physical transmission in both cases is the same except 
that different transmitting and receiving devices must 
be used. Broadcast waves will bend around obstructions 
and pass through walls, but the light wave will not bend, 
and will only pass through transparent solids. 

Industrial plants are being equipped with devices to 
receive, acknowledge and carry out orders of various 

(Continued on page 78) 
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The Lawyer as a Business Asset 


By ALBERT WOODRUFF GRAY 


Albert Woodruff Gray, well known New. York attorney, 
during the past year, has written for Harpware AcE 
several articles dealing with legal problems which come 
up in every day business transactions. 


by the average, business fan. His profits and 

living are made from our troubles. Our busi- 
ness difficulties are the crop from which he reaps his 
livelihood. By so much as he aggravates our perplexi- 
ties and misfortunes by just that much does he enhance 
his own fees. 

This opinion has endured for centuries and is as preva- 
lent now as it was hundreds of years ago. That this 
is a commonly accepted estimate of the profession is 
not surprising. The average man seldom consults an 
attorney except at such times as he finds himself in- 
volved in perplexities from which he is unable to ex- 
tricate himself by his own_unaided efforts. This con- 
dition is at the first annoying but relying on the ability 
that has carried him through storms that have seemed 
no worse, he endeavors to pilot his own craft until, at 
last, he realizes that the situation has grown too serious 
and critical for him to depend further, and with safety, 
on his own efforts. 

Long before this point is reached the trouble, that 
was at first a mere annoyance, has expanded to the di- 
mensions of what seems well nigh a calamity. He has 
sought sympathy and advice from his friends and busi- 
ness associates; he has turned over the details in his 
mind until his days are filled with the consideration 
of this problem and the vain search for a solution. He 
is tired and exasperated. In the great majority of in- 
stances, then and not until then, does he seek the aid of 
a lawyer. 

The discouragement is laid on the lawyer’s desk and 
the business man looks to see his troubles vanish and 
the results he has vainly attempted to gain by his own 
efforts, procured forthwith by his attorney. He forgets 
that the only honest assurance he has a right to expect 
from his lawyer, and the only assurance any lawyer fit 
to practice his profession will give is to obtain for him 
results that are fair and just. Pondering for days 
over some injustice, suffered in a business deal, inevit- 
ably prevents a man from fairly estimating the right 
and wrong of his own case. 

The license to practice law is no index of sainthood. 
There are good lawyers and there are bad lawyers. A 
lawyer of the type any business man has a right to ex- 
pect and to look to for advice and help, will tell his 


A NECESSARY evil is the estimate of a lawyer 


F Mise.” 


client when he can look with assurance to the law for 
redress or help’ and, at the same time, clearly tell that 
client when he has done wrong or where he has dealt 
unfairly with another. 

Truth is often a most unpleasant thing to hear. Par- 
ticularly is this so when, nagged and harassed by the 
thoughts of unfair or dishonest treatment in some busi- 
ness transaction, your own ideas of fairness and justice 
are criticised or condemned by the lawyer to whom you 
have gone for help. In such conditions it is but human 
to look for sympathy and for agreement on the part of 
the lawyer with whom you have placed your case. 

Another type of lawyer does agree with you. He 
agrees with your ideas and prejudices and leaves it to 
the court to point out the illegality and unfairness of 
which you yourself have been guilty. 

In almost every instance law is a prohibition, a “thou 
shalt not,” of which automobile road laws are a typical 
example. The work of the lawyer is to aid his client 
in attaining any desired result that is right, without 
a violation of the innumerable legal prohibitions which 
overcrowd the law books. The law is that unless both 
parties to a contract are under mutual obligations to each 
other that the contract is void. It is simple and easy 
for a lawyer to bring this rule to the attention of his 
client and equally as easy to so phrase the contract that 
the obligations of each of the parties to the other are 
fully expressed. 

To go to a lawyer after such a defective document 
or supposed contract has been signed and acted upon 
in good faith by one of the parties, lacks but little of 
closing the barn door after the horse is gone. 

All business men look upon a lawsuit with equal 
repugnance. The uncertainty of the outcome, coupled 
with the loss of time and the expense, turn even a suc- 
cessful litigation into a net defeat. The advice of a 
lawyer that serves the business man best is the advice 
that avoids trouble and litigation. 

To secure such service and travel the path that will 
lead the business man away from harassing lawsuits and 
the host of attendant evils, is to seek legal advice as a 
prevention and not a cure. The lawyer should be a busi- 
ness associate or better—a business friend. Insurance 
policies are an accepted means of avoiding loss. To a 
business man the advice of his lawyer should be the 
same. An ounce of prevention is worth many a pound 
of cure and better and more economical by far, is the 
fee for an occasional few minutes of advice than ten 
times that amount to defray the expense of a time- 
killing law suit. 
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HAVE AN ODD TOOL WINDOW, 


we AVE an 
odd _ tool 
window 
every so often,” is 
the advice of Richard Hesse, 
Hardware Company, division of Ace Stores, Inc., 
N. Clark Street, Chicago. 

“Unusual or special tools attract more attention than 
ordinary tools and window displays showing them, will 
put some life in a lot of ‘shelf-warmers.’ Why!” he 
said—‘“take those large sets of socket wrenches—we 
hadn’t sold a set in six months until we put them in the 
window, but we have sold two sets since we have had 
this window in. Take those pipe fittings in the win- 
dow—there’s not a common elbow or coupling in the 
lot, yet they sure stop and look ’em over. There’s 
something fascinating to the average person about the 
things they seldom see. Notice that new type, alum- 
inium back trowel that has just been placed on the 
market, and then look at the wash basin wrenches, 
plasters’ hawks and floats, calking tools and a lot of 
other stuff you don’t see every day. 

“We remind ’em that we have not only the regular 
tools but the special one’s as well. If you don’t show 
‘em you have special tools once in a while, they are liable 
to get the idea that you don’t carry them and go some 
place else for the unusual tool when _they need it. 

“Another thing is the big sign there, and the show 
cards and price tags. We believe in them—they ‘talk 
right out in school’ to the window shopper and also give 
the window that finished touch. We hardware men 
have a lot to learn from the druggists about using signs 
and show cards to sell goods. Some dealers would ob- 
ject to a big sign like that on their window, but we are 


proprietor of the Hesse 
5830 


SAYS RICHARD HESSE 


on a main traveled 
toy here and we 
have plenty of 
parking space. 
Motorists can read a sign like that without difficulty as 
they drive by the store and if they are needing anything 
in the tool line, the chances are that when they read 
the sign they will stop, park and buy. So we think it’s 
worthwhile.” 

Inside the store popular priced tools for home use, 
such as pliers, screw drivers and hammers are shown on 
open display tables, while the high grade quality tools 
are displayed in wall cases. This plan is a very satis- 
factory one according to Hesse and it is often possible 
to sell the customer who picks up a total from the table 
a higher priced, quality tool from the wall tase, when 
the two are compared and the merits of the better tool 
brought out. 

Most of Hesse’s tool business is with the trades, but 
they are careful not to overlook the laymen, and the 
man who loves to putter around with tools, or who likes 
to fix it himself receives the consideration he is entitled 
to, and aided in his problems, and advised in friendly 
fashion. 

Basing our 
Hesse enjoys, 
unusual tools 
you tried it? 

The Hesse window is of a shape that offers a prob- 
lem in arrangement. As can be seen, the merchandise 
is all plainly price marked. Large, well-made show 
cards have been advantageously used. In several dif- 
ferent sections of the window, manufacturers’ dealer 
helps have been placed. 


conclusion on the healthy tool business 
we will have to admit that displays of 
seem to produce unusual results. Have 
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S a clerk with some experience 
behind the counters of a retail 
hardware store, I enter this con- 

test, fully realizing the subject is a 
broad one, and can be presented from 
many angles. Personally I like the 
hardware business; if not, I would not 
have entered and stayed with it as long 
as I have. It gives one an insight to 
more different kinds of merchandise 
than any other business I know of. It 
requires mechanical knowledge, also 
constant study to keep a line on new 
goods that are brought out from year 
to year; still we must keep in mind the 
regular line of merchandise of years 
gone by. 


Clerks Must Have Fair Knowl- 
edge of Lines 


I have often wondered, after hearing 
the different traveling salesmen explain 
in detail their line of goods to the pro- 
prietor, as to whether or not we were 
supposed to explain them the same way. 

No, we cannot, as we have no special 
training on them. There are too many 
and the details too numerous; for in- 
stance, there are tools, cutlery, electric 
appliances, stoves, paints, brushes, guns, 
ammunition, builders’ hardware, and 
who knows what else. These are all 
lines within themselves, but we must 
have a fair knowledge of them all, and 
should be able to answer intelligently 
all questions asked about them. In 
many instances I have heard the travel- 
ing salesman talk for an hour or more, 
finally he sells the proprietor. Some- 
times they give us a few pointers on 
their line and sometimes not. If these 
goods are to be moved we clerks must 
read their literature, and figure out our 
own sales talk to put it over. 

I have met and talked with many 
traveling salesmen; they are a fine 
bunch of fellows. They can and do 
give us all a lot of good pointers in the 
game; however, I find a number of 
them that do not take the time to give 
the sales-force the principal selling 





points on their products after they have 
sold the buyer. We realize, Mr. Travel- | 
ing Salesman, that your life is not all | 


I Like the Hardware Business 


By ALBERT C. HOFFMAN 


With S. S. Nave Hardware, Huntington, Indiana 


sunshine; you have troubles of your 
own and many of them. You deserve 
all the business you can get. If you 
can give us fellows a tip on your line 
it makes more business for all of us. 

When it comes to expressing your 
opinion about the man who employs 
you, and your article is for publication 
with your name signed to it, this is 
rather ticklish business for clerks, but 
as for me it is not. In regard to the 
man I work for, I can conscientiously 
say it would be hard to find a better 
employer than I have. In all the years 
I have been with him, he is always the 
same; never out of sorts or irritable 
whether business is good or bad. I, like 
many others, make my share of mis- 
takes and possibly more. He calls my 
attention to these errors in a nice way, 
which means, try not to let this occur 
again. He is always ready to meet 
anyone half way on any proposition. 

Is he successful in his business? 
Certainly he is. He started in a small 
room about twenty-five years ago. Now 
he owns his own building, a two-story 
brick 45 x 70, with basement and a fine 
show window across the entire front. 
This entire building is well stocked 
with good merchandise that pertains to 
the business. 


On Merchandising Hardware 


The successful hardware store of to- 
day is quite different from the hard- 
ware store of even a few years ago; 
even selling methods and the class of 
merchandise are different. The depart- 
ment and variety stores have shown us 
that the goods sell better when prop- 
erly and openly displayed. Our stores 
should always be kept neat, clean and 
attractive. The show windows are the 
eyes of the store‘ they should be well 
trimmed and lighted, also properly 
taken care of as they are the silent 
salesmen; they work day and night. 

Statistics have proven that a large 
majority of our customers of today are 
women: they appreciate the more mod- 
ern methods of merchandising, and it is 
here that the lady clerk is an asset to 
the hardware store, as womenfolk 





usually understand each other's require- 
ments better. 

I am‘sure that manufacturers, job- 
bers, dealers and clerks all get a real 
inspiration from reading the trade 
papers, especially THE HArpwareE AGE. 
I find it contains many interesting and 
practical articles and suggestions as 
well as the tried out experiences of 
others. After reading these articles it 
might be rather embarrassing to go to 
your employer and make these sug- 
gestions as he might think you were 
trying to run his business. In cases of 
this kind we clerks could say to him. 
“There is an interesting article in 
Trade Paper on page so-and-so,” trust- 
ing he will read it and the suggestion 
will meet with his approval. Here is 
where State group and store meetings 
play their part, as we get together, pro- 
prietors and clerks, for the sole pur- 
pose of solving our problems to the best 
interest of all concerned. 


Cooperation of All Concerned Is 
Necessary 


I am sure we all appreciate the co- 
operation of the manufacturer, jobber. 
traveling salesman and publisher, also 
the fine high grade advertising sent out 
by manufacturers in the way of na- 
tional advertising sent out by manufac- 
turers in the way of national advertis- 
ing and high class display material for 
our window trims and store displays, 
which cost them lots of money, and 
should be taken care of as they can be 
used from time to time in window dis- 
play work. 

Manufacturers should put up goods 
in good strong boxes or cartons, espe- 
cially the lines for counter display pur- 
poses, as they protect the contents and 
make the stock look better. Many ar- 
ticles could have tags on them, either 
string tags or labels printed as follows: 
Place for number, size, cost and selling 
price, as some lines have articles of 
many different sizes and numbers such 
as shears, flashlights, saws, etc. This 
would enable the one who marks the 
goods to put on these details. It also 

(Continued on page 76) 
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Winchester Terminates Agency 


of the Winchester Repeating 

Arms Company, New Haven, 
Conn., the trade policy known as the 
“Winchester Agency Plan” is no longer 
in existence. 

Winchester Repeating Arms Com- 
pany (incorporated in Delaware on the 
5th ult.) has acquired the assets of 
the Winchester Repeating Arms Com- 
pany (of Connecticut). The manage- 
ment of the new Winchester Repeating 
Arms Company has decided that it is 
not advisable to adopt the Winchester 
Agency Plan which was in force be- 
fore the new company took over the 
business. 


Complete Separation of Win- 
chester and Simmons Organi- 
zations 


The policy of the company will be 
to manufacture and sell merchandise 
under the Winchester name, without any 
restriction as regards.those who may 
properly handle its products. 

According to information received 
directly from W.. A. Tobler, president, 
Winchester Repeating Arms Company, 
New Haven, Conn., there will be a 
complete separation of, the Winchester 
and Simmons interests. Henceforth 
the relations of thé ‘Winchester Re- 
peating Arms Company with the Sim- 
mons Hardware Company will be on 
the same basis as with any other 
jobbing house. The Simmons Hard- 
ware Company, St. Louis, Mo., now 
reverts to its original status, and the 
name Winchester will no longer ap- 
pear in conjunction with the Simmons 
name. The Simmons Hardware Com- 
pany will continue.to sell Winchester 
products and other nationally known 
brands, independent of any outside 
connection. The company will also 
feature the old Keen Kutter brand. 

The Winchester Repeating Arms Co., 
New Haven, Conn., has, through its 
Publicity Department, released for pub- 
lication the following article dealing 
with its new sales policy. 


WINCHESTER ANNOUNCES “BIG 
NEWS” FOR THE TRADE 


New Haven Company Sets Rumors At 
Rest With Definite. Announcement of 
New Distribution Policy 


With the announcement of an open 
market, not only in guns, ammunition, 
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cleaning and lubricating preparations, 
but also in their complete line of new 
products, Winchester Repeating Arms 








W. A. TOBLER 




















Company of New Haven, Conn., defi- 
nitely sets at rest the rumors and 
counter rumors that have been cir- 
culating throughout the trade for sev- 
eral months. 

All Winchester products from now 
on are placed on sale through all regu- 
lar channels of the hardware and sport- 
ing goods trade. An ppen market has 
been created for the sale of the entire 
Winchester line and a truly national 
distribution, is to be backed by ex- 
tensive national advertising for all 
products. 


Jobbers Free to Handle 
Winchester Lines 


From now on every jobbing distribu- 
tor is free to handle not only Win- 
chester guns, ammunition and metal 
preparations, but also Winchester flash- 
lights and batteries, Winchester radio 
batteries, Winchester ice and roller 
skates, Winchester fishing tackle, Win- 
chester cutlery and Winchester tools, 
all of the items, in fact, which are man- 
ufactured by Winchester Repeating 
Arms Company. All jobbers, in other 
words, are now invited to handle any 
or all of these products and to offer 
them to all the retail distributors they 
serve. 


the 





In explaining this policy, Mr. W. A. 
Tobler, president of the company, 
stated that, by means of this move, Win- 
chester service is broadened not only 
throughout the field of sport but, at 
one and the same time, it is extended 
into the home and into industry. A 
much wider market is thus established 
for the trade without making too broad 
a jump between various lines or break- 
ing the real relationship that exists be- 
tween all Winchester Products. It was 
his opinion, in fact, that this offer of 
related products provides an oppor- 
tunity by which the dealer can make 
several sales grow where but one grew 
before. 


Gives Reasons for New Marketing 
Policy 


“Our new marketing policy,” Mr. 
Tobler said, “was adopted with the best 
interests of the entire trade in view. 
It was, I think, evident to all jobbers 
and dealers that, with the Wincester 
plant greatly enlarged through war- 
time requirements, we could not con- 
tinue to produce on the most efficient 
and economical basis if we confined our 
production solely to the manufacture of 
arms and ammunition. It was equally 
obvious that Winchester salesmen could 
furnish a more complete, helpful and 
efficient service to the trade, if, with 
every visit, they could offer not simply 
a line of guns and ammunition, but 
a complete line of kindred products. 
We developed a line of products, in 
other words, which should logically be 
considered together and which can be 
most conveniently purchased at one and 
the same time. 

“Tf such a policy helps our salesmen 
render a better and more complete ser- 
vice, it naturally follows that the same 
can be said for the jobbers’ salesmen. 
Jobbing distributors, for instance, will 
find it more convenient, efficient and 
economical to order a number of re- 
lated lines under the same brand name, 
from one and the same source of sup- 
ply. And the jobbers’ salesmen will, 
similarly, find it more efficient and con- 
venient if they can sell not only guns 
and ammunition but flashlights and bat- 
teries, fishing tackle, ice and roller 
skates, cutlery and tools under the same 
brand. 

“The advantages for the retailer, 
under the new plan,” Mr. Tobler con- 
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tinued, “are even more pronounced. It 
enables the retailer, for instance, to cut 
down the time he has to spend in buy- 
ing. He is, in other words, able to fill 
a considerable part of his needs from 
one and the same source of jobbing 
supply and the benefit he derives from 
ordering a complete line of products 
under the one brand name can be used 
to good advantage in his own over-the- 
counter sales. 


The Angle of Related Products 


“It is hardly necessary,” he added, 
“to go into the benefits that accrue from 
the selling of related products. The 
principle of this plan of selling is just 
as well known in the hardware and 
sporting goods fields as it is in any 
other. The druggist who sells tooth- 
paste will, of course, suggest a tooth- 
brush to the customer. He displays 
them together in his windows and fea- 
tures them together in his advertising. 
Similarly the sporting goods or hard- 
ware dealer who sells guns will sug- 
gest ammunition and cleaning and lub- 
ricating preparations. He _ displays 
these products together in his win- 
dows and features them together in his 
advertising. 

It is no greater jump to suppose the 
man who shoots will also enjoy fishing, 
and that the gun purchaser is, there- 
fore, a logical purchaser of fishing 
tackle and vice-versa. It is equally 
logical to believe that the fisherman or 
hunter will need a flashlight on his trip 
and that, if the dealer can show a light 
that is especially adapted to outdoor 
uses, he will make another sale. 

“Taking the related line of products, 
step by step,” said Mr. Tobler, “we next 
come to cutlery. Every hunter or 
fisherman needs some form of hunting 
knife, pocket knife or flat cutlery in 
camp. There is a strong tie-up there 
for further consumer interest. Tools, 
too, are used in camp and are needed in 
the automobile that takes the camper 
where he is going. Finally, while the 
relationship may not be quite so direct, 
it is evident that the man or boy who 
is interested in these other outdoor 
sports is likely to be a good prospect 
for the purchase of ice or roller skates. 

“T do not, of course, mean to suggest 
that every man who enters the dealer’s 
store for a box of shotshells will leave 
it with a hunting knife between his 
teeth, a new rifle over his shoulder, a 





All Hardware Jobbers Now Free to Handle 


fishing rod under his arm and a pair 
of skates on his feet to roll home on, 
but here, clearly, is an open avenue for 
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related sales made under the same brand 
name. 


Aim to Broaden Market 


“We are,” continued Mr. Tobler, “in 
a peculiarly happy manufacturing posi- 
tion in offering this new line of prod- 
ucts to the trade. For years constant 
experiment with steel and steel prod- 
ucts has been going on in our labora- 
tories and the gun makers past master- 
ship in handling fine steels has stood us 
in good stead in our new project. We 
also have unique manufacturing equip- 
ment which is particularly suited to the 
making of the products we have chosen. 
In choosing these products, moreover, 
we have selected lines which not only 
will broaden the dealer’s market among 
sportsmen but which are necessities in 
practically every home and in many in- 
dustrial plants. Flashlights and_bat- 
teries, for instance, are not only used 
by motorists, campers, hunters and 
fishermen but are invaluable on the 
farm and in both town and city homes. 
They are also used to a considerable 
extent by industry and the same prin- 
ciple holds true of cutlery and tools. 
Some one or ail of the lines should, 
therefore, appeal to every type of cus- 
tomer. 





Winchester Products 


Offer Them to Retail Merchants They Serve—Complete Sepa- 
ration of Winchester and Simmons Organizations 


“With the belief that the advantages 
I have listed will prove of strong ap- 
peal to the trade, I am very happy to 
announce that not only Winchester guns 
and ammunition and cleaning and lubri- 
cating preparations, but also Winchester 
flashlights and batteries, fishing tackle, 
ice and roller skates, cutlery and tools 
are now placed on the open market for 
distribution through the entire jobbing 
trade to all sporting goods and hard- 
ware dealers.” 


Campaign of National Advertising 
Planned 


To Mr. Tobler’s interesting state- 
ment Mr. C. S. Hutt, advertising man- 
ager for the company, adds the follow- 
ing: “Don’t forget that no matter how 
long a trade name has been known or 
how favorably it may be known to the 
consumer, its value is increased when 
advertised in connection with all of the 
lines it covers on a truly national scale. 
Winchester guns and ammunition have 
always been extensively advertised and 
now the new products will receive an 
equally forceful pfesentation in our 
national program. 

“This big campaign is now in active 
preparation and will be released to the 
consumer on the 15th of June or earlier 
if our preparations can be completed 
before that time. 

“The farmer will also be carefully 
cultivated and adyertisements appear- 
ing every month, from June to Decem- 
ber in a list of farm papers will reach 
more than 75 per cent of all the farms 
in the United States. Special fields 
will be covered by- our use of Popular 
Mechanics, and Good Housekeeping and 
we will also reach influential purchasers 
(whose example is followed by others) 
through employment of two of the lead- 
ing class publications. 

“A novel display idea is being de- 
veloped, covering all products, all sea- 
sons and the needs of all dealers, large 
or small, and a full quota of display 
material, booklets, electrotypes, sales 
letters, reading notices and other sales 
aids will be furnished on request, to all 
dealers who handle any or all of the 
Winchester lines, Details of the com- 
plete program will be issued as soon as 
they can be put into print. 

All Winchester agents have been 
notified of the changes in policy, by 
means of the following letter, sent out 
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by the Winchester Repeating Arms Co. 
under date of March 9 and signed by 
President Wm. A. Tobler. 


Letter to Winchester Agents 


“The Winchester Repeating Arms 
Company (incorporated in Delaware on 
the 5th ult.), has acquired the assets of 
the Winchester Repeating Arms Com- 
pany (of Connecticut). The manage- 
ment of the new Winchester Repeating 
Arms Company, after careful considera- 
tion, has come to the conclusion that it 
is not advisable to adopt the Win- 
chester agency plan which was in force 
before this company took over the busi- 
ness. 

“In spite of all efforts and the ex- 
penditure of large sums of money, 
during the ten years the agency plan 
was in existence, it proved impossible 
to make the plan successful. Although 
some of the agents supported the plan, 
nevertheless a large majority failed to 
do so with the result that the total pur- 
chases made by Winchester agents in 
1927 were actually $429,000 less than in 
1923. This unsatisfactory result oc- 
curred in the face of the fact that dur- 
ing that period the number of agents 
had increased from 5376 to 6243. How- 
ever, in that time, agreements were can- 
celled by 2315 agents who had lost 
interest in the plan, During 1927 there 
were only 1100 agents whose purchases 
of old and new line products amounted 
to $2,000 or more ior the year. The 
average purchase per agent of new line 
products in 1927 was only $615. 


Matter Discussed with Association 
of Winchester Clubs 


“It is obvious from the foregoing 
figures that the purchases of the agents 
have not been such as to justify the con- 
tinuance of the Winchester plan. 

“The matter has been discussed with 
the members of the executive commit- 
tee of the National Association of Win- 
chester Clubs who have expressed the 
unanimous opinion that, in the cir- 
cumstances, the Winchester agency plan 
should be abandoned and, accordingly, 
that this company would not be justified 
in adopting it. 

“In view of these facts, it has seemed 
clearly advisable for this company not 
to adopt the Winchester plan. 

“The policy of this company will be 
to manufacture and sell merchandise of 
the same high quality, which has always 
been characteristic of the Winchester 
name, without any restriction as re- 
gards those who may properly handle 
its products. 

“In accordance with that policy, and 
for the especial benefit of those dealers 
who have sincerely tried to make the 
‘Winchester store’ a landmark in their 


| tising campaign of national scope to 
| ensure a strong consumer demand. 











community, we have decided to launch 
a very aggressive and powerful adver- 


“Under *the exclusive agency plan, 
national advertising would have been 
largely wasted, and, as this is the age of 
nationally advertised brands, it is essen- 
tial that there be a steady consumer de- 
mand for Winchester products and that 
the same be available everywhere. 

“Owing to your identification with 
Winchester products and the fact that 
your store has become known as a 
‘Winchester store,’ this advertising 
campaign should react most strongly in 
your favor. 


Distribution Methods to Be 
Changed 

“While we understand that the Sim- 
mons Hardware Company will naturally 
continue to sell Winchester merchan- 
dise, we shall endeavor to place all our 
lines with jobbers who are best situated 
geographically to assure dealers prompt 
and efficient local service. 





“Remember that. in the mind of the 
consumer the ‘Winchester’ trademark 
is one of the oldest and most favorably 
known, and we shall continue to pro- 
duce quality products which will justify 
our claim that they are ‘as good as the 
gun.’ 

“We are confident that as a result of 
the elimination of the exclusive agency 
plan, and by national advertising, this | 
company will secure such wide distri- 
bution for all of its products as will 
enable it to run its plant at capacity. 
This will be reflected in increased earn- 
ing power and resultant opportunity to 
give you exceptional service in every 
direction, 

“In view of the relations which 
existed between you and the old com- 
pany, we shall hope to have the oppor- 
tunity of assisting you in every way 
possible as regards matters calculated 
to promote your sales of Winchester | 
products and your business in general. 

“We sincerely trust that you will con- 
tinue to handle Winchester products in 
larger quantities than ever and that the 
policy adopted will prove distinctly ad- | 
vantageous for both you and ourselves.” 

Very truly yours, 





Winchester Repeating Arms Co., 
By W. A. Tobler, President. 


Simmons Hardware Company’s | 
Letter to Agents 


The Simmons Hardware Company, | 
St. Louis, Mo., has also sent out a letter | 
to all Winchester agents, over the sig- | 
nature of J. Clarke Coit, president. 
We quote in part as follows: 

“All facts are now in your hands in | 





reference to the termination of the Win- 
chester agency plan. Severe losses had 
been sustained by the Winchester Re- 
peating Arms Company over the period 
of promotion, due to the lack of sup- 
port on the part of the agents as a 
whole. Therefore, the new Winchester 
Repeating Arms Company, which ac- 
quired the assets of the old company, 
has decided not to adopt the agency 
plan. (This in no way affects recently 
placed exclusive agents on Red W 
Brand Paint. Red W Brand Paint is 
not Winchester; it is owned and con- 
trolled by the Simmons Hardware Com- 
pany). 

“Heretofore, the Simmons Hardware 
Company—which is the managing com- 
pany for all the branches—was simply 
licensed by the former Winchester Re- 
pesting Arms Company to operate for 
it in distributing their new line prod- 
ucts, but now our license with the 
Arms Company has been cancelled. In 
other words, we—the Simmons Hard- 
ware Company—revert to our original 
status, and the name Winchester will 
no longer appear in conjunction with 
our name. 


Simmons Will Feature “Keen 
Kutter” 
“All of ygu know that I have been 


| heartily in favor of the Winchester 


Agency plan, and have done everything 
| possibly could to make it successful. 
But the cold facts have conclusively 
demonstrated that it would have been 
disastrous to both companies to con- 
tinue pouring our life-blood into a 
plan which received the support of 
comparatively few of those for whose 
benefit it was primarily intended. For- 
tunately, the new arrangement benefits 
us all. 

“First, when Winchester new line 
products are sold on the open market, 
it will be of benefit to you because you 
are known as the logical headquarters 
for Winchester products. And for the 
same reason, you will reap the benefit 
of the expenditure of a half million 
dollars which the Winchester Company 
is about to make for national advertis- 
ing of its products. 

“Second, it will save the factory by 
keeping its wheels running, and satisfv 
its stockholders. 

“Third, it allows us to go to you 
WITHOUT AFFILIATION, WITH- 
OUT PREJUDICE, selling merchan- 
dise at a price.” 

Mr. Coit’s letter further brings out 
the fact that under the new policy the 
Simmons Hardware Company will 
continue along the line of assisting 
dealers to keep pace with modern mer- 
chandising methods. It also contains 


(Continued on page 76) 
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This 
High Pressure 
Selling—a Seen ty a High 


Grade Salesman 


Editor’s Note: This is the third of a series of let- 
ters written to the Editor of HARDWARE AGE 
by a high grade salesman in daily contact with 
the hardware trade. The letters are written in a 
humorous vein, but underneath the humor are 
interesting sidelights on many of the problems 
which confront the trade. There is a real lesson 
in every letter, told in a language which the hard- 
ware man understands and appreciates. 











LOUISVILLE, Ky., 
Feb. 11, 1929. 
DEAR Epitor: 

Almost every order these kindhearted dealers gave 
me last week they’d say: “Give Sauer credit for that 
order”—that’s all I heard, was Sauer. 

That’s not a type of Kentucky refreshment, Llew, it’s 
the name of a jobber salesman here. 

He’s Sauer by name, but sweet with the trade—ha, 
ha! How’s that for a hot one, Old-Timer? 

Well, sir, I met this Bill Sauer in a store last nite 
(yea, I’d been pleadin’ for an order so long night had 
crept upon us), and I gatta say he sure knows his build- 
er’s hardware—this fellow Sauer. 

For after I’d been givin’ this dealer all the bla I ever 
had and wasn’t gettin’ very far—all he said was: ‘“That’s 
a good line, Jim, put some of them in.”” And like unto 
rubbing old Aladdin’s magic lamp, an order was forth- 
coming. 

I like that fellow, Mr. Editor—and not because that 
was the biggest order I got all day—so I treated him 
to the groceries (on the house)—and we had a nice 
long talk about this and that. 

We discussed and cussed everything that was wrong 
with the hardware trade pro and con. Mostly con! 

But do you know, Llew, that fellow gave me a new 
angle on why it was to the dealer’s advantage to give 
the jobber ALL of his business, and not buy “direct’’ 
from the manufacturer. 

He had it all doped out—and it sounded pretty logical 
to me. What do you think about it? 

He says: Now supposin’, for example, that Jim (that’s 
the last dealer he’d called on) had ordered all this stuff 
on the order he just gave me direct from the manufac- 
turer, and he counted the items, and it represented over 
twenty different manufacturers. 

And he went on to say that he’d have to make out 
over twenty orders and send to over twenty different 
manufacturers—and then wait for anywheres from a 
week to three weeks for the goods—but he'll get this 
order complete tomorrow. 

Don’t you agree with him, as an editor, that service is 
worth something to the dealer ? 

But he says that was just one order—and if he had 
to order everything direct from the manufacturer he’d 





probably have to do business with maybe 200 or more 
different manufacturers. 

He explained that he’d have to open credit with all 
these different manufacturers, and carry that many ac- 
counts on his books and take care of all that corre- 
spondence and details that go along with so many dif- 
ferent transactions—and handle all those small ship- 
ments. 

Can’t you see how that would increase the dealer’s 
cost of doing business? 

It’s as clear as mud to me, Mr. Editor. 
strike you? 

And, just supposing he did buy at a much lower price 
than he does from the jobber, most of the savings would 
be eaten up by increased overhead. 

Oh, yes, and he said something about a dealer being 
inclined to order too much when he ordered from a man- 
ufacturer, and tying up too much money in one line and 
limiting his assortment—I didn’t quite get all of that, 
but I suppose you know what I mean? 

But when he started on that second piece of apple pie, 
I thot what was I going to say on my swindle sheet 
to cover the heavy expenses for the day—but he wasn’t 
worryin’ a bit; and he went on to say how this would 
affect the manufacturer (not the pie, Llew). 

Now, take a manufacturer doing business with the 
jobbers only: They have maybe 300 or so accounts on 
their books, and make big shipments, and don’t have to 
worry about their money (I take that last statement with 
moderation, Llew). 

He says they can handle their business with a mini- 


How does it 


mum amount of office help, and only a few in the ship- 


ping room, and with fewer salesmen, and a lot of other 
savings. 

Now, just supposin’ they had to sell to all the dealers 
direct, why, they’d have to have about forty thousand 
accounts on their books—and a staff of high-pressure 
collection managers and credit experts in the office. 
They’d have to have a whole flock of salesmen (and 
they’re an expensive luxury, don’t you know it?), and 
instead of just a couple in the shipping room making 
big, substantial shipments to the jobber, they’d be send- 
ing out thousands of small parcel post and express ship- 
ments instead. 

Can’t you SEE how that would increase the manu fac- 
turers cost of doing business, too? 

Well, I guess he’s*about right, at that, Mr. Editor, 
don’t you? 

And—if the dealer buys direct just to get the “job- 
ber’s price,’ why, the manufacturer’s cost has increased 
so much that he will no longer be able to quote that 
same price. 

So, he says, as he started on his second carload of 
Old Golds, you haven’t saved anything—all you’re doing 
is adding a lot of trouble to the manufacturer and to the 
dealer, and the bird who insists on “cutting out the 
jobber” is all wet, and is doing himself a lot of harm, 
if he’d only see it in my way. 

Now, instead of spending all of his time entertaining 
a swarm of high-pressure factory men, they’d concen- 
trate on the SELLING end of their business—give more 
time and thought to their windows, and dust off the stock 
on the counters once in a while, and maybe go after 
some contract business—or washing-machine sales, they’d 
all be a lot better off. 

Yes, and another thing: These birds who buy every- 
thing “direct,” all don’t forget the jobber for their 
“pick-ups,” and where'd they and their business be if 
they couldn’t get those little pick-ups from us? 

(Continued on page 73) 
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SERVICE with a SMILE 


HE day of the hard boiled business 

man is past. As Tom Witten would 

say, “In this day and age the wise 

ones are not skimming all the cream from 

the milk of human kindness, before they be- 
gin to peddle it.” 


In other words, business men are now 
more attentive to the public than at any 
time in the past. They are even willing to 
take an occasional rebuff themselves and 
counter with the proverbial soft answer. 
Sensible explanations instead of cuss words 
are being meted out to the customer who 
intimates that he can “buy it cheaper down 
the street.” 


What is the value of a smiling face at the 
store’s front door? Why the cordial greet- 
ing and the expressed desire to help? What 
is back of the change from “hard boiled” 
to “friendly?” We'll answer it with a few 
more questions. 


What’s the value of the gar- 
nish and mushrooms on a good 
steak? Why the frilly paper 
petticoats on the lamb chop? 
Why do caterers cap their salads 
with a strawberry or a cherry? 4 

The lamb chops at Z, 
the dingy corner res- 
taurant may be just as 
filling as those at the 
Waldorf, but the 
heavy money flows to 
the place where smil- 
ing head waiters bow 







and seem pleased to see the patrons; where 
the silver shines and the music plays; where 
the common every day ice cream whets our 
appetite by appearing in fancy shapes and 
colors. 


It is a mark of the times, and the wise 
merchant keeps step with the procession. 
Perhaps the public has had little to com- 
plain about, in the way of obtaining its 
hardware needs, but just now the public 
demands more. 


It expects attention, courtesy, smiles, in- 
telligent friendly help, as well as hardware. 
It has the same right to expect them as it 
has to expect a “thank you” from the tele- 
phone girl; a fancy wrapper on a five dollar 
box of candy, or a few sprays of fern leaves 
with its flowers. 


If it doesn’t get them at your store it is 
going down the street to trade, regardless 
of quality, location, or price. We 
are all a little “touchy” in our 
human contacts. We want to be 
“rubbed the right way” whether 
we buy hardware, lamb chops or 
roses. 


A smile is the 
cheapest thing in the 
world to give, and the 
most expensive thing 
in the world to with- 
hold. If you don't 
smile in business to- 
day, you are out of 
step with the world. 
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South Dakota Dealers Keenly Interested in 


Twenty-fourth Annual Convention 


S in previous years, the 24th an- 
A nual convention of the South Da- 

kota Retail Hardware Associa- 
tion was held at Sioux Falls on Feb. 
5-6-7. The interest of the retailers 
in securing every bit of information 
so as to equip themselves to meet in- 





CHAS. H. CASBY 


x. 
Manager and Treasurer 


creasing forms of competition was in- 
dicated by the excellent attendance of 
members from all sections of the State, 
despite an almost unprecedented depth 
of snow and extremely cold weather. 
Had this condition not prevailed, it is 
certain that all attendance records 
would have been broken. 

In line with the general convention 
program plan, with the exception of 
the summarizing addresses, the mem- 
bers delivered all the addresses. Presi- 
dent P. W. Waltz, Brookings, in his 
opening address, declared that hard- 
ware merchants are faring better than 
retailers in other lines, adding that 
prospects for the future are bright for 
those who lose no time in replacing 
obsolete methods and store equipment 
with modern ones. 

President Waltz was followed by 
Charles H. Casey, Minneapolis, man- 
ager, who emphasized the merits of 
the merchant-speaker type of program. 

“We feel that since the appointment 
of Mr. Erlandson about a year ago, 
the association has made decided 
progress and during the coming year 
we expect to expand the scope of our 





activities in the State,” said Mr. Casey. 

The opening-day topic was “Buying 
for Profit.” The first speaker was S. 
E. Strobel of Canova, who emphasized 





S. E. STROBEL 


the need of careful merchandise selec- 
tion. “Competitive Offerings” was the 
topic assigned to A. G. Nelson of Es- 
telline.' The need in the present-day 
store of “Buying Concentration’’ was 
stressed effectively by R. H. Bingham 
of Brookings. “Sufficient Margins” 
was well reviewed by M. E. W. Chris- 
tiansen of Irene. F. I. Pixley, Mont- 
rose, talked briefly on the advantages 
accruing from “Teamwork with Job- 
bers” and Harry DeKraay of Rapid 
City discussed for the benefit of the 
dealers, the latest methods of stock con- 
trol. A lively discussion followed in 
which a number of members took part. 
The summarizing address of the ses- 
sion was delivered by Glendon Hack- 
ney, assistant editor of Hardware Re- 
tailer. 

During the second day the session 
theme was “Operating for Profit.” 
Among those who took part were P. 
A. Young, Wessington, who spoke on 
“Courage in Pricing,” and Ben Butts, 
Winner, “Training of Salespeople and 
Suggestive Selling.” A feature of this 
session was the address by Mrs. M. A. 
Lyons, Agar, who holds the distinction 
of being the only woman member of 
the association. Her topic was “Ex- 
tending Credit.” R. M. Balch, sales- 





manager of Janney, Semple, Hill Co., 
Minneapolis, gave an excellent sum- 
marizing address. 

Earl Erlandson, field man for the as- 
sociation, reported he had travelled al- 
most 16,000 miles. He visited 523 
towns, called on 668 members and 120 





P. W. WALTZ 


Retiring President 


non-members during 1928. Five group 
meetings were held during the year. 
The topic for Thursday’s session was 
announced as “Planning for Profit.” 
The need of studying buying to meet 
present-day competition was reviewed 
briefly by R. Gaeckle of Madison. O. 
F. Sjoberg of Redfield told of his ex- 
periences with public utilities and their 
merchandising methods. Oscar Han- 
son of Sioux Falts suggested that spe- 
cial attention be given to quality mer- 


chandise. “Loss Leaders” was well 
handled by E. O. Vondracek of Yale. 
Dealers were told to use more 4g- 


gressive selling methods by A. H. Olson 
of Mt. Vernon and the need for mod- 
ernizing stores in order to meet com- 


petition was stressed by Verne C. 
Kingsbury of Phillip. Robert S. Cook, 
Alpena, discussed the possibility of 


handling new lines and C. O, Macy 
advised the dealers to study the meth- 
ods of other successful dealers in vari- 
ous fields of retailing. 

Arthur C. Lamson, president, N. R 
H. A., gave the summarizing address 
of the session, imparting to the dealers 
many practical suggestions gained in 

(Continued on page 77) 
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Long Island Hardware Store Features 
Builders’ Hardware Display 


N Mineola, N. Y., on that busy automobile highway, 

the Jericho Turnpike is the Mineola Hardware & 

Supply Co., Inc., a prospering retail organization 
supplying hardware and kindred merchandise to a trad- 
ing area with about 5800 people. One of the lines con- 
sistently featured by this organization is builders’ 
hardware. 

A few vears ago a tremendous building boom centered 
in and around Mineola, affording the company an op- 
portunity to become well established in the minds of 
builders and home owners of that locality. 

Henry Hoerlle of the Mineola Hardware & Supply 
Co., in writing about his builders’ hardware line says, 
“Items classified under the heading ‘builders hardware’ 
or as some say ‘finishing hardware’, should be the out- 
standing articles in the average hardware store. These 


items are not given their full share of display, when com- 


pared to many other articles of less importance which 
give the dealer less profit. 

“Manufacturers are helping the retail trade by fur- 
nishing or loaning hardware samples neatly mounted for 
display purposes. The dealer can cooperate with the 
manufacturer by intelligently displaying these samples. 

“Tn the photograph you will see that we have displayed 
in one of our windows a line of high grade builders’ 
hardware and a few items selling at a lower price. We 
however confined the display entirely to one line of 
merchandise. 

“It was very surprising to us to see the amount of 
attention the window attracted. Housewives, men in all 
occupations and many well known builders of the locality 
have been seen admiring the display and we feel well 
repaid for the time and effort put into the window.” 
Many of the items shown in the photo are manufactured 
by The Lockwood Co., South Norwalk, Conn. 





There Is Profit in Selling New Hardware 
for Old Houses 


EPLACEMENT hardware merits the attention of 
hardware merchants. Many are cashing in on 
this profitable business and many more may do so 

if they will take advantage of the natural inclination of 
home owners to “spruce up” their residences in spring- 
time. Thousands of old homes throughout the country 
are in need of new hardware to match the new automo- 
bile and the fashionably minded younger members of 
the family. 

A good way to sow the seed of desire for new hard- 
ware in the minds of these people is to use the mails 
and your newspaper advertising. Point out the great 
improvement at reasonable cost that can be obtained 
hy the use of new hardware. A complete set of hard- 
ware for an old house should show as fine a profit as 


that for a new house. In many cases the order will be 
larger, due to the rather generous allowances for doors 
and windows in the houses built in the years gone by. 

Manufacturers are today offering designs that would 
intrigue the most economical buyer, and there are a lot 
of items that were not included in the hardware bill of 
the old house; foot scrapers, letter-boxes, door-knockers, 
fireplace hardware, etc. 

When an old house is rehardwared it means that others 
will follow suit, as a rule, because old houses located in 
the same section are usually the homes of old friends 
and the idea travels fast. It is necessary for the hard- 
ware merchant to be on the look out for this, and to 
work fast. Get your hardware on one house and then 
follow through for more business. 
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Profit-Planning for Retail 
Hardware Stores 


Address of 


C. J. WHIPPLE 
President of Hibbard-Spencer-Bartlett & Co. 


Before the Wisconsin Retail Hardware 


Dealers’ 


APPRECIATE very much the opportunity to speak to 
I you today. I have frequently said that most of our 

business ills are due to a lack of mutual understanding, 
and it seems to me that inviting a wholesaler into a retail 
gathering is evidence of the fact that we are nearer a solu- 
tion of present-day problems. 

The subject assigned to me is “Profit Planning for Re- 
tail Hardware Stores,” and your committee have subdivided 
it into four subjects: 

“Buying for Profit” 
“Controlling for Profit” 
“Operating for Profit” 
“Planning for Profit.” 


The most important division they have omitted. I would 
call it “Cooperating for Profit,” and that is what I propose 
to talk about. 

I am going to start with the statement that there is noth- 
ing fundamentally wrong with either the retail or wholesale 
hardware business. Notwithstanding what you may hear 
or read to the contrary, it is a proved fact that we have yet 
to discover a better or more economic method of distribution 
than through the jobber and independent dealer. Perhaps I 
should qualify that statement by saying that nothing can 
beat the dealer and jobber combination when they are work- 
ing together. At present there are many faults—for which 
both are in a measure responsible—chief of which is a lack 
of mutual confidence. 

A jobber is entirely dependent upon retail stores and if 
they are not successful, it is soon reflected in the jobber’s 
showing. When I think of business policies of a decade 
or more ago, I marvel that nothing more was done to bring 
about a better understanding. Probably the wholesalers 
should shoulder most of the blame for this situation, but no 
small part of it lies with your own State and National As- 
sociations. And, frankly, I do not think right now that 
some jobbers and some State associations have yet a really 
intelligent understanding of what should be one of their 
most important functions. 

Retail hardware difficulties are due principally to changes 
in demand for merchandise—partly because of such things 
as the replacement of horses by motor cars and trucks, 
electricity for kerosene, use of concrete, etc., and partly on 
account of automobiles, advertising and greater leisure time 
of the buying public. The consumer has responded to the 
greatest appeal that has been made for his dollar. In spite 
of the fact that hardware items generally are necessities, 
it is the luxuries that are profitable in business today. Wit- 
ness the automobiles, radios, theaters, etc., as evidence of 
this. 

People have gotten out of the notion of buying crackers 
out of a barrel. They want them in a fancy waxed paper 
‘package. Nowadays they buy what they see; hence open- 
display and plain prices. They are used to bargains and 


Convention 


odd prices. Underneath it all, they now want an excuse to 
buy—perhaps an alibi. The retail merchant who is unsuc- 
cessful today is the man who has not changed his methods 
to correspond. I think the commonest fault is lack of at- 
tention to the sales end of his business. He still thinks that 
his greatest problem is a buying one. Yet in all my expe- 
rience I have never known a retailer to fail on account of 
paying too high prices for his merchandise, but I can point 
to hundreds of cases where dealers failed because they bought 
goods too cheap and on account of price bought in such 
large quantities that they failed to get an adequate turnover. 

Successful retailing is dependent upon two main factors— 
proper turnover of stock at an adequate margin. No matter 
how cheaply goods are bought, no profit is realized until 
they have been sold and paid for. Obviously a service store 
cannot obtain the rapid rate of turnover that is reached 
by a retail outlet that sells only items that are in every- 
day demand. Most hardware dealers have overstressed ser- 
vice and in their desire to have everything that a customer 
could ask for, they have too large an investment in slow- 
moving goods. 

As we study the retailer’s problems and attempt to apply 
a remedy to their difficulties, it is hard for whoever attempts 
the job to realize that the average dealer is not an account- 
ant and cannot afford to hire such a person. The stock 
control method advocated by your National Association is 
admirable for the store that is large enough to hire a clerk 
to look after it. But practically it is not adopted by the 
average dealer and I-could not conscientiously recommend 
it to him. However, it is a perfectly simple matter to keep 
stock under control at all times by following the simple 
formula of buying each month not to exceed two-thirds of 
the previous month’s sales. I suppose every store keeps some 
kind of a record of sales and assuming that your mark-up on 
cost is 50 per cent, you are then merely replacing the mer- 
chandise that was sold the previous month. The percentage 
of sales, of course, should be based on mark-up. If average 
mark-up is only 33 1/3 per cent under this plan, you would 
buy 75 per cent of previous month sales. Such a plan does 
not guarantee turnover, but if it is started with a complete 
well-balanced stock, it guarantees keeping it in that condi- 
tion. I know it has been followed by department stores for 
years and one of the most successful chains regulates its 
buying weekly on this basis. Under this plan if you do not 
have sufficient leeway to buy for current needs, it is obvious 
that you have lumps in your stock. It is not necessary to 
strictly follow it by the month—perhaps quarterly or bi- 
monthly divisions would be more practical and would offset 
seasonal demand. 

A little while ago I stated that there was nothing wrong 
with independent wholesaling and retailing if both parties 
are thoroughly in accord and working together. So far as- 

(Continued on page 73) 
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[ JNDER the International Fixed 
Calendar there will be thirteen 
months, each with twenty-eight days. 
Every month will start on Sunday the 
lst and end on Saturday the 28th. 
Week-days will always fall on the same 
day of the month. 

Details of the new calendar are 
given in the accompanying article. 

In the United States the National 
Committee on Calendar Simplification 
has been formed, consisting of govern- 
ment officials and representative leaders 
in divisions of national life. The com- 
mittee is now at work ascertaining the 
sentiment of the country toward a 
change in the calendar. Public senti- 
ment in other countries is also being 
sounded and national committees are 
being formed. 

This revised calendar is expected to 
be approved and adopted this year, and 
to be in use throughout the civilized 
world in 1933. 
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proposed reform of our present unwieldy calendar. 

Steps toward simplifying the calendar by interna- 
tional agreement have been taken and a world-wide 
movement to that end is going forward. It is generally 
agreed that merchants and business men will benefit by 
the change. 

The National Retail Dry Goods Association has studied 
the subject of calendar revision as it applies to retailing. 
C. Leroy Austin, chairman of the Committee on Calendar 
Reform of the Controllers’ Congress, favors the Interna- 
tional Fixed Calendar, with thirteen months of twenty- 
eight days each—which is the outstanding proposal. 

As Mr. Austin points out, our present calendar is an 
adaptation of the Egyptian calendar, given to Europe in 
46 B. C. by Julius Caesar. It has been changed three 
times since—so there is nothing sacred about our present 
method of dividing time. 

Augustus Caesar in 28 B. C. merely juggled the days 
in the months to please his own vanity. Constantine the 
Great in 321 A. D. changed the Roman 8-day week to the 
7-day week of the Hebrews, and made Sunday the day of 
rest and worship. In 1582 Pope Gregory adopted the 
present rule for Leap Year, which had been figured 
slightly wrong in the calendar up to that time. 

The Gregorian calendar is astronomically correct, but 
nevertheless is out of keeping with our modern practical 
world. It has three principal defects: 

-1. Three divisions of the year—the months, the quarters, 
and the half years—are of unequal length. The month 


WY penpeeet seas interest is being manifested in the 


The 
Proposed New Calendar 
Offers Many Advantages 


to Business Men 


varies from 28 to 31 days; the quarter varies from 90 to 92 
days, and the half-year may vary from 181 to 184 days. 
2. The month is not a multiple of the week. With the 
exception of February, each month contains four weeks 
plus two or three days, which causes the day-names and 
dates to change incessantly in the different months. 

3. The calendar is not fixed; it changes each year. As 
the ordinary year has one day over fifty-two weeks, the 
date of the month falls each year on a different day of 
the week from the preceding year. 


Unnecessary Confusion Is Caused 


“ 


“As a result of these defects,” says Mr. Austin, “un- 
necessary inconvenience, difficulty and confusion are caused 
to men and women in all walks of life. The unequal length 
of months, quarters and half years is a cause of confusion 
and uncertainty in economic relations and in the arrange- 
ment of all statistics and accounts. Due to the variation 
in the month, which may contain 28, 29, 30 or 31 days, 
all calculations of salaries, interest, insurance, pensions, 
leases and rents, which are fixed on a monthly, quarterly 
or half-yearly basis, are inaccurate and do not correspond 
with one-twelfth, one-quarter or one-half of the year. 

“The variation in the lengths of the months causes 
much difficulty to business. There is a difference of 11 
per cent between the length of February and the length 
of March. There is even a greater difference between the 
number of working days, which is the important factor 
in all business. It is expensive to make adjustments for 
these variations, but unless adjustments are made, monthly 
comparisons are misleading. Interest calculations are 
especially complicated by the unequal length of the months. 

“The variation in the number of pay-days during the 
month causes confusion to the manufacturer and the mer- 
chant in compiling their monthly cost reports and ex- 
pensive adjustments are necessary. 


Days Have Varying Value 


“Since the various days of the week are not of the same 
value as regards the volume of trade, there can be no ac- 
curate monthly comparisons between one year and another 
because the months do not, from year to year, include the 
same number of individual week-days. This is especially 
true in those lines of business in which week-end opera- 
tions are heavy, such as department stores, railroads and 
newspapers. 

“The variation in the number of weeks in the month 
causes confusion to those small stores that make collec- 
tions on a weekly basis and pay on a monthly basis, and 
corresponding confusion for those families whose income 
is on a monthly basis, and whose expenses are on a 


weekly basis.” 
(Continued on page 75) 
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Charles McMahon Dead—Was 
Simmons Hardware Co. Salesman 


Charles McMahon, for 35 years in the 
employ of the Simmons Hardware Co., 
St. Louis, Mo., passed away on March 1, 
following a brief illness. 








CHARLES McMAHON 











Mr. McMahon was a sales representa- 
tive of the company in Utah, a territory 
which he covered for many years. He was 
a highly esteemed and capable representa- 
- tive, well and favorably known to the trade 
in that section. Throughout his territory 
he was affectionately known as “Charlie.” 





John T. Stanley Co. Salesmen 
Convene March 1 in New York 


The annual sales convention of the John 
T. Stanley Co., Inc., 642 W. 30th St., New 
York, N. Y., was held in the Hotel Penn- 
sylvania of that city on March 1 and 2. 
The company’s sales representatives came 
in from their various territories for the 
two-day meeting. 

John T. Stanley, founder and active 
head of this organization, which is devoted 
to automobile specialties, opened the con- 
vention. It was announced that radio ad- 
vertising would be used during 1929. 





B. F. Goodrich Rubber Co. Will 
Erect Atlanta Plant 


T. G. Graham, vice president of B. F. 
Goodrich Rubber Co., Akron, Ohio, recent- 
ly stated the company has acquired 1500 
acres in Atlanta, Ga., for the purpose of 
constructing a $1,500,000 tire and tube 
manufacturing plant. The new plant will 
employ 1000, with yearly pay roll of 
$1,000,000, and will cover 1,500,000 square 
feet of floor space. It is expected to be 
completed in December. 





Charles A. Cunningham Dead 


Charles A. Cunningham, president of 
the Boston, Mass., manufacturers’ repre- 
sentative organization of C. A. Cunning- 
ham Co., passed away on March 12. The 
company has offices at 176 High Street. 





Mr. Cunningham was born in Wis- 
casset, Me., and at an early age went 
to Boston, where he entered the hardware 
business. Later he was in charge of the 
Norwalk Lock Co., Boston office. From 
this position he founded the company bear- 
ing his name. His widow, a son and 
three daughters survive. 





Two Manufacturers Appoint 
Bernard Pauwen & Company 


The W. H. Compton Shear Co., New- 
ark, N. J., manufacturer of scissors, snips, 
shears, etc., has appointed Bernard Pauwen 
& Co., 9 S. Clinton St., Chicago, IIl., as 
its representative in and around Chicago. 

The Pauwen organization has also re- 
cently been appointed the western sales 
representative for The Yarder Co., To- 
ledo, Ohio, manufacturer of steel tool and 
fishing tackle kits. 





CORRECTION 


In connection with the report of the 
Montana Implement & Hardware Associa- 
tion Convention, as published in Harp- 
WARE AGE, issue of March 7, an error of 
identity was made. A cut of W. M. Zintl, 








H. G. O’ROURKE 











division manager of E. I. du Pont de 
Nemours & Co., Inc., was published over 
the name of H. G. O’Rourke of Helena, 
Mont., the retiring president of the Mon- 
tana Implement & Hardware Association. 
The cut published with this item is that 
of Mr. O’Rourke. 


Sherwin-Williams Tanbark Stores 
Suffer Fire Damage 


The tanbark warehouse of the Sherwin- 
Williams Co., Cleveland, located at 116th 
St. and Cottage Grove Ave., Chicago, IIl., 
was badly damaged by fire on the night 
of March 7, 

This warehouse covered about half a 
block, and for a time it was feared that 
the fire would spread to other buildings. 
It is understood that the tanbark is used 
in the production of white lead. 





C. C. Devall Passes On—Doherty 
Hardware Executive 


Clarence Cobb Devall, secretary and 
treasurer of the Doherty Hardware Co., 
Ltd., Baton Rouge, La. for 29 years, 
passed away recently at his home in that 
city. He was 56 years of age. 








C. C. DEVALL 











Mr. Devall was born in West Baton 
Rouge and attended the Louisiana State 
University. When a young man he entered 
the Doherty organization and advanced 
through the various departments until he 
became secretary and treasurer. He was 
with the company for 35 years. 

The death of Mr. Devall brought to an 
end an illness of several months standing. 
His funeral was attended by men in all 
walks of life, for Mr.-. Devall had en- 
deared himself to a host of friends and 
associates through his faithfulness to duty 
and modest demeanor. 





* Leon W. Diamond Visiting 
Several Eastern Cities 


Leon W. Diamond, president of the 
Sheffield Bronze Powder Co., 2581 East 
55th St. Cleveland, Ohio, is now on a 
business trip in eastern states, visiting 
Philadelphia, Boston, New York, Balti- 
more and Washington. He will be back at 
his desk in Cleveland on or about March 
25. 


E. J. McCarthy Dies—President 
Beals, McCarthy & Rogers, Inc. 


Eugene J. McCarthy, president of Beals, 
McCarthy & Rogers, Inc., steel and heavy 
hardware distributor of Buffalo, N. Y., 
passed away on March 7 at his Buffalo 
home. 

Mr. McCarthy was a native of Auburn, 
N. Y. In 1888 he became affiliated with 
the old firm of Beals & Brown, and in 
1917 became president and the present com- 
pany name was adopted. He was 61 years 
of age and active in trade and community 
enterprises. 
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Pleasant Sea Trip to Biloxi 
Available on S.S. Momus 


For .the accommodation of the hard- 
ware men who will attend the 1929 joiut 
convention of the Southern Hardware Job- 
bers Association and the American Hard- 
ware Manufacturers Association in Biloxi, 
Miss., on April 22 to 25, the Southern 
Pacific Steamship Lines announce the sail- 
ing of the S.S. Momus from New York 
on April 13. 

This popular oil-burning ship will arrive 
at New Orleans, La., on April 19, afford- 
ing ample time to get to Biloxi. The 
return sailing of the S.S. Momus is sched- 
uled from New Orleans on April 24, ar- 
riving in New York on April 29. 

The S.S. Momus is 440 ft. in length, has 
a 53 ft. beam and a displacement of 10,500 
tons. The passenger quarters, recently 
renovated and refurnished, are located on 
the saloon and promenade decks, which 


extend completely around the  super- 
structure. Suites consist of sitting-room, 
double-bed room, toilet and bathroom. 


There are two-berth staterooms and all 
the first cabin rooms are well ventilated, 
outside rooms with inside corridor en- 
trances. The sleeping quarters are heated 
by electro-vapor radiators, and the halls, 
passageways and public rooms by steam. 
Electric fans are to be found in every 
room. 

The S.S. Momus has a handsome din- 
ing room, attractive lounge, writing and 
smoking rooms. There are a cafe, barber 
shop and comfortable social halls aboard. 
The boat has also the most modern life- 
saving and wireless equipment. 

Circle tour tickets from New York to 
New Orleans and return, using steamer 
one way between New York and New Or- 
leans, and direct rail route returning, or 
vice versa, can be secured. H. H. Gray, 
general agent of the passenger department, 
Southern Pacific Lines, 165 Broadway, 
New York City, will gladly furnish any 
further information. 





T. A. McGinty Now with 
Kokomo Stamped Metal Co. 


Thomas A. McGinty, who has been con- 
nected with the hardware and toy indus- 
try for a number of years, recently joined 
the Kokomo Stamped Metal Co., manu- 
facturers of roller skates and other prod- 
ucts, Kokomo, Ind. 

Mr. McGinty will serve as a national 
field representative for the Kokomo com- 
pany. 


F. B. Dalhoff President 
Madisco Hardware Co., Inc. 


F. B. Dalhoff has been elected to the 
presidency of the Madisco Hardware Co., 
Inc., a newly formed jobbing house at 309 
Strand St., Shreveport, La. He was for 
many years the sporting goods buyer of 
the Ogilvie Hardware Co., Shreveport. 
Charles M. Evans is vice-president of 


the new wholesale house, and B. M. Dunn 
is secretary and treasurer. 

The Ogilvie Hardware Co. has advanced 
H. L. Robertson to the position held by 





Mr. Dalhoff. Mr. Robertson has been 
with the company for ten years and has 
been active in the buying department. 





Hibbard, Spencer Advances 
Adolph J. Kwitek to Buyer 


Adolph J. Kwitek has been chosen to 
succeed W. S. Kennedy, resigned, as buyer 
in the builders’ hardware department of 
Hibbard, Spencer, Bartlett & Co., Chicago, 
Ill. 








ADOLPH J. KWITEK 











Mr. Kwitek recently assumed his new 
duties. Mr. Kennedy has left Chicago for 
the West, where he will enjoy an extended 
vacation. Mr. Kwitek has had several 
years’ experience in both retail and whole- 
sale hardware fields, and was employed as 
buyer for the Morley-Murphy Co., Green 
Bay, Wis., prior to his present affiliation. 





Victor L. Erickson Joins Chicago 
Flexible Shaft Co. 


‘ 

Victor L. Erickson has joined the sales 
department of the Electrical Division, 
Chicago Flexible Shaft Co. 5600 W. 
Roosevelt Rd., Chicago, Ill. He was for 
15 years connected with L. Gould & Co., 
Chicago, as sales manager. 

Mr. Erickson has a large acquaintance 
in the hardware fraternity, and his many 
friends will wish him continued success in 
his new position. No announcement has 
been made regarding Mr. Erickson’s syc- 
cessor by L. Gould & Co. 


P. B. Stanley Leaves Rule & 
Level Plant—-Coe Advanced 
Philip B. Stanley has recently resigned 


as vice-president in charge of the Stanley 
Rule & Level Plant, New Britain, Conn. 


No announcement has been made regard- | 


ing his future plans. 
Maxwell A. Coe, superintendent of the 


plant, has been made production manager | 
| ciation is being held in a different city 


and will take over some of Mr. Stanley’s 


| duties. 











Backmeier Sales Corp. Agent 
for Day-Fan Electric Co. 


Day-Fan Electric Co., Dayton, Ohio, 
manufacturer of “Day-Fan” radio receiv- 
ers, announces that Backmeier Sales Corp., 
Cincinnati, Ohio, will handle the distribu- 
tion of its line in the southeastern section 
of the United States. 

Territory to be covered by Backmeier 
Sales Corp. includes Hamilton, Brown 
and Clermont counties in Ohio, central and 
eastern Kentucky, western Virginia and 
the States of Tennessee, North Carolina, 
South Carolina, Georgia, Alabama and 
Florida. 

F. E. Backmeier, head of the Backmeier 
organization, is well known in the south- 
ern territory, having represented manufac- 
turers there for the past twelve years or 
more. He was formerly a district mana- 
ger for General Motors Corp. 


Former Hardware Man Heads 
American Steel Foundries 


George Eaton Scott, who started his 
business career with the Simmons Hard- 
ware Company, St. Louis, Mo., the city of 
his birth, has recently been chosen presi- 
dent of the American Steel Foundries, Chi- 
cago, Ill. 

Mr. Scott succeeds Robert P. Lamont, 
who has been appointed Secretary of Com- 
merce in President Hoover’s cabinet. He 
is a national director of the Izaak Walton- 
League, being devoted to hunting and fish- 
ing, and also a director of the Harris Trust, 
H. Channon, and Griffin Wheel companies 
of Chicago. 


Gus Kenton Albrecht Dies 


Hardware men in Kentucky and sur- 
rounding States will learn with regret of 
the death of the only son of Gus Albrecht, 
Louisville, Ky., dealer. 

Gus Kenton Albrecht was injured in an 
automobile accident, resulting in pneu- 
monia. 


North Jersey Dealers Meet in 
Hackensack on March 12 


More than forty New Jersey hardware 
men journeyed out to the Oritani Field 
Club in Hackensack on the evening of 
March 12 for the regular monthly meeting 
of the North Jersey Hardware and Supply 
Association. 

Dinner was served at 7.30 and was fol- 
lowed by the routine business of the eve- 
ning. 

I. T. Madsen, newly elected president, 
presided with his usual efficiency. Dealer 
discussions featured the business session. 
Horace Molyneux, secretary, reported on 
the activities of the association during the 
past month, and the Question Box period 


| was lively and interesting. 


The April meeting will be held in Perth 
Amboy, N. J. Each meeting of the asso- 


in order to stimulate attendance. 
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John E. Pilcher Passes Away— 
Was Veteran Simmons Executive 


The passing of John E. Pilcher removes 
from the ever-thinning ranks of veteran 
hardware salesmen a much beloved man 


Lom 





JOHN E. PILCHER 


with a rare ability for making lasting 
friends. Though he retired from business 
24 years ago, as first vice-president of Sim- 
mons Hardware Co., St. Louis, Mo., his 
death on March 10 caused many genuine 
expressions of regret and sorrow among 
the hardware fraternity. 
delible record as a man of strong charac- 
ter, with a keen sense of humor and with 
that rugged courage so typical of the 
Northwestern pioneers, among whom he 
sold hardware many years ago. He trav- 
eled over Utah and other western States 
in stagecoaches and even on horseback. 

Mr. Pilcher was 84 years of age. A 
native of England, he came to this coun- 
try when 15, and in 1863 entered the em- 
ploy of Wilson, Levering & Walters, a 
St. Louis hardware firm which afterward 
became the Simmons Hardware Co. For 
42 years Mr. Pilcher was identified with 
this concern. Working his way up, he en- 
tered the sales department and traveled the 
great Northwest, where he was univer- 
sally recognized as a great salesman, one 
who really knew how to sell hardware. 
After many years of traveling, Mr. Pil- 
cher returned to St. Louis to take charge 
of Simmons’ cutlery department. Later 
he was elected vice-president, from which 
position he retired in 1905. 

Commenting on his death, St. Louis 
newspapers referred to Mr. Pilcher as “a 
salesman of the heroic age.” Friends who 
have written his former business asso- 
ciates pay similar tributes to his courage, 
character and ability. The St. Louis Post- 
Dispatch editorially said: 

“John E. Pilcher, who died yesterday at 
the age of 84, made his fame as a sales- 
man for the Simmons Hardware Co. in the 
days before the great open spaces of the 
West were filled with movie actors and 
women governors. Mr. Pilcher’s territory 
was the vast trading empire west of the 
Missouri River. Travel was by stagecoach. 
Mr. Pilcher carried no tracts on sales psy- 
chology or dissertaticns on “how to break 
down sales resistance.’ He left home 
with a six-shcoter and a buffalo robe and 
he came back with the bacon. He be- 





He left an in- | 








longed to the heroic age of salesmanship 
before it was necessary to get work out 
of a drummer by ‘inspirational’ talks, prize 
contests and all the other inventions of 
Babbittry.” 

Mr. Pilcher is survived by a son and 
three daughters. 





H. M. Kingery Sales Manager 
Moore Push-Pin Company 


H. M. Kingery was on March 1 appoint- 
ed sales manager of the Moore Push-Pin 
Co., Wayne Junction, Philadelphia, Pa. 
He was formerly in charge of the trade 
extension department. 





H. M. KINGERY 


Mr. Kingery has been in sales work for 
about 16 years. He has been affiliated 
with John T. Lewis & Bros. as director 
of sales promotion, with Goodrich Rubber 
Co. as director of trade extension and re- 
search, and more recently as sales manager 
for R. M. Hollingshead Co. He is well 
known among the jobbing trade. 





Elto, Evinrude & Lockwood 
Form Outboard Motors Corp. 


Three of the strongest companies in the 
outboard motor industry have consolidated, 
forming the Outboard Motors Corp., with 
offices in Milwaukee, Wis. The companies 
are: Elto Outboard Motor Co., Milwau- 
kee; Evinrude Motor Co., Milwaukee, and 
Lockwood Motor Co., Jackson, Mich. 

The purpose of the consolidation was to 
obtain economies in production, advertis- 
ing, engineering, and merchandising. The 
operation plan will parallel that of the 
General Motors Corp., with each division 
maintaining its own dealer organization. 

Ole Evinrude, builder of the first suc- 
cessful outboard motor and president of 
the Elto Outboard Motors Co., will be 
president of the new corporation. Jacob 
Stern, for many years assistant general 
manager of the Elto organization, will be 
vice-president. C. L. Coughlin, president 
of the Evinrude company, will also be 
vice-president. Arthur Lockwood, presi- 
dent of the Lockwood firm, will be treas- 
urer, and John L. Brown, of J. D. Currie 
& Co., Detroit, will be secretary. Stephen 
F. Briggs, president of Briggs & Stratton 
Corp., owner of the Evinrude company, 
will be chairman of the board of directors. 

















| 
| 








Albert Zimmerman Leaves 
Ames Shovel & Tool Co. 
Albert Zimmerman, who has been rep- 


resenting the Ames Shovel & Tool Co., 
North Easton, Mass., in the Middle Atlantic 





ALBERT ZIMMERMAN 


States, has severed his connection with that 
company. 

Mr. Zimmerman has as 
definite plans for the future. 
address is 3106 Auchentoroly 
Baltimore, Md. 


yet made no 
His present 
Terrace, 





Ajax Rope Appoints G. H. Vine 
Metropolitan Sales Manager 


Robert S. O. Lawson, president of the 
Ajax Rope Company, Inc., 117 Liberty 
St., New York City, announces appoint- 
ment of George H. Vine as metropolitan 
sales manager. 

For the past twelve years Mr. Vine has 
been with the Whitlock Cordage Co. He 
has a wide circle of friends among the 
important hardware jobbers of the east- 
ern states. 

Mr. Vine will be in complete charge of 


| Ajax Rope sales activities in the metro- 


| 


| 





politan area, under the direction of George 
Weiss,-vice-president in charge of sales. 





James C. Meyers Resigns from 


The Gendron Wheel Co. 


James C. Meyers, for the past fourteen 
years sales manager°of The Gendron Wheel 
Co., Toledo, Ohio, has resigned from the 


organization. ‘ 
Mr. Meyers has not announced his future 


plans. 





Albert J. Pfeiffer Joins Old 
Trails Auto Insurance 


Albert J. Pfeiffer has joined the Old 
Trails Automobile Insurance Association 
of Indianapolis, Ind., as vice-president and 
general manager. 

In 1914 he became associated with the 
Van Camp Hardware & Iron Co., Indian- 
apolis, as a sales representative. Three 
years later Mr. Pfeiffer was made sales 
manager of the city sales department. In 
1927 he joined Wiebusch & Hilger, Ltd., 
New York City, resigning the position as 
southwestern sales manager on March 1 
to join the insurance organization. 











50 HARDWARE AGE for MARCH 21, 1929 





Four New Contractors’ Barrows 


Four types of contractors’ barrows hav- 
ing many new and different features are 
now being manufactured by the Jackson 
Mfg. Co., Harrisburg, Pa. 

The Quality 40 and 80 barrows have 
wood grips in the rounded section of the 
handles, while Quality 41 and 81 have 
steel grips. The pressed handles are of 
special design with the wood grips which 
can be easily removed when barrows are 





used on elevators with restricted space. 
The removing of the wcod grips still leaves 
a rounded section of the steel handles for 
proper grip and will not interfere with the 
balance- or. crowd the operator for leg 
room. The front of the barrows is 
rounded. 

The tray is of heavy-gage steel, de- 
signed for long service. The edge of the 
tray is reinforced around the top edge 
with steel rods. The wheels have extra 
wide tires. All four barrows are painted 
a rich blue. The wood grips are varnished 
a light oak. These barrows are assembled 
with lock washers under the bolts. Qual- 
ity 40 barrow is illustrated. 


Hercules Closet Bow! Cleaner 


The Economy Plumber Co., 39 Lis- 
penard Street, New York City, has placed 
before the hardware trade the “Hercules” 























Closet Bowl Cleaner. It has been added 
to the “Hercules” line in the belief that 
there is a demand for such a product 
that will clean, disinfect, and deodorize, 
selling at a popular price. 

This cleaner is sold exclusively to the 
hardware trade. Further information can 
be obtained from the manufacturer. 





The Shaler Spring Winder 


A new, simple device, with which any 
type of coil spring can be accurately and 
perfectly made in two minutes’ time, has 
been placed on the market by the Shaler 
* Co., foot of Park Place, Milwaukee, Wis. 

This modern and practical invention 
should be of special interest to the hard- 
ware trade as its use makes it possible 





to dispense with the carrying of large 
spring assortments. 

With this new spring winder every cus- 
tomer can be given exactly the kind of a 
coil spring he wants, made to order, just 
like keys, says the manufacturer. 

No experience or skill is said to be re- 
quired to operate the device and make per- 
fect springs. It is extremely simple in 
design and in: operation. The process of 
spring making consists of inserting the 
wire and turning the handle until the de- 
sired length is reached. Pull or compres- 
sion springs can be made from the smallest 
size to 1% in. in diameter, in any size 
wire from the smallest up to and including 
five-thirty-seconds. 





Compression springs, it is asserted, can 
be duplicated exactly—over and over again 
—because of the positive space adjustment, 
which is easily regulated up to and includ- 
ing % in. 


An Enameled Shelf Paper 


A shelf paper, coated on one side with 
English China Clay, giving it a hard- 
enameled surface, is now being distributed 
exclusively in the United States by L. Hy- 
man & Sons, 35 West Houston St., New 
York, N. Y. 

This porcelain enamel shelf paper is 
made in white, and six attractive tints, in- 
cluding orchid, green, pink, yellow and 
blue. The paper has a heavy body and 
good weight. Dust will not adhere to it, 
and the distributor states that it can be 
cleaned with a damp cloth. 

The paper can be used in bureau drawers, 
silver closets and in any, place where a 





























practical and attractive paper is needed. 
Supplied in rolls 63 ft. long and 14 in. in 
width for shelves and 22 in. in width for 
linen closets, buffet drawers, etc. These 
14-in. rolls are 2 in. wider than the average 
shelf, allowing an ample edge to turn 
under. 





New Pexto Pruning Shears 


Six new models have been added to the 
line of pruning shears manufactured by the 
Peck, Stow & Wilcox Co., Southington, 
Conn. 

The No. 505 and 605 Series are solid 
forged steel pruning shears with blade and 
handle made in one piece. These can be 
furnished. with plain or ratehet nut. 

The No. R80 and R 90 have forged steel 





handles with tool steel blades fastened to 
the handle with screws. These are fur- 
nished with regulating ratchet nut. 





All the shears have attractive finishes 
with polished head and blades. The handles 
are coated with red enamel. The blades 
are carefully ground and tempered. End 
fastening clips are standard equipment and 
the shears can be furnished with volute or 
flat brass springs. 

The No. R 80 and No. 505 are illustrated. 





A Lawn Fence Display Rack 


Attractive display racks containing full- 
height samples of its complete line of lawn 





fence are being furnished to dealers by the 
Continental Steel Corp., Kokomo, Ind. 

These fence racks are substantially built 
and provide space for all types and de- 
signs of fence. They place samples within 
easy reach of eye and hand to all cus- 
tomers. Dealers handling the “Pioneer” 
Kokomo lawn fence will doubtless be in- 
terested in the possibilities of this display 
rack, further information about which can 
be obtained from the manufacturer. 
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WASHINGTON NEWS LETTER 


Trade associations will not be licensed, is growing belief—No wide- 
spread changes in tariff expected in Fordney-McCumber tariff act. 


(Washington office of HARDWARE AGE) 
The Federal Trade Commission does 
not believe in a Federal license 
system for trade associations or corpo- 
rations. This reassuring statement to 
the business of the country was made 
by William E. Humphrey, a member 
of the Commission, in an interesting 
and significant address at the banquet 
of the Institute of Scrap Iron and Steel 
in New York recently. His remark 
was prompted by the fact that the 
report of the Economic Division of the 
Commission on open price associations 
carried a recommendation that trade 
associations be required to produce 
federal licenses before being per- 
mitted to operate. The proposal called 
for a careful scrutiny of trade associ- 
ations and their activities, even going 
so far as to suggest that stenographic 
reports of their meetings be submitted 
for Federal inspection. 

At the time the report was made 
public it was stated that the Commis- 
sion had made the recommendation and 
inasmuch as the report was sent to the 
Senate with a letter of transmittal 
signed by the chairman of the Com- 
mission it was referred to as a Com- 
mission report. Moreover, the Senate 
resolution required a report by the 
Commission. But from the _ outset 
Commissioner Humphrey contended 
that it was not a Commission report 
and that the Commission did not ap- 
prove of the Federal license system 
plan and some of the other recommend- 
ations made. It was his contention 
that the report was that of the Eco- 
nomic Division of the Commission and 
that the latter merely had sent it to 
the Senate for such action as the Con- 
gress might care to take. His New 
York address was the first official 
utterance made to clarify the situation. 
He referred to what he said was a 
misapprehension in thinking the rec- 
ommendation for a license system was 
approved by the Commission. 

“How this error came to be made 
is not now important, but it is of great 
importance that it be corrected,” he 
declared. “The Economic Division of 
the Commission in that report did rec- 
ommend such license system, but the 
Commission does not believe in any 
such proposition. The Commission does 
not believe in a Federal license system 
for associations or corporations. 

“It is indeed unfortunate that the 
Commission has been placed in a posi- 
tion of favoring a system so contrary 
to its beliefs. I can say without hesti- 


ation to all those who are interested 
in such a proposition, that it will not 


By L. W. MOFFETT 


receive the indorsement of the Com- 
mission so long as the present per- 
sonnel remains.” 

Inasmuch as President Hoover ap- 
parently does not propose to change 
the personnel of the Commission it is 
the supposition he approves of its 
policies and that therefore a Federal 
license system and other proposed bu- 
reaucratic forms of Federal control 
over business will never see daylight. 
It may be assured that the President 
promises to be one of the most relent- 
less prosecutors of illegimate business 
that has ever sat in the White House. 
And on the other hand it may be as- 
sured that he will be one of the most 
sympathetic Chief Executives in the 
history of the nation toward legitimate 
business. It is altogether conceivable 
that this is the very basis back of the 
Law Enforcement Commission he is to 
have set up. This Commission, mis- 
takenly called the Prohibition Commis- 
sion, will study every sort of law vio- 
lation and by no means will its efforts 
be confined to those pertaining to the 
Eighteenth Amendment. Anti-trust 
laws as well as other acts are included 
in the category and the Commission, 
according to the understanding in 
Washington, will be made up of some 
of the most prominent figures of the 
country, lawyers, business men, etc. 

But along with the work of this 
Commission and other organizations 
which the President is having created, 
there will be constructive efforts to aid 
business. In the latter connection a 
great deal of interest is being mani- 
fested in the forthcoming report of 
the Hoover committee on economic 
changes, made up of business leaders 
of the country. It is understood that 
the report may not be ready for pub- 
lication for two months but it is said 
it will be the most comprehensive re- 
port of the kind ever made and that 
the conclusions may have a widespread 
and helpful effect on business. The 
data have been completed, according to 
reports, but the text and conclusions 
remain to be drawn. The President is 
understood to be giving careful atten- 
tion to the work of the committee. 





Subcommittees of the House Commit- 
tee on Ways and Means have done 
fast work in analyzing the various 
schedules of the Fordney-McCumber 
tariff act and it is understood that they 
have virtually reached agreement in 
some instances as to the final recom- 
mendations they will make. This 
means therefore that such schedules 





virtually have been entirely passed 





upon and are ready to be revised and 
to go into the tariff bill which will be 
introduced in the House as soon as 
the special session of Congress begins 
on April 15 or shortly thereafter. It 
is the distinct impression that relative- 
ly few changes will be made in the 
metal schedule. Some of the hardware 
items, including cutlery, are under- 
stood to have been among the first 
which were considered. The fact that 
President Hoover has declared for 
limited revision of the tariff perhaps 
makes it clear that there will be no 
widespread changes made, although it 
is expected that there will be numerous 
upward revisions of rates in the agri- 
cultural schedule as a part of the farm 
relief legislative program. There also 
may be important changes in another 
direction, that relating to the ad- 
ministrative features. But it seems 
certain there whatever may be done 
in the way of changing the basis of 
valuation of imports it will not be 
placed on the so-called American valua- 
tien plan, as had been asked by many 
important manufacturing interests of 
the country. This plan would mean 
the fixing of ad valorem duties on the 
basis of the American wholesale price 
of articles imported which are com- 
parable with articles made in this 
country. While it is doubted that the 
so-called United States valuation will 
be adopted in toto it apparently is in 
greater favor than the American valu- 
ation plan. The former is based on 
the United States selling price of im- 
ported ’articles, less duty, transporta- 
tion charges, etc. The Treasury De- 
partment has recommended that the 
basis of value determined on by the 
appraising officer, subject to review 
by the Secretary, of the Treasury, 
should be applicable throughout all 
reappraisement proceedings and that 
the appraiser’s valuation be made 
“prima facie correct on reappraise- 
ment.” Ogden Mills, Under-secretary 
of the Treasury, in his testimony be- 
fore the Ways and Means Committee, 
said the present reappraisement meth- 
ods may in certain instances result in 
the fixing of a value which cannot 
properly be verified. Mr. Mills made 
reference to the section of the present 
tariff law which directs appraisement 
on United States value where foreign 
value cannot be properly determined, 
but asserted that this was not the 
source of the difficulty. Instead he 
held that it lay in the fact that a 
customs court in an appealed case 
might rule that a foreign value did 





(Continued on page 66) 
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(GENERAL MARKET NEWS 








Spring Hardware Demand Begins 
—Price Situation Steady 


New YorK, March 20.—A spring demand for hardware items 
that bids fair to reach generous proportions has begun. Reports 
from the important market centers of the country indicate that all 
necessary conditions for a healthy spring trade are present. Roads 
are becoming more passable, temperatures are more agreeable, and 
conditions on the land are highly satisfactory. With agriculture 
off to a good start industrial America looks for a healthy consumer 
demand. 

Building operations at the present are showing a partial lull, 
residence building lagging somewhat. This is offset, however, by a 
strong trend toward commercial construction. The advancing sea- 
son will see a resumption of all types of building operations. 

Prices on practically all hardware lines are steady. 

Collections are generally fair. 





week, as against 309 last week and 305 a 

year ago. 
| Numbering 51, insolvencies in Canada 
this week are identical with those of last 
week, but are slightly above the 47 fail- 
ures reported to R. G. Dun & Co. a year 
ago. 

Bradstreet’s reports 399 failures for the 
week in the United States, as compared 
to 464 for the previous week and 457, 
402, 475, 383 for the corresponding weeks 
1928 to 1925. The New England States 
had 51, Middle Atlantic 104, Western 96, 
Northwestern 28, Southern 83, Far West- 
ern 37. Canada had 49 defaults for the 
week, compared with 42 for the preced- 
ing week. In the United States about 77.4 
per cent of the concerns failing had $5,000 
capital or less, and 16.2 per cent had from 
$5,000 to $20,000. 


Bank Clearings Show Gain of 
32.7 Per Cent Over Last Year 


Bank clearings in the United States 
for the week ended March 7 aggregated 
$15,274,584,000, as against $11,450,659,000 
last week, a holiday week, and $11,508,- 
111,000 in this week last year. There is 
here shown increase of 33.3 per cent over 
the previous week and of 32.7 per cent 
over the like week a year ago. Cana- 
dian clearings aggregated $379,881,000, 
against $297,750,000 last week, and $345,- 
546,000 in this week last year. Following 
are the returns for the week and last, 
with percentages of change shown this 
week as compared with this week last 
year. 





Commercial Failures for Week 


Show Sharp Decrease Week’s Price Average 98.2 P. C., 


Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced on March 10 that the previous 
week’s wholesale commodity prices based 
on Dun’s quotations, averaged 98.2 per 
cent. The February average was 97.7 per 
cent. The purchasing power of the dollar 
was 101.1 cents on a 1926 basis of 100 
cents. The February average was 102.3 
cents. 

Crump’s index of English prices for the 
week on the revised 1926 level was 94.2. 
The February average was 93.2. 

The Italian index on the revised 1926 
$y for the week ended March 2 was 
2.2. 


There is an improvement in the in- 
solvency report of R. G. Dun & Co. for 
the week of March 9, both in comparison 
with the previous week’s returns and with 
those for a year ago. At 490 the week, 
the number of failures in the United States 
is considerably under the 537 defaults of 
the previous week, while a decrease of 
20 is shown from the 510 insolvencies of 
the same week of 1928. The latter reduction 
is in the East and the West, where de- 
clines were of sufficient size to more than 
offset increases in the South and on the 
Pacific Coast. With the smaller total of 
defaults, those for more than $5,000 of 
liabilities in each case numbered 300 this 








Revenue Freight Loadings Rise in 
Week to 976,987 Cars 


Revenue freight loadings for the week 
ended March 2 totaled 976,987 cars, or an 
increase of 69,650 cars above the preceding 
week, the car service division of the Amer- 
ican Railway Association announced on 
March 12. 

Increases were reported in the total load- 
ing of all commodities except coal. 

The total for the week of March 2 was 
an increase of 17,493 cars over the corre- 
sponding week in 1928, but a decrease of 
12,876 cars under the corresponding week 
in 1927. 

All districts except the Southern, Cen- 
tral, Western and Northwestern reported 
increases in the total loading of all com- 
modities compared with the same week in 
1928, while all except the Eastern, Poca- 
hontas and Southwestern districts reported 
decreases compared with the same period 
in 1927. 





Treasury Surplus Likely on Basis 
of Present Receipts 


In connection with filing of income and 
corporation tax returns and the initial tax 
payment on March 15, Secretary Mellon 
announced on March 14, that as receipts 
and expenditures are running the Govern- 
ment should end up the year June 30 with- 
out a deficit. 

The surplus will be small, however, ac- 
cording to Secretary Mellon, who believes 
it will be less than $50,000,000. Until the 
exact payment of taxes on March 15 is de- 
termined the surplus cannot be figured with 
accuracy. 

Since only two payments, March and 
June, will be made on taxes representing 
the results of the prosperous year of 1928, 
Secretary Mellon explained that last year’s 
high business activity would not be entire- 
ly reflected in tax payments for the year 
ended June 30. The September and De- 
cember, 1928, payments resulted from in- 
comes of 1927. These same payments for 
1929 will be made in the 1930 fiscal year. 

Officials said that the expenditures for 
the remainder of the present fiscal year 
are pretty accurately known. An extra- 
ordinary expenditure of $45,000,000 result- 
ing from a Supreme Court decision in the 
postal pay case will not be felt until the 
1930 year. The appropriation for the ex- 
penditure has not as yet been made. 





Country’s Exports and Imports 
Gained During January 


Increased buying of American goods by 
European consumers was shown in Com- 
merce Department figures on March 13 to 
be the chief cause of increases in this coun- 
try’s export trade for January. 
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Excellent Spring Conditions Reported in 
Missouri River Crossings Territory 


(Kansas City office of HARDWARE AGE) 


KANSAS CiTy, March 19.—March is showing a good gain over 
February. This increase in volume would be even more pronounced 


if it were not for the soggy condition of the dirt roads. 


Traveling 


salesmen are losing much time on that account. 
What is bad for the roads, however, is good for the crops, gen- 


erally speaking. 
moisture content of the soil. 


Wheat-growers are feeling jubilant over the heavy 
Unless a late freeze should come along, 


a big wheat yield seems virtually assured. At any rate, dealers 
and territorial salesmen are talking in that vein. 
Things are just as promising in the eastern part of this territory 


not dominated by the interest in wheat. 
spirit and the retail trade is in fine fettle. 
dries out somewhat farmers will be sowing oats. 


Farmers are in a buying 
As soon as the ground 
The frost which 


has been in the ground for many months is now thawed out and 
the soil is in unusually good condition. 


Hardware jobbers are expecting a 
continuance of their steady volume and, 
although the first quarter of the new 
year has not yet been rounded out, they 
feel that 1929 has a good chance to 
show an advance over the satisfactory 
trade activity of last year. 

They are urging dealers to greater 
aggressiveness in the sale of the larger 
units. Within recent years the retail 
trade has swung strongly toward the 
plan of open display and ‘the frequent 
sale of small items. 

The hardware wholesalers indorse 
this plan heartily, but are inclined to 
believe that it does not carry the mer- 
chant far enough toward the goal he 
seeks. They are asking him to pay spe- 
cial attention to the large items as 
well as the small. They feel that the 
sale of such units as incubators, cream 
separators, washers, radio sets, stoves, 
etc., can be increased if the hardware 
dealer will only give them more atten- 
tion. 

To help him in this respect they are 
extending him financial relief in the 
form of time payment plans which en- 
able the hardware man to compete with 
the other interests which have special- 
ized on installment selling. 

Retailers are responding to this drive 
for more and bigger business with 
more alacrity than some of the job- 
bers had expected. Because of the 


financing service thus offered, more- 


‘units are being sold out of hardware 
stores on the time payment plan than 
ever. Jobbers believe this volume will 
continue to increase. 


ALCOHOL.—tThe season is almost at 
an end. Demand light. Prices fairly 
steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Denatured alcohol, 188 proof, for- 


mula 5, in 55-gal. drums, 6lc. per 
gal.; in lots of 5 to 9 drums, 59c. per 








gal.; 10 to 19 drums, 57c. per gal.; in 
lots of 20 or more drums, 56c. per 
gal.; $6 charge for drums, subject to 
eredit on return. 


AXES.—Only a normal trade in this 
line is registering. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First quality, single-bitted unhan- 
dled axes, 3 to Ib., $14.50 base; 
handled, $18.75 to $20.50 hase. 


BUILDERS’ HARDWARE.—Some 
crease in activity is being shown. 
price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $18 per doz. 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
Volume is rather active. No change in 
prices. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list: small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off. 
from list as of April 1, 1927. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Trade is good. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 gage, 5 in. lap joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 
in. conductor pipe, $5 per 100 ft. 


MILD STEEL BARS.—-Demand 
steady. Prices still competitive. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3/16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.: re- 


No 


—_e 


Ss 


in- | 





inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


NAILS.—Business is better in this 
line. Price figures somewhat un- 
steady. we 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, 
base (see new extras). 


$3.50 per keg, 
OIL.—The approach of spring is stim- 
ulating movement. Prices fairly firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Raw linseed oil in bbl. lots, 87c. per 
gal.; boiled linseed oil in bbl. lots. 
90c. per gal.; raw linseed oil in half 
bbl. lots, 92c. per gal.; turpentine in 
bbl. lots, 69c. per gal.; turpentine 
in half bbl. lots, 74¢. per gal. 


ROLLER SKATES.—Business is good 
and getting better. City school children 
are taking to skates. Price situation 
unsatisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Chicago line: Nos. 103 and_ 105, 
$1.40 per pair; No. 101, $1.35; No. 185, 
$2.75; No. 183, $2.75; No. 181, $2.65. 

Union Hardware line: No. 4, $1.65 
per pair; in quantities, 55 to 99 pairs, 
$1.55; 100 or more, $1.45. Same prices 
on No. 5. No. 6, $1.75 per pair; in 
quantities, 55 to 99 pairs, $1.65: 100 
or more, $1.55; No. 130 rink skates, 
$1.98 per pair; No. 130L, ladies’ rink 
skates, $2.11 per pair. 


ROPE.—Trade 
prices out. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 
Highest quality manila rope, stand- 
ard brands, 22c. per Ilb., base; No. 2 
manila, standard brands, 20c. per Ib., 





is excellent. No new 


base; No. 1 sisal rope, highest qual- 
ity, standard brands, 19c. per Ib.: 
No. 2 sisal rope, standard brands, 


15%c. to 17c, per Ib., base. 


SANITARY PRODUCTS. — Retailers 
report good and steady demand. No 
price changes. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

“Presto” pipe opener, 16 oz. cans, 
$2.15 per doz.; case lots (24), $2 per 
doz.; bowl cleaner, 22 oz. cans, $2 per 
doz.; case lots (24), $1.85; furniture 
luster, No. 6, ‘‘Presto,’”’ 6 oz. bottles, 
$2.75 per doz.; case lots (12), $2.60 per 
doz.; No. 12, ‘‘Presto,’’ $4.50 per doz.: 
case lots (12), $4.32 per doz.; tile an@ 
porcelain cleaner, $1.35 per doz.: case 
lots (24), $1.20 per doz.; window 
cleaner, $3.75 per doz.; case lots (12), 
$3.60 per doz.; waterless cleaner. 
$5.55 per doz.; case lots (12), $5.40 
per doz.; ‘“‘Silvershyn,”’ $1.95 per doz.: 
case lots (72), $1.80 per doz.; ‘‘Met-L- 
Shyn,” $3.75 per doz.; case lots (48), 
$3.60 per doz.; oil soap, $2.75 per 
doz.; case lots (36), $2.60 per doz.: 
dry cleaner, $3.75 per doz.; case lots 
(12), $3.60 per doz. 


SASH WEIGHTS.—Somewhat more 


activity is reported. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton lots or more, $1.90 per 
cwt.; less than ton lots, $2.00 per cwt. 
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SCREWS.—Business shows some bet- 
terment. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Fiat head bright screws, 47%-20 
per cent off list; round head blued 
screws, 424%-15 per cent off list; flat 
head brass screws, 42%4-15 per cent 
off list; round head brass screws, 
374%4-15 per cent off list. 


STORAGE BATTERIES.—tTrade is 
showing the usual mild-weather signs; 
otherwise demand is fair. No price 
changes. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy 
standard terminal, $9.10 each; 6 volt, 

13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.35; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $8.05. 


TIRES.—Business is becoming more 


lively with the 
weather. 





Prices competitive. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30x 3%, oversize, 
heavy duty cord, TP cl., $7.25: 31 x 
4, $11.40; 32 x 4, $12.10; 33 x 4, $12.70: 
d $15.95; 33 x 1 $16.60; 33 x 
i Balloon, 29 x 4.40, are: 
$8; 30 x 4.50, $8.90; 30 x 5.25, $12. 
= x 5.25, $12.90; 31 x 6.00, $17.10: 33 

6. eas. Trucks, 32 x 4%, 8 ply, 
$20, 553 33 x 4%, $21. 30; 30 x 5, $26": 20; 
32 x 6, $32.40; 36 x 6, 10 ply, $46.60; 
34 x q, $60.15; 40 x 8, 12 ply, $91.60. 
(All foregoing prices subject to 5 per 
cent trade discount.) 


TUBES.—Additional activity is regis- 
tering. Prices none too steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 
tan, $15.60 per doz.; 31 x 4, tan, $12 
per half doz.; 33 x 4, tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 


approach of open 





doz.; Balloon, 29 x ‘*,, heavy duty, 


doz.; 33 x 6.00, $16.60 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 
VENTILATORS.—Movement is slack- 
ening. No change in prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 
Continental, metal frame, No. 833, 


$1.50; No. 837, $4.75; No. 845, $5.20: 
$5.50; No,’ 1145, 


No 1137, $6.30: No. 
1437, $7. 30; No. 1445, $8.10. Prices 
are per doz., net. 

Continental, Ne oy frame, No. V836, 
$3.60; No. V923, $4.05; No. V937, $4.50; 
No. V949, 36.10: No. V959, $6.75; No. 
V1537, $5.85; No., 1549, $7.80. Prices 


are per doz., net. 


Wurldbest, list prices, No. 2, $2.50 
each; No. 3, $3.00 each; No. 4, $3.50 
each; No. 5A, $4.00 each; No. 6A, 


$4.75 each; No. 6B, $5.00 each. These 
list prices are subject to dealer’s 
discount of 3344 per cent. 


Warmer Weather Has Stimulated Chicago 
Business—Some Advances Effective 


CHICAGO, 


(Chicago office of HARDWARE AGE) 


March 19.—Trade here has received the stimulation 
needed for some time in the balmy spring weather now prevailing. 


The closed winter gave many lines a late start, but the last few days | 


of more moderate temperatures has accelerated the demands for 


nearly all classes of spring merchandise. 


Garden hose, lawn mowers, grass catchers, sash cord, builders’ 
hardware, screen wire, poultry netting, clipping machines, 
fence, blow torches and window glass are all prominent in current 


sales and shipments. 


Higher prices were announced on brass and steel wood screws, 
copper rivets and white lead. The new figures are quoted here- 


with. 


Prices are firm and advances would not be unlikely on: coil chain, 
locks and butts and eaves trough, etc. 
General business conditions appear very favorable, and. prominent 


forecasters unite in predicting a healthy spring trade. 


Steel production in the Chicago district still retains its prosper- 
ous character with production being maintained at 95 per cent of 


capacity. Steel prices are firm and generally well established. 
Collections are unchanged, averaging from fair to normal. 





AUTOMOBILE ACCESSORIES.—Tires 
and tubes have shown increased activ- 
ity. Prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 


pion X, ‘45c. each; Champion Blue 
53c. each; 


Box line, 53c. each; A. C., 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 3280, 
$6.50 each. 


Chains.—Non-skid, 
35 per cent discount. 

Jacks.—National Standard, No. 21. 
$1.30 each. 

Pumps.—Rose, 1% in. 
$1.85 each. 

Tires and Tubes.—Mansfield tires. 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 


dozen pair lots. 


cylinder, 





duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes: 30 x 3%, Mansfield. 
$1.30 each; 29 x 4.40 Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each: 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 


BICYCLES.—The outlook is good for 
a healthy spring trade. 
unchanged. 


JOBBERS’ QUOTATIONS tea RE- 
TAILERS, F.O.B. CHICAGO 

Double Bar Motor- Bike | Model. 
$26.25; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $23.60. 


BOLTS AND NUTS.—Sales in this line 
are improving, due to opening of spring 
business and considerable repairing of 
farm implements, etc. Prices are steady 
and unchanged. 


field 


Prices remain 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Carriage bolts, cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount: all stove 


bolts, 75-10 per cent discount; lag 
screws, 60 per cent discount. 
All discounts are quoted from 


case”’ lists. 
BUILDERS’ HARDWARE.—tThe re- 


sumption of building operations is re- 
sponsible for increased demand. Prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, 
and dull brass finish, $2.16 per doz. 
pair in case lots; less quantities, 
$2.34 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $3 


“full 


old copper 


per doz. pair in case lots; less quan- 
tities, $3.12 per doz. pair; heavy steel 
bevel inside sets, $5 per doz. sets, 
case lots; steel bit-keyed front door 
sets, $1.45 per set; wrought brass, 
bit-keyed front door sets, $2.60 per 
set; cylinder front door sets, $6 per 
set. 


CHAINS.—A continuation of the good 
demand is reported, with rumors of 
higher prices still persisting. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CHICAGO: 
%-in. Proof coil chain, $8.75 cwt. 
base; Trade marked coil chains, 40- 
10 per cent off list. 


COPPER RIVETS AND BURRS.—De- 
mand is excellent. Three advances by 
manufacturers within one week have 
forced local jobbers to advance their 
prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Copper rivets and burrs, 30-5 per 
cent discount. 


EAVES TROUGH, PIPE, ETC.—Prices 
are unchanged, but the tone is very 
firm. Demand is opening up well. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS. F.0.B. CHICAGO: 

28 gage single head lap joint gut- 
ter, 5-in., $4.50 per 100 ft.; corrugated 
conductor pipe, 3 in., $4.20 per 100 
ft.: plain ridge roll, 1% in., $3.65 per 
100 ft.; corrugated conductor elbows, 
3 in., $1.51 doz. 
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ELECTRICAL MERCH ANDISE.— | HAMMERS AND HATCHETS.—“Ta- wheels, $12.00 each; 16 in. ball bear- 
ing, 4 knife, 1014 in., wheels, $9.25 

























Radio supplies are active. Local job- | ble Sellers” are in active demand, with each; 16 in. ball bearing, 4 knife. 
bers have not followed manufacturers | the better values selling normally. En Digg ag A age ggg Pg 
recent advances on sockets and copper | Prices firm and with no recent changes. each; 16 in. plain bearing, 3 knife, 
wire. JOBBERS’ QUOTATIONS TO RE- 8-in. wheels, $5.25 each. cae 
7JOBBERS! QUOTATIONS TO RE- ee ate ce | ee ee ar tie omen 
4 : nail hammers, $12 doz.; 16 oz. ma- rices are very steady in 18 mar ct, 
Electrical - Merchandise. — No. 14 chinists’ hammers, first quality, $9.20 with volume well up to normal for this 
rubber covered wire, $6 per 1000 ft.; iog.: ¢ stitive grade, 16 oz. nail 
in less than 1000 ft. lots, $6.50; No. 18 peepee a period. 
lamp cords, $11.25 per 1000 ft.; in 1000 hasnenees, 5F to 9S Sen. 
ft. lots, $10.50; %-in. brush brass key Peg ae nl oy ag mapa te JOBBERS’ QUOTATIONS TO RE- 
socket, 13c. each: lots of 25 12lbe No. 2 shingling, $12.50 doz.; first TAILERS, F.O.B. CHICAGO: 
each ‘two-way plugs, 45c chek: ie quality hatchets, No. 2 broad, $16.40 L.c.l. quantities common wire and 
lots of 10, 40c. each: two piece at- doz.; medium quality hatchets, No. 2 cement coated nails, small orders out 
tachment plugs, 7%4c. each; dry cells shingling, $8 doz.; medium quality of Chicago stock, $3.20 per keg base. 
Plugs, 7c. each; dry cells, hatchets, No. 2 broad, $12.50 d ; aoe I cisgie aaa teak 
boxes of 55, 32%4c. each; less than sataricon ~ Sen en oles gar hg ae _ “ 
"¢ ; ch. Pose ‘ - ‘ ‘TT Carload (36,000 Ib.) base r mi 
“Hiestrital Aguiienees,-tione, Hot HANDLES. AGRICULTURAL. — De- shipanent, til lower Steel cut nails, 
Point, $4.20; in lots of six, $3.90: Sun- mand is improving with mild weather. | $4 base. er eee 
¢ Be i . A wr. . : No. { acK i ealec yire, 33.2 yer 
pare Ag AB 9169. $16.65. al Prices are unchanged. 100 1b.; No. 9 ‘galvanized, plain wire, 
pradie Supplles.—Radio B batteries, JOBBERS' QUOTATIONS TO RE- eo ae ory 
9E, $1.40 each; case lots of 5, TAILERS, F.O.B. CHICA galvanized cattle or hog wire, $3.3 
$1.30; No. 770, $3 each; packages of Handles, Agricultural. —Hay fork per 100 Ib.; polished fence staples, 
oF arr tee $2.06 each; packages handles, ny aight, aang ked ene “xe $3.55 per 100 Ib ’ 
of 5, $1.92; No. 486, $3.20 each; pack- X 4 ft., $2.40 per doz; 4% ft., COOK STOVES, HEATERS AND 
ages of 5, $2.97; No. 485, Layerbilt per doz.; XX 4 ft., $3.90 per doz.; = iy 1c : ; : ar 
sores, Joos than standard packages, 4% ft., $4.20 per doz.; Ash fork SUPPLIES.—Cook stoves are in ned 
each; in original standard pack- handles, bent, chucked and vored, X omé . Prices have remaine 
ages, $2.06 each. 4 ft., $2.90 per doz.; % ft., $3.20 proved Gemand. ag ‘ 
ux ue tee gt Sy -201A, 97%c per doz.; Ash hay fork handles, bent, unchanged for some time. 
46% 227, $2.60: U x! | with strap, ferrule and cap, X 4 ft.. JOBBERS’ QUOTATIONS TO RE- 
171A, $1.78%. $4.90 per doz.; 4% ft., $5.25 per doz.: ‘ 
FIELD FENCE.—No price changes $710 fy ase Z feat yr hg eek | "Perfection. No, 2,2 burners, $18; 
* sy , ee a meh nz No. 73, 3 burners, $23.25; No. 74, 4 
since last season. Current orders are panes, sine, Xx ‘ ft., $3.06, per — a MM yy "Noe 279" oll” range, 
i 4% ft., $3.40 per doz.; XX t., $4.65 $129: No. 339 oil range 40. Deal- 
7 a per doz.; 4% f{t., $5 per doz.; Bent See Slama ax teak Donen a pon 
JOBBERS’ QUOTATIONS TO RE- manure fork handles, with strap, than $100, 30 per cent; on all net 
TAILERS, F.0.B. CHICAGO: ferrule and cap, X 4% ft., $5.25 per purchases, including and following 
726-6-1214, $28.68 per 100 rods: 1948- doz.; XX 4 ft., $6.65 per doz; 4% $100 qualifying order, 3344 per cent 
6-14%, $43.62 per 100 rods; 2158-6- ft., $7.10 per doz.; Garden hoe han- | On all purchases amounting to $250 
44%, $48.98 per 100 rods. a a $2 oe a ~ ge mgt XX | or more during calendar year, annual 
My a 7 per doz.; ake han- oO 0 2 to 10 ar cent will 
FILES.—Sales have a healthy character dies, X 5% ft., $3.55 per doz.; XX meager 4 aes ie askiies of teak 
and prices remain steady. | ues Be $0.60 per . ict ae ness. 
regular pattern, X, My - .25 per i —No. 2. 2 burners, $18: 
TUOBSERS! QUOTATIONS TO RE- | doz.; XX 4% ft. $5.95 per doz; D Pe ag ne og oa at 
’ novel handles X, $5.25 per doz.; | burners, $29.50: No. 249° oil range, 
First grade, 50 per cent; medium | XXX, $8 per doz.; Wood D Spade | pumners, $2000; eee us Perfection 
grade, 60-10 per cent. handles, X, $4.90 per doz.; D. Shovel stoves. 
GASOLINE BLOW TORCHES.—De- den. eS ton, $i50°° — Nesco.—No. 450R, $60; No. 400R, 
. re -E 4.50. ee ‘ No 915 ; 
m y . J ’ $55; No, 215-1105, $51.50; No. 215, $41; 
advances have subsided" °f Priee | HANDLES, HICKORY.—Prices have | No. 2i¢-1104, $38.90; No. 218, $30 No: 
JOBBERS’ QUOTATIONS TO RE. not changed for several months. Sales 212-1102, $23.50; No. 22, $18; No. 211, 
TAILERS, F.0.B. CHICAGO: _ are best on the higher qualities. | ee jquoted are for pie 
“er ie cee ee JOBBERS’ QUOTATIONS TO RE- tory and are subject to dealers’ dis 
$5.40; for home use $3.00, 0 ’ =| =‘TAILERS, F.0.B. CHICAGO: count of 3314 per cent. 
: See ed Handles, Hickory.— No. 1 hickory Ovens Portection. No. 211, 1 
GARDEN HOSE AND LAWN SPRIN- ax handles, $4 : No.2 é 2.5 Jo. 211G 
€ é 8, per doz.; No. 2, $3 per burner, lain door, eek No. 211G, 
KLERS.—Demand is good Prices are oe — eager gee ah oe tees 5 Ey $2.70: No. 122G, 2 burn- 
> white ickory handles, 50 doz.; srs, glass swing door, $6.50. 
steady. ge “Nout hatch Lh? ghewmned ‘ pa epi No. 42G, 2 burners, glass 
’ 5 doz.; No. 1atchet and hammer- > GF EO; No 42 2 burners 
Good oe Le molded me 1 hose, ickory hate et and hammer han- counts on Perfection and Puritan 
two braid, % in., 7c. per ft.; % in., dies, $1.75. ovens the same as on Perfection 
Sue eite ong =~, vee uae ICE CREAM FREEZERS.—Sales com- —— . ‘ : ages een 08 
%%-in., aC. B -> %-in., Tic. or ° —No. 12, .80; No. 05, 
ft. abies ply, wrapped hose, % in.. pare favorably with last year. Steady wie ie $2.25: No 010, $3.90: 
9%4c. per ft. Lawn sprinklers. Rain rices prevail. No. 19, $4; No. 22, $4; No. 020, $4.50; 
King, $28 doz.; Original, fountain P P 4 No. 20, $4.75; No. 030, $5; No. 30, 
sprinklers, $6 doz.; Rainbow, 38 in. JOBBERS bop pb ape TO RE- $5.30: No. 0301, $6; No. 301, $6.30. 
high, $24 doz. TAILERS, F.O.B. CH ICAGO: a m Dealers’ discount 31-5 per cent. 
GLASS AND PUTTY.—Warmer |  ,.V3i¢5.Mountaing as. Tat! Sa a5. Cetian 268 Puritan Wise. 
weather will permit building operations € otter. $2046; 8 at. $13.60; 10 at. oe out same as’ Perfection 
F * ie 8.00; 12 qt., $21.55; 15 qt., $25.60: , is = ; 
to be resumed, which will increase de- 20 qt., $33.20: 25 qt, $42.60. Each stoves. ie 
mand for window glass. Prices are jist price. Dealers’ discount on Oil Heaters. Pert eo ee 01 15; 
fi White Mountain Freezers is 50 per $6.25; No. 5 $7.25; No. 1520, $7.10; 
rm. cent from list. No. 1530, $9. No. 1630, $11.50; No 
Jonsers: quotations ro mE. | “Arctic at. $400: 2 at, shan: | 1280, $0.00" No, ho At No, 1 
TAILERS, F.0.B. CHICAGO: 8 a TRE ‘fo ca oe Firelight Heaters, No. 1526, $9.75: 
Single strength He all brackets, 85 5 qt, +10. ue st price. No. 1686, $16.50. Dealers’ discount 


ers’ discount on Arctic freezers is 50 


per cent discount; single strength B, same as Perfection cook stoves. 


all brackets, 87 per cent discount: per cent from list. ; ae 
double strength XK all brackets. mig Alaska-Grey Goose.—1 qt., $3.60; 2 Nesco Oil Heaters.—No. 12, $5.50; 
per cent discount; double strength B, qt., $4.20; 3 qt., $5.00; 4 qt., $6.15; No. 15, $7; No. 016, $8.25; No. 1600, 
all brackets, 87 per cent discount: 6 qt., $7.80; 8 qt., $10.10; 10 qgt., $13.50. $9.75; No. 0190C, $10.50; No. 1900C, 
putty, pure grade, $4.25 per 100 Ib.: Each list price. Dealers’ discount on $12; No. 0190D, $10.50; No. 1900D, 
commercial, $3.50 per 100 Ib 2 Alaska Grey Goose freezers is 33% $12; No. 01906, $10.50; No. 19008, 
5 per cent from list. $12; No. 505, $11.25; No. 605, $12.75; 
GRASS CATCHERS.—Current sales Auto Vacuum.—1 at., $3.50; 2 at., Nos. 705C, 705D and 705K, $16 
i = $4.00; 3 qt., $5.00; 4 qt., $6.00. Each Discount 30-5 per cent. 
are of good volume. Steady prices pre list price. Dealers’ discount on Auto os cehriggy atta ee 
vail. from list freezers, is 3344 per cent per doz., same discount as Nesco 
JOBBERS’ QUOTATIONS TO RE. ‘ stoves. Nesco oil heater wicks, No 
TAILERS FOB CHICAGO: - cme.—2 qt. bright galvanized. 348, 40c. each list; No. 515 Giant, list. 
4 : ; $8. 0 per dozen net: 2 qt. blue en- 7a eac Disc yn Nesco heater 
Adjustable, galvanized bottom led 0.00 ; i5c. each. iscount on Ne: ’ 
catchers for 14 to 16 in. mowers, oe yen att Pe18 = — 4 at. wicks, 30-5 per cent. 
$s Der Gogen, in. full packages. ae ee ber coven ne’ __ | PAINTS AND OILS.—Business is bet- 
ustable, galvanized bottom, catch- — ; : 
ers for 18 ton 2 in., mowers, $9.00 per LAWN MOWERS. Current sales and ter. Prices on white lead have been 
aan be full packages. Adjustable. shipments are a little larger than last advanced. 
plain canvas bottom, catehers for 12 i i 
to 16 in. mowers, $5.90 per dozen: year. Prices this season are lower. JOBBERS’ QUOTATIONS TO RE. 
adjustable, plain canvas bottom JOBBERS’ QUOTATIONS TO RE- TAILERS, F.0.B. CHICAGO: a 
eatchers, for 18 to 21 in. mowers, TAILERS, F.0O.B. CHICAGO: Linseed Oil, Raw.—Barrel lots, 8ic 








$7.60 per dozen. 16 in. ball bearing, 5 knife, 11 in. per gal.; 5 barrel lots, 80c. per gal 
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Linseed Oil, Boiled.—Barrel lots, 
a per gal.; 5 barrel lots, 82c. per 
Denatured Ajicohol. — Barrel lots, 
63c. per gal.; steel drums, extra, $6, 
returnable. 
Turpentine.—Drum lots, 73c. per 
gal., net. 
White Lead.—100 Ib. lots, 13.50 per 
cent; 50 Ib. lots, 13.75 per cent: 25 
lb. lots, 13.75 per cent; 12% Ib. lots, 


14.00 per cent. 
Shellac (4% lb. cuts).—White, $2.58 
per gal. in barrel lots: orange, $2.26 
per gal. in barrel lots 
English Venetian Red.—In barrels, 
5%c. per |b.; in 100-lb. lots, 6%c. 
per Ib. 
Rid Paste.—Barrel lots, 7%4c. per 


ROLLER SKATES.—From the excel- 
lent prevailing demand it is expected 
the season will be much better than 
usual. Steady prices prevail. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. CHICAGO: 


Union Hardware, boys’, $1.40: 
Union Hardware, girls’, $150. 

Chicago Roller Skates, No. 101, 
$1.40; No. 103, $1.50; No. 105, $1.50; 


$ 
No. 181, $2.65; No. 183, $2.75; No. 185. 
Pa. td, 
recent stiff advance in 
manila rope has not lessened the de- 
mand. Sisal is firm, but unchanged. 


JOBBERS’ oe cen TO RE.- 
TAILERS, F.0O.B. CHICAGO: 

Best manila, standard brands, 
22c. per Ib.; No. 2 manila, 20c. 
lb.; finest sisal, 15c. per Ib.: 
sisal, 14%4c. per Ib 

SANDPAPER.—Spring requirements 
are receiving dealers’ attention, while 
jobbers’ stocks are complete. No price 
changes are anticipated. 





base 
per 
No. 2 





JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CHICAGO: 

First quality, Flint ey ag tr o = 
11 sheets, $4.05 per ream; 1, $4.85 per 
ream; 2, $6.55 per ream. 

SASH CORD.—A better demand is re- 
ported as building is being resumed. 
Steady prices prevail. 

JOBBERS’ bg phys 3 TO RE. 
TAILERS, F.O CHICAGO: 

No. 7 Sekemend brands, $8.15 per 
doz. hanks; No. 8, $9.35 per doz. 
hanks. Competitive grade, No. 7, 
$7.70 per doz. hanks; No. 8, $8.80 per 
doz. hanks. 

SAWS, HAND.—Local jobbers are dis- 
continuing handling the old types of 
one popular brand., Prices remain 


steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


26 in., $29.50 doz.; 26 in., $33 doz.; 
26 in., $49.95 doz.; special, 26 in., 
Competition grade, $6.60 doz. 


SCREEN WIRE AND POULTRY 
NETTING.—Shipments are quite heavy 
at this time, well ahead of 1928. Prices 
are steady. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 
12-mesh, painted screen cloth, $1.95 
per 100 sq. ft.; 14-mesh, galvanized 
screen cloth, $2.65 per 100 sq. ft.; 
galvanized before poultry netting, 

50-10-5 per cent discount. 
SHEARING AND CLIPPING MA- 
CHINES.—Demand is somewhat im- 
proved. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, -0.B. CHICAGO: 


Stewart, No. 1 clipping machine, 
$14 list; one man power shearing 
machine, $27.50 list: top plates, No. 
90 and 360, $1.50 each; bottom plates. 
No. 99 and 361, $2 each Dealers’ 


| discount, 30 per cent. 


Stewart elec- 
tric clipping machines, pedestal type, 
$80 list; shearing machines, $95 list. 
Dealers’ discount, 25 per cent. 

SCREWS.—Dealers seem to be carry- 

ing larger variety and sales are active. 

Prices on steel screws have advanced 

2% points and on brass 5 points. 

JOBBERS’ iota TO RE- 

TAILERS, F.O.B. CHICAGO: 

Flat bright screws, 45 per cent; 
round head blued, 40 per cent; flat 
head brass, 32% per cent; round 
head brass, 27% per cent. Larger 
orders 10 per cent less. 

SOLDER AND BABBITT.—Sales vol- 

nme — moderate. Prices are quiet. 

BBERS’ QUOTATIONS TO RE- 

TAILER S, F.0O.B. CHICAGO: 
Warranted 50-50 solder, $35 per 100 

lb.; medium 45-55 solder, $33 per 100 

ib.; tinners 40-60 solder, $30.50 per 

100 Ib.; high speed babbitt metal, $20 
per 100 Ib.; ; standard No. 4 babbitt 
metal, $12 per 100 Ib. 

STEEL SHEETS.—Manufacturers have 

recently advanced prices 10c. per cwt., 

continuing the % of 1 per cent cash 
discount. Local jobbers have not ad- 
vanced prices and are using the stand- 





ard 2 per cent 1 day discount terms. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO 
24 gage galvanized sheets, $4.65 
per 100 lb.; 24 gage black sheets, 
$3.80 per 100 Ib. 
| WHEELBARROWS.—Sales 
roving with warmer weather. 
| rices prevail. 
JOBBERS’ QUOTATIONS TO RE.- 
| TAILERS, F.O.B. CHICAGO: 
Light steel leg, steel tray barrows. 


$3.75 each; Contractors’ barrows, 4 
cu, ft. capacity, $6.00 each. 


are im- 
Steady 


Spring Lines Becoming Active in Cleveland 
Market—Prices Steady 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, March 18.—Most lines of spring merchandise are 
starting to move somewhat better as the spring season draws near. 


Steel goods have become very active. 
Jobbers’ sales this month show a slight gain over last 


been heavy. 
March. 


Retail business continues rather quiet. 


Sales of pruning sHears have 


Builders’ hard- 


ware is in moderate demand and the building outlook at present is 


not as promising as a year ago. 


With the spring painting season 


near at hand, painters’ supplies are moving well. 


The market is steady with very few price changes. 


The advance 


in copper has again forced up brass valves and fittings 10 per cent, 


this being the third advance made recently. 


A similar advance has 


been made on all plumbers’ brass products such as globe valves, 


faucets, stop and waste cocks and traps. 
centers in the Central West are very satisfactory, 


Conditions in industrial 


employed. The automotive industry is operating at maximum pro- 
duction, which is reflected back to the steel mills and other indus- 
tries that supply material for the motor car manufacturers. 


AUTOMOBILE TIRES AND TUBES. 

With the approach of spring tires are 
moving somewhat better than recently, 
although the demand as yet is not very 
active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Tires and Tubes.—Mansfield tires, 


$4.85; Mans- 


30 x 3% Liberty cord, 
$6.50; Lib- 


field heavy duty oversize, 
Mansfield heavy 


erty 32 x 4, $9.50; 

duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.50. Tubes.—30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
- x 4.40 Liberty, $1.29 each; 32 x 

.50, $2.70 each. 


labor being well | 


| AXES.—Sales are rather light. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

First grade single bitted, rustless, 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and smaller 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—The demand for radio 
batteries, which has kept up surpris- 
ingly well since the holidays, has begun 
to taper off, as is to be expected toward 
spring. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.0.B. CLEVELAND: 


B & C Radio Batteries 








Unit Broken 

Packages Lots 

No. 768 $1.22 
No. 766 1.40 
No, 772 2.06 
No. 485 2.53 
No. 770 3.00 
No. 486 3.20 
Dry Cell A_ batteries, No. 7111, 
35%c. in standard packages; 40c. in 
broken lots; Columbia igniter dry 


cell batteries, 32%4c. in standard pack- 
ages; 36c. in broken lots. 


| BOLTS AND NUTS.—Following the 
recent slowing down in business, orders 





have improved. Manufacturers have re- 
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affirmed present prices for the second 


quarter, so that in all probability job- | 


bers’ prices will remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Machine and crariage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread % in. x 6 in. and 
smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
Stove bolts, 75 and 10 per cent off 


list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 


BUILDERS’ HARDWARE.—The de- 
mand is only fair. The building outlook 
does not appear to be quite as good as 
usual at this time of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

In case lots, lock sets, $5 per doz.; 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per doz.; 8 In., 
$2.70 per doz.; 10 in., $4.25 per doz. 

Butts, case lots, 3 in., 16%c. per 
pair; 3% in., 18c. per pair; 4 in., 23c. 
per pair; for less than case lots all 
sizes are 2c. per pair higher. Butts 
with sand blasted finish are 4c. per 
pair higher. 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


CELL-O-GLASS. — The seasonal de- 
mand for this is holding up well. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CLEVELAND: 

Cell-O-Glass in 100 ft. rolls, 12c. 
per sq. ft.; glass cloth in 100 yd 
rolls, 24c. per sq. yd. 


CHAINS.—Log chains are still moving | 


Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Coil chain, 3-16 in., $11.85 per 100 
Ib.; %4 in., $10.75 per 100 Ib.; 5-16 in., 
$9.25 per 100 Ib.; % in., $7.85 per 100 
lb. Cow ties, No. 14, $2.75 per aoz.; 
No. 15, $2.50 per doz. Tie-out chain, 
60 per cent off list. 


CORRUGATED ROOFING.—This _ is 
showing more life than for some time, 
as retailers are placing some business in 
anticipation of their seasonal demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


well. 


28 gage corrugated roofing, 26 in. 
wide, $3.97 for 1% in., and $3.92 for 


2% in., for 10 squares or more. 


GLASS BAKING WARE. 
tinues in good demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
Casseroles.—Round or oval, 1 qt. 
4 $1.17; 2 qt., $1.33; square 
casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 
10 in., 67¢ 
: Bread Pans.—No. 212, 





This con- 


50e.; 9 in., 60c.; 


60c.; No. 214, 


" Utility Dishes.—No. 231, 67¢.: No. 
232. $1.17. 


Teapots.—2 cups, $1.67: 4 cups, $2; 
6 cups, $2.33. 


LANTERNS.—These are rather quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Victor hot blast lanterns, $8.50 per 
doz.: Blizzard, $13.25 per doz.; D-Lite, 
$13.25 per doz.; large fount, D-Lite, 
$14.50 per doz.; Little Wizard, $9 per 
doz.; same with red or green gold, 
$11 per doz. 





LAWN HOSE.—Orders are not plenti- 
ful now, but the demand is expected to 
pick up shortly. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. CLEVELAND: 


| 2-braid molded uncoupled hose, % 
| in., 6%c. per foot; 5 in., 7%4c. per ft.; 
% in., Sec. per ft.; coupled hose is 

%c. per ft. higher. 

LAWN ROLLERS.—The seasonal de- 
mand for these is starting up. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

No. 4 lawn rollers, 18 x 24 in., plain 
bearings, $10 each; No. 5, 18 x 24 in., 
with ball bearings, $12.75 each; No. 

7, 24 x 24 in., with ball bearings, 

$14.50 each. 
NAILS AND WIRE.—The demand is 
only fair. Jobbers look for an improve- 
ment as soon as spring building work 
gets under way. All manufacturers 
have reaffirmed present prices for the 
second quarter. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Nails.—Factory shipment, car lots, 

$2.75 per keg; less than car lots for 
factory and stock shipment, $2.95 per 


keg; other products for stock ship- 
ment, No. 9 glavanized wire, $3.40 
per 100 Ib.; No. Y annealed wire 
$2.95 per 100 1b.; polished fence 
staples, $3.40 per 100 Ib.; galvanized 


fence staples, $3.65 per 100 lb.; coated 
nails, $2.85 per keg. 

Barbed Wire.—Lyman, 4-point cat- 
tle wire, $3.17 per 80-rod spool; hog 
wire, $3.43 per 80-rod spool. 


OIL AND GASOLINE STOVES AND 


fairly active. 
ers is about over for this season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfection oil stoves, white porce- 
lain wire built-in ovens, No. 339 
with 5 Superfex burners, $140; No. 
279, $120; stoves, No. 74, 4 burner. 
$29.50; No. 73, $23.75; No. 72, $18. 

Puritan oil ranges, white porcelain 
with built-in ovens, No. 249, $122: 
stoves, No. 44, 4 burner, $29.50; No. 
43, 3 burner, $23.25; No. 42, $18. 
Puritan pressure gas white porcelain 
range with built-in ovens, No. 759, 
$128; stoves, No. 714, 4 burner, $38, 
No. 713, $33; No. 703, 3 burner, $26.50. 

Ovens, Perfection, No. 211, 1 
| burner, plain door, $2.50; No. 211G, 
glass door, $2.75; No. 122G, 2 burner, 
glass swinging door, $6.20. Puritan, 
No. 42G, 2 burner, glass drop door, 
$5.50; No. 42, 2 burner, steel drop 
door, $5.25. 





taking a good volume of business for 
early shipment in about all lines. A 
| good painting season is looked for. 


| JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.O.B. CLEVELAND: 
Mixed paints, first quality, $2.60 

per gal. for colors and $2.75 to $2.80 
for white. 

| Turpentine, in barrels, 69%c. per 

| gal.; less than bbl., 85%c. per gal. 

| Linseed oil, in bbls., 89%4c. per gal 

less than bbl., $1.04% per gal. 

White lead in 100-Ib. kegs, 13%c. 
per lb.; in 50 and 25,lb. kegs, 13%c. 
per lb.; in 12%4-lb. kegs, 14%c. per 
Ib. Quantity discounts, 500 Ib. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 
| Enameling lacquers, $1.20 to $1.65 





shipment have been heavy and the de- 

| mand is still rather active. Prices are 

| steady. 

JOBBERS’ QUOTATIONS TO RE- 

| TAILERS, F.0.B. CLEVELAND: 

Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list: 

galvanized before weaving, 50, 10 

and 10 per cent off list. 

Wire cloth, per 100 sq. ft., 12-mesh 
black, $1.95: 14 mesh, galvanized, 
$2.60; 14 mesh, bronze, $6.10; 16 mesh 
bronze, $6.50. 


PRUNING SHEARS.—The early de- 


PAINTERS’ SUPPLIES.—Jobbers are | 
| mand has developed. 


| per qt. 
POULTRY NETTING AND WIRE | 
CLOTH.—Advance orders for spring 


| cations point to a good volume of busi- 
| ness a little later in shears for early 


spring and summer pruning. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. CLEVELAND: 
Pexto shears, No. 35, $21 per doz., 
No. 50, $6.50 per doz.; No. 5, $3.85 per 
doz.; No. 505, $8.50 per doz.; No. 140 
rose shear, $4.80 per doz.; Wiss shear, 
No. 109, $28 per doz. 
PREPARED ROOFING. — Retailers 
have bought heavily at the prevailing 
low prices and the demand has declined. 
Shipments are now being made. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CLEVELAND: 
Popular grades, light, 80c. per roll; 


medium, $1.05 per roll; heavy, $1.18 
per roll; slate surface roofing, $1.72 
per roll. 

RADIO EQUIPMENT.—The seasonal 


slowing down in the demand for tubes 
is in evidence. 
JOBBERS’ QUOTATIONS TO RE- 





TAILERS, F.O.B. CLEVELAND: 

Tubes, CX No. 112A, $2.50; CX No. 
$26, $2: CX No. 327, $3; CX No. 
380, $3.80; CX No. 871A, $2.50. 
Dealers’ discount from these prices, 
35 per cent. 


| ROLLER SKATES.—A fair spring de- 
' mand has developed for roller skates. 


OIL HEATERS.—Gasoline stoves are | 
The demand for oil heat- | 


JOBBERS’ QUOTATIONS TO RE- 





TAILERS, F.O.B. CLEVELAND: 

Union Hardware Co. skates, ball 
bearing, Nos. 4 and 5, $1.42 per pair, 
No. 6, $1.50 per pair; No. 3 plain, 
75c. per pair. 

Chicago roller skates, No. 181, $2.65 
per pair; No. 183, $2.75 per pair; No. 
185, $2.75 per pair; No. 101, $1.32 per 
pair; Nos. 103 and 105, $1.37 per pair. 


ROPE.—This is quite active. Prices 
are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
grade manila rope at 20%c 


Best 
for factory shipment and 2lc. 


per Ib ; : 
per Ib. for stock shipment, sisal rope 
l6c. per lb. for factory shipment and 
1614c. for shipment from stock. 


SASH WEIGHTS.—These are not mov- 


| ing well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: ~ 
Sash weights, $36 per ton; for mill 
shipment, $34 per ton. 
SHEETS.—Galvanized sheets are show- 
ing more life now that a seasonal de- 
While most mills 
have advanced prices $2 a ton, jobbers 
are still able to get shipments at the 
old prices and do not contemplate an 


early advance. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
24-gage galvanized sheets, $4.50 per 
100 Ib. 
STOVE BOARDS.—Quite a few orders 
are being taken for fall shipment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Wood lined crystal stove boards, 
24 in. sq., $11.65 per doz.; 26 in. sq., 
$13.80 per doz.; 28 in. sq., $16.10 per 
doz.; 30 in. sq., $18.75 per doz.; 36 in. 
sq., $26.10 per doz.; 18 x 30 in., $13 
per doz.; 20 x 30 in., $15.70 per doz.; 
24 x 36 in., $17.40 per doz.; 30 x 38 
in., $22.30 per doz.; paper lined, 18 in. 
sq., $5.75 per doz.; 24 in. sq., $7 per 
doz.; 30 in. sq., $10 per doz.; 18 x 24 
in., $6.70 per doz.; 20 x 30 in., $9.75 
per doz.; 30 x 36 in., $13.86 per doz. 


STOVE PIPE AND ELBOWS.—Job- 
bers are taking a fair amount of busi- 


| ness in these for fall shipment. 


| 
| 
| 
| 


| mand has been exceedingly good. Indi- | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

6 in., 20 gage stove pipe per crate 
of 25 joints, $3.28 for factory ship- 
ment and $3.55 for stock shipment 
Same, 26 gage, $3.90 for factory ship- 
ment and $4.25 for stock shipment; 
6 in. corrugated elbows, $1.30 per 
erate for factory shipment and $1.40 
for stock shipment. 
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Pittsburgh Trade Improved by Spring 
Demand—No Important Price Changes 


(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH, March 19.—Hardware business is beginning to re- 
flect the approach of spring in the character of the demands, with 
increasing interest in goods seasonal to that period of the year. 
Very lively demand lately has developed for roller skates and job- 
bers report a gratifying increase in calls for lawn rollers and garden 
hose. They also are beginning to get some demands for house- 
cleaning supplies. Continued activity in poultry supplies is noticed. 
Sanitary goods are wanted in larger quantities than has been the 
case recently. There is only a piecing demand for winter hard- 
ware. No important price changes have come out in the past week. 
Collections made are rather low. 








AUTOMOBILE TIRES AND TUBES. | No. 770 3.00 2.80 
: i No. 768 .32 1.14 
—Business still is slow and far short | No. 774 ¥3 “42 "39 
of expectations. ao a noe soe mH 
av.” wood ° ° « 
JOBBERS’ QUOTATIONS TO RE- No. 779 . ' . 1.40 1.30 
TAILERS, F.O.B. PITTSBURGH: No. 767 . ; 2.06 1.92 
Mansfield Balloon No. - yes pee 1.93 1.79 
—Casings-—— No. 6 dry cells, ignition type, unit 
Heavy | packages, 36c. each. 
: Regular Duty Tubes | _Flashlights.—No. 935, 64c. each; 
Size 4Ply 6Ply Each Nt 00, nS No. mg iec.s So- + 
o in 97 - | 19%c o. 750, 138% ts) » .18e. 
co. Is ae TR TCI Hot’ shot.—No. 1461, $1.67: No. 1661, 
et in.—2oxs.4 4.40 3.9 -o | $2.37. 
20 in.- eH 7.95 beus 1.55 BOLTS. NUTS AND RIVETS M 
21 in.—30x4.50 8.25 11.05 1.60 } “ S / ‘TS.—Manu- 
19 in.—28x4.75 9.15 5 : 
20 in. 2Ox4 TS oa Le} facturers of bolts and nuts report busi- 
21 in.—30x4.75 9.95 1.75 |ness as being better than it has been 
20 in’ 3026.00 10:20 2. since 1920. Local jobbers report a good 
2 in.— 31x5.00 10.65 1.85 | steady demand for small lots. 
22 in.—32x5.00 75 90 : 
18 “y O8x5. 25 1110 185 JOBBERS’ QUOTATIONS TO RE- 
19 in.—29x 5 11.55 om 1.90 TAILERS, F.O.B. PITTSBURGH: 
20 in. 11.90 14 30 2 an Bolts.—All styles except stove and 
21 in.—3 12.25 14.70 205 tire bolts, per 100 pieces, 60 per cent 
18 in- 12.30 ‘ 990 off list; stove bolts, 75 and 10 per 
19 in- x5. 1°.6h 15.15 2 95, cent off list; tire bolts, 60 and 10 per 
20 in. —30x5.50 16.05 f cent off list. = 
18 in.—30x6.00 16.15 2.95 ee styles, 50 per cent off 
19 in.—31x6.00 16.65 2.30 st. on 
20 in.—32x6.00 16.95 2.40 beng ting ne eee ell» ali nt 
21 in.—33x6.00 17.55 2 55 pieces, smal wagon ene tinner’s riv- 
22 in.—34x6.00 18.25 2.50 ets, 60 per cent off list. : | 
~ “9 sn y = Spe 3-56 BUILDERS’ HARDWARE.—Building 
—30x6.5 ° 9.65 2.5 . * { 
5 20.05 2°60 work is stimulated by open weather and 
ey $4 there has been an appreciable increase 
0 80 et in the demand for builders’ hardware, 
20 in.- 32x6.75 . 21.95 3.15 | prices of which are very firm. 
21 in.—33x6.75 nate 22.7 3.20 ’ 
20 in —34x7_30 31.05 345 CO JOBBERS’ QUOTATIONS TO RE- 
dea — — ae F.O.B. 28 Ba gat og ol 
: : | utts.—Ball tip, plated, dull brass 
Mansfield High Pressure and antique copper, less than case 
e P Tubes lots in 3 x 3 in., $18.50 per 100 pairs; 
: Size bs x Each | 3% x 3% in., $19; 4 x 4 in., $30. 
a eae $5.85 $1.20 | Hinges.— Heavy strap, 6 in., $1.85 
30x3% extra Size Cl. 6.50 1.30 | per doz.; 8 in., $2.85; 10 in., $4.80; 
30x3% S. 8............ 8.85 1.30 extra heavy T, 6 in., $2.30 per doz.; 
32x3% 10.05 1.60 8 in., $3.40; 10 in., $5.40; light strap, 
s1x4 . . 10.80 1.90 — screws, packed one pair in a 
SF igs 11.50 2.00 box, 3 in., $9.60 per 100 pair; 4 in., 
zoe ; + Ee re Pz | $11. 60; light, 2, 3 in., $11 per 100 pair; 
34x 2.65 2.4 | 4 in., $12.60 
32x44 15.55 2.35 | Hasps.—Hinges, without screws, 
33x4% 16.20 2.45 | single dozen lots, 3 in., 65c. per doz.; 
34x4% 16.70 2.50 4 in., 79c.: 6 in., $1.05; safety, 3 in., 
35x41, . 17.85 2.70 97c. per doz.: 4% in., $1.14: 6 in., 
36x4% . 18.40 2.80 1.60. 
— ; sts 4 | Garage Sets.—Swinging hinges, 10 
ME  cib bates no enanss es ae 7 3.4 n., $3 per set. 

. ‘ | Lock Sets.—Heavy beveled, brass 
BATTERIES.—There is a fairly steadv inside, $17 per doz.; front door, $2.50 
demand for dry-cell batteries, but the | ele Maggs {nside, $6.26 per dos.; 
volume of business is moderate. Bie agate ol 

| CIRCULAR SAWS.—Quite a market | 
JOBBERS’ QUOTATIONS TO RE- h b built ] llv f ll 
TAILERS, F.0.B. PITTSBURGH: " een built up locally for small cir- 

Broken Unit | cular saws. 

Packages Packages | JOBBERS’ QUOTATIONS TO RE- 
See $2.06 | TAILERS, F.O.B. PITTSBURGH: 
i, eens | 2.97 6 in., $2.25 each; 8 in., $3; 10 in., 
No) FOR... aay ee 1.92 $4. 


Reading matter continued on page 60 


| ELECTRIC DRILLS.—Steady demand 
| is noted for this line. 


| 


pansion 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O. ad Deda ape age 

No. 141, $24 ;. No. 142, $32; 
No. 122, $48; No. 62, $35.20; No. 382, 
$41.60. 


FARMS, GARDENS AND LAWNS.— 
There has been a noticeable increase in 
items under this heading on account of 
mild local weather, which has turned 
thoughts toward spring work. 
| rollers have been notably active in con- 
nection with the preparation of golf 
courses and tennis courts. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Lawn Rollers.—No. 2, 175 lb. with 
water, $8.55 each; No. 4, 265 ~ 
$10.15; No. 5, 265 ‘b., $12.70; No. 7 
420 lb., $14.60; No. 9, 565 Ib., $16.50. 

Garden Hose.—250' to 500 tt. Tae ~ 
% in. Te, to 9c. per ft.; 8c. 
to 10%e 3%, in., 9c. to 1b: <3 50 
ft. lengths coupled %e. per ft. 
higher; nozzles, Gem, $5 per doz; 
oe $4.25 doz.; reels, $1 to $4 
eacn., 

Forks, Rakes and WHoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 
41, $15.24: spading forks, No. 84, "$10. 80 
per doz.; No. 72, $14.28; garden rakes, 
No. 014, $5.64 per doz.; No. 512, $8.64; 
No. 514, $9: lawn rakes, No. 124R, 
$5.50 per doz.; field hoes, $6 per ae. 

Barrows. — Garden, No. 81, $3. 
each: No. 82, $4.75; No. 83, $5; No. 
84, $7.75; oT‘ 45, $4.50; No. 35, $5. 
No. 25, $6.2 

Trowels.—Garden, No. 7: $1.40 per 
doz.; No. 803, 90c.; No. 809, $2; No. 
100, $3.50; No. 85, "800. : No. 02, 75c. 

Grass Hooks and Shears. —Hooks, 
No. 7, $2.50 per doz.: No. 450, $4; 
German, $3.60: English, $7. Shears, 
No. 360, $3 per doz.: No. 380, $3.60; 
No. 520, $5.50; No. 525, $7; No. 520, 
5.50; No. 540, $6. 

Shears.—Pruning, No. 25. $2 per 
doz.; No. 0. $4.50; No. 533, $6.50; No. 
4671. $9: hedge. 8-in. blades, $1.25 
to $1.75 each; 9-in., $1.40 to $1.90; 
10-in., $1.60 to $2. 

Pruners. — Tree, Water, $1.30 to 
$1.60 each; Disston, $2 to $2.10: Rock- 
dale, $1.35 to $1.65; McKinney, $2.60 
to $3.60. 

Sprinklers.—Ring, 50c. each; Rain 
King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1.15. 

Sprinkling Cans.—Galvanized, 4-at., 
$6 per doz.: 6-qt., $6.60; 8-qt., $7.50 
10-qt., $8.40. 

Lawn Mowers.—12-in., $5 to $8.75 
each: 14-in.. $5.25 to $13; 16-in., $5.75 
to $13.50; 18-in., $8.50 to $14; 20-in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1-lb. 
papers 25c. per Ib.; in 100-lb. drums, 
15ec. per Ib.: arsenate of lead, 1-]b. 
papers 25c. per Ib.; in 100-lb. drums, 
l6c. per Ib. 





FFRTILIZER.—There is a gradual ex- 
in the demafd for this line 
with the approach of spring. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Old Gardner, cases of 24 1-lb. car- 
tons, $2; 48 1-lb. cartons, $3.80: 10 
5- Ib. bags, $3.20: 5 10-Ib. bags, $2.75: 
2 25-lb. bags, $2.25; 50-lb. sacks, $2 
each: 100-Ib. sacks, $3.50 each. 


| FILES.—This item is pretty constantly 
| wanted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Disston, 50 and 10 per cent off list. 
Nicholson and Black Diamond, 50 per 
cent off list. 





Lawn 

















A THIRTY-MILLION-DOLLAR NAME 
FOR YOUR CUTLERY DEPARTMENT 


The Remington Line of Household corner of the country. Last year 
Knives is now large enough to fill prac- people bought $30,000,000.00 worth 


tically all requirements for the kitchen. of merchandise bearing the name 
“Remington.” You can’t 


I can see why a dealer might 
find another knife with a 


carry a popular specialty or 


two in addition to the Rem- 
ington Line, but for paring 
knives, luncheon knives, 
slicers, butcher and general 
utility knives — the items 
with the steady year ’round 
sale — the Remington 
Brand should be the leaders 
in your cutlery department. 


There are solid business 
reasons for this. All Rem- 
ington Knives have the 
quality that brings custom- 
ers back to the store that 
sells them. What’s even 





thirty-million-dollar name. 


We’ve built a value of $30.- 
000,000.00 a year for the 
name “Remington.” We’re 
making it more valuable 
every year by national ad- 
vertising, and by putting 
out goods that live up to 
the promise of the advertis- 
ing. We pass a share of 
this value along to you 
every time you buy mer- 
chandise branded “Rem- 
ington.” 


Mark your orders ‘‘Rem- 





appa a you—this quality ington or nothing.”’ Your jobber will sup- 
is known and recognized in every ply you. Don’t submit to substitutions. 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
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GARAGE VISES.—Jobbers here find a | Br pgtehfthe eR Ayal - Chieses, No. 181, Pa x ao pals; 
. . , F.O.B. : o -75; No. 18 fe) . 
fair demand for these small vises. Ready mixed paints, best grades, $1.32; Nos. 103 and 105, $1.37. 
JOBBERS’ QUOTATIONS TO RE- $2.60 per gallon; lower grades, $2 SASH WEIGHTS.—There seems to be 


TAILERS, F.0.B8. PITTSBURGH: 


“at. 43, $2 each; No. 43%, $3; No. 
HOUSECLEANING SUPPLIES.— 


Spring weather has turned the thoughts 
of housekeepers toward spring clean- 
ing and there is more demand than 
there has been for the requirements for | 
that work. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B8. PITTSBURGH: 

Mops.—O-Cedar, 3314 per cent off 
list; Cotton, best grade, — 12, $4.20 


per doz.; ; Kao 20, $6; a , $10; No. 
36; $13.5 Second Pay No. 12, 
= 2.75, ‘No. "20, $4.50; A #30, $6.75; No. 
"beste Skins.—12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20 in., $9.20. 
Waxes.—Johnson paste 7. 1-lb. 


cans, 85c.; 2-lb. cans, $1.7 4 Ib. 
cans, $3; 8-Ib. cans, $6; Old “Fenglish, 
1-Ib. cans, 85c.; 2- Ib. cans, $1.70; 4-Ib. 
cans, $3; ‘liquid wax, Johnson, pints, 
75c.; quarts, $1.40; Old English, pints, 
75a; quarts, $1. 40. Dealer’s discount, 
33% per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire rack, $6 per 
assortment. 


(white and dark greens, 15c. per gal. 
higher); white lead, 13%c. per Ib. 
in 100-lb. lots; 10 per cent less in lots 
of 500 lb. or more, and extra 4 per 
cent less in lots of a ton or more; 


turpentine, 72c. per gal. in barrel 
lots; raw linseed oil, 12c. per Ib. 
in barrel lots. 

POULTRY NETTING. — Continued 


| good demand is reported by jobbers 


| here, who quote galvanized netting to 


} 


retailers f.o.b. Pittburgh at 50 and 10 
per cent off list after weaving. 


| POULTRY SUPPLIES.—This is usual- 


| ly an active period and this year is no | 


| exception to the rule. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 

porter ~ 2. 1, $21 each; re 

$24.50; No. $32. 55; No. 4, $38.5 
No. 16E, 315.78: No. 17E, $21; mi 
prices net. 

Brooders.—No. 117, $10.33 each; No. 
118, $12.95; No. 119, $15.75; No. 80, 
$12. 7 oa 81, $12. 95; No. 101, $18.55; 
No. $22. 50; all prices net. 

BR on etc.—Fountains, 25c. to 
$1 each; feeding troughs, 20c. to 85c. 
each; mash hoppers, $1.30 to $2.10 


each. 


Wall Cleaners.— Smoky City and 
Cleveland, 85c. per doz. cans; Climax, Cel-O-Glass.—In 100-ft. rolls, 12c. 

per doz. cans; Perfection paint per sq. ft.; in 50-ft. rolls, 12%4c. per 
cleaner, $3.25 per doz. sq. ft. 

Step Ladders.—Standard full rodded j 
ladders, 2ke per ft. extra, 40c. per | ROLLER SKATES.—Sales have been 


ft given quite a boost by the fact that the | 
weather has been mild and open and | 


Floor Polishers. — Johnson's elec- 
tric, $42.50 each, subject to discount 


of 25 per cent to retailer; hand, $3.75 very favorable to roller skating. 
each; Old English, $2.60 each. . 

Carpet Beaters. -- Justrite, $1.10 JOBBERS’ QUOTATIONS TO RE.- 
doz.; No. 4, $1.20. TAILERS, F.O.B. PITTSBURGH: 
>, y fe Wii , . Roller Skates. — Union Hardware 
PAINTING SUPPLIES. Mild weather | Go, line, No. 2, 70c. per pair; No.3, 
has given quite a bit of stimulation to 75c.; No. 10, $1.05: No. 6, $1.55: 

j ; i , , Winslow line, No. 38%, $1.50; No. 38, 
sales. Turpentine is slightly lower, but ae: Mo. M4, eabbertire, 0208 wet 


prices otherwise are unchanged. pair. 





a little better demand as building ac- 
tivities increase. Jobbers quote retail- 
ers $42 per net ton f.o.b. Pittsburgh. 
WIRE PRODUCTS.—Nails do not show 
much activity, but there is a steady de- 
mand for fence and fencing supplies. 
JOBBERS’ QUOTATIONS TO RE- 








TAILERS, F.O.B. PITTSBURGH: 
Fence Wire 
per 100 Ib. Annealed Galvanized 
No. 6 to 9 gage x $3.45 
EE sad ois'es the ama 05 3.50 
ME: cig da 6 oe Se eRe : 3.55 
OS : eer er re lf 3.65 
S| Fae eee ee 3.25 3.80 
SS ear 4.00 
3 a ee ae 4.30 
eT POET eee ere 4.55 
Barbed wire (per 80-rod spool): 
ee rrr ee $2.97 
SS eee ae ae 3.18 
Dees GUND (Ga csc citar cepeaedaes 3.43 
ee oe er nes ee es 3.17 
2-point cattle (special).......... 2.25 
Field Woven Wire Fence, per 100 
rods: 
SGORS ot Siicthaad date seaawane eel $39.80 
| ee ay eee 55.80 
- Sia errr er. pers 27.7 
MD: <nosa bebe bw ad Soe bud seats 37.00 
. oS are ee ee 
SPE ree eee oe 49.20 
Poultry and rabbit (No. 14% sage): 
| ree Pee ree 
PE RE. 5 0S kas pws hoe abieeeas wow 08 
No. 2158 Paci nenee case wees 49.50 
Smaller mesh: 
Ne | A ee eee, ee $37.00 
No. 2048 es ere ee ee 44.50 
OS rere rr cee 52.00 
No. ’ 2672 Sa ad See eed > wen eee 60.00 
Steel F ence Posts: 
Galvanized Painted 
Tubular Angle Steel 
BS eee Lye SO ener 
L ase. each 38c. each 
ft .each 40c. each 
56) 3 iets ww ala. etenkon + hae eis 45c. each 
Bright nails, base, per keg., $3. 


New England Jobbers Report Larger Sales 
but Retailers Say Trade Is Only Fair 


(Boston office of HARDWARE AGE) 
Boston, March 19.—New England jobbers of shelf hardware report 
larger sales the past week. The gain, they say, is slight, howéver. Re- 
tailers in general say business is still slow. An unbiased analysis of | 
the various reports received shows that business really is better in both 
branches of the market. Many of the largest retail dealers have said | 


with them. Yet their stores are visited by goodly numbers of custom- 
ers each day and it is necessary for them to constantly reorder from 
jobbers in order that shelf stocks may be kept well balanced. The 
heavy hardware jobbers continue to do an excellent business, although 
customers are buying in small quantities each time. Shop equipment 
manufacturers in many cases have been unable to keep up with orders. 

A few warm days were experienced the past week and during them 
retail sales of seeds, garden tools and other spring goods materially in- 
creased. A few more such days will help a lot for they will aid in turn- 
ing the public mind to the many things that must be done in and about 
the home, farm and poultry industry during the next month or two. 
There have been enough days of low temperatures, however, sandwiched 
in between the warm ones to create some doubt in the public mind as to 
the wisdom of going ahead with outdoor work. One thing is certain 
and that is that the average New England retail dealer is well prepared 
to satisfy public wants when they are made known. But it is equally 
certain that the average retailer is not burdened with spring goods and 





| 


| are good values. 


that when public buying starts he will have to replenish stocks, which | 


explains the optimism of jobbers. 


Reading matter continued on page 62 


AUTOMOBILE ACCESSORIES.—So- 
called cheap tires are growing scarce. 


| Jobbers’ stocks are down to rather nar- 


row limits and it is said by some 
houses they cannot secure more. In 
view of this condition and the compara- 


for so long that business is slow it has become somewhat of a habit | tively high ont af crude sither sont 


tire fabrics, standard tires and tubes 
More and more retail 
dealers evidently are of that opinion. 
because tires and tubes are selling more 
freely, say jobbers. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. BOSTON 

Tires.—Mansfield line, heavy duty, 
straight side, 30 x 3 
Het: 21 = 4 i, 
$11.50; 33 x 4 in., 


$15.55; 33 x 5 in., $21.15; 35 x 5 in., 
$22.70. Discount 7% per cent. 

Tires.—Mansfield line, balloon, 27 x 
4.40-19, $7 each list; 29 x 4.40-21, 
$7.40; 30 x 4.50-21, $8.25; 30 x 5.00-20, 
$10.20; 31 x 5.00- 21, $10.65. Discount 
7% per cent. 


Tires.—Mansfield line, balloon, six- 
ply, 30 x 4.50-21, $11.05 each list: 30 x 
5.25-20, $14.30; 30 x 5.50-20, $16.05; 35 
x 6.00-23, $19. Discount 1% per cent. 

Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 4.50-21, $ Discount 
10 per cent. In less than carton lots. 
10e. per tube should be added to the 
cost. 
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Store Ladders 











The ceiling type, shown below, is 
a popular number. 
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Two of the many slyles are shown 
above. 














Whether for your own use or for resale the R-W line of store 
ladders has many advantages. 

There are styles, designs and finishes to efficiently meet the 
requirement of any store or warehouse. 


Write for full information. 





AURORA, ILLINOIS, U.S.A. .- - 


jn Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
fi le Detroit 


New York + » Chicago 


inneapolis Kansas City Los Angeles San Francisco Omaha Seatt 
Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 
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Tubes.— Mansfield line, six to the 
carton, 30 x 4.75-21, $9.90 per carton 
list; 31 x 5.00-21, $10.50; 30 x 5.25- 
20, $11.40; 29 x 5.50-19, $12.90; 30 x 
5.50-20, $13.50; 30 x 6.00-18, $12.90; 
31 x 6.00-19, $13.20; 32 x 6.00-20, 
$13.80; 33 x 6.50-21, $16.50. Discount 
10 per cent. In less than carton lots 
10c. per tube should be added to the 
list. 


BARBED WIRE.—Although business 
is not brisk, there is more doing in 


barbed wire than there was a fortnight | 


or three weeks ago. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Barbed Wire.—From penal, two- 
ply, 80-rod reels, $3.44 per reel: four- 
point, 80-rod reels, $3.98. From mill, 
f.o.b. Pittsburgh, four-point, 80-rod 
reels, in car lots, $3.21 per reel: in 
less than car lots, $3.43. Catch 
weight reels, in car lots, $3.40 per 
cwt.; in less than car lots, $3.65. 
Cable.—Barbless, f.o.b. mill, Pitts- 
burgh, in car lots, $2.48 per cwt.; in 
less than car lots, $2.65. 
BARROWS.—Retailers keep picking 
away at barrows. The average order 
received by jobbers these days is small, 
but there are quite a number of orders 
taken each week. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. BOSTON 
Barrows. -Garden, standard, No. 4. 
wood wheel, $5.75 each net; No. 4, 
steel wheel, $5.50; No. 5, wood wheel. 
$6.25; No. 5, steel wheel, 5 
BICYCLES AND TIRES.—The outlook 
for spring business in bicycles and 
tires is believed by jobbers to be very 
much brighter than it was a year ago. 
At the moment, however, buying is 
light. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON 
Bicycles.—Men’s, 26 in., $30.5 90 each 
net; 22 in., $30.50; arched bar, $31.25: 
motor bike type, with double bar, 
$32.75. Women's 20 in., $32.75; boys’, 
18 in., $29. 
Tires.— Guaranteed, lots of 25 pair, 
$2.75 per pair net; Thornproof, lots 
of 25 pair, $3.40 per pair. 


CAMPERS’ GOODS. — A_ somewhat 








broader market for campers’ goods is | 


noted. It will not be long before New 
England sportsmen are following up 
trout streams and a knife, axe, or both, 
will come in handy. 


JOBBERS’ agp eed TO RE- 
TAILERS, F.O.B. BOSTO 

Compasses.—No. 182, 88c. =m net: 
No. 18368, $10 per doz. net; No. 1770. 
$2: No. 5613R, $1.25 each net 

Axes.—Marble line No. 2. safety, 
$2.17 each net; No. 6, $1.50: No. 9, $1. 

Knives.—Marble line, No 45. $2 
each net; No. 49, $1.50; No. 545, $1.67: 
Richards, No. 1114, $5 per doz. net 
Universal, No, 0020, 6 in., $17 per 
doz. net; No, 0020, 5 in., $15. 


COTTON GLOVES. — Manufacturers 
have issued their 1929-30 prices on can- 
vas gloves, which are unchanged from 
the 1928-29 list. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON 

Cotton Gloves. — White, " flannel. 
wristers, No. 834, $1.20 per doz. net: 
No. 839B, $1.15: No. 641, $1.44: No. 
642, $1.70; No. 873, $2.10. White, with 
Jersey knit wristers, No. 402, $1.90: 
No. 402B, $1.80; No. 403, $1.90: No. 
410, $3.75. White, leather front, No. 
322, $4.50; No. 213, $3.25: No. 327, 
$4.75. White, leather front with 
gauntlet, No. 1 69, $3.75. 


DISPLAY TABLES. — So far this 
month additional retail dealers have 
supplied themselves with display ta- 
bles and other furnishings for the pur- 
pose of making their stores more at- 
tractive and sales larger. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. BOSTON 
Display Tables.—No. 1073, $30 each 


net; cutlery display, $45; screw 
cabinet, $5.25; bolt and nut unit, 
$43.20; counter merchandiser with 
glass divider, $11.25; screen back, $12; 
| wall brackets, $5.25 per carton; coun- 
ter nail bins, 27 bins, $123.75: 18 
bins, $86.25; 9 bins, $45; nail boxes 
only, $2.63 each. 
| 
ELECTRIC FANS. — Recent warm 
ror strongly suggestive of summer, 
served to bring into jobbing houses or- 
| ders for electric fans from some of the 
| . 
| retail trade. 
| JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Electric Fans.—Polar line, No. B60, 
6 in., new type, in lots of less than 
12, $2.75 each net; in lots of 12 or 
more, $2.65. No. B68, 10 in., in lots 
of less than ps $4.65; in lots of six 
or more, $4.3 
FENCING. — Sales of fencing and 
| staples are picking up. A large per- 
| centage of current buying is of the 
| field type of fencing. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON: 
Fencing.—Lawn, ornamental, in 10- 
rod rolls, 36 in., $1.73 per rod; 42 in., 
$1.88; 48 in., $2.20. | 
Fencing.—Field, galvanized, 8.32 x | 
6, $5.80 per ecwt., net; 10.46 x 6, | 
$7.41; 10.47 x 12, $5.44; 11.55 x 6, 
$8.69. 
Staples.—-Galvanized fence, in 100 
lb. kegs, $6.25 per cwt.; in 10 Ib. Baer 
tons, $7.50; in 1 Ib. papers, $8.5 in 
- Ib. papers, $9.25; in % Ib. in Pow 
11. 
Staples.—F.o.b. mill, Pittsburgh, in | 
car lots, $3.45 per ecwt.; in less than | 
car lots, $3.70. | 
FISHING TACKLE.—With the open- 
ing of the trout streams just ahead of 
us, retailers are enjoying a fair de- 
mand for all kinds of fishing tackle. 
The retailers, in turn, are ordering from 
jobbers. 

JOBBERS’ QUOTATIONS _ RE- 
TAILERS, F.O.B. BOSTON 

Rods.—Steel bait, Vim, 55c. each 
net; Sunnybrook, $1: bait casting, No 
854, $1.56; Sunnybrook fiv, No. BF, 
$1.10; telescope, No. 86, 814 ft., $1.65, 
No. 96, 9% ft., $1.65. 

Reels.—No. 35, $3.50 per doz. net.: 
No. 75, $6; No. 150%, $10.50; No 

5, $12; No. 250, $18.75; No. 350. $26: 
No. 500, $36. 

Rigged Lines.—No. 5. 40c. per doz. 
net; No. 550, 80c.; No. 1000, $1 20: No 
2000, $1.75. Cod lines, No. 2509, $2.40 
per doz.: No. 40, $4; No. 50, $6. 

GUNS AND AMMUNITION.—Metallic 
ammunition and loaded shells have been 
reduced about 10 per cent. Slight ad- 
vances are noted in the Iver Johnson, 
16 gage, No. 316 shotgun, which now 
costs the retailer $7.50 each net; and 
in the Savage, No. 4 rifle, which now 
costs the retailer $6.05. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON 

Shot.—Air rifle. 5c. size, $3.85 per | 
case, net; Boy Scout, 10c. size, $4.25 
per case; B shot and larger, $2.65 per 
bag (25 Ib.). 

HORSE SHOES.—Jobbers find a sale 
for pitching horse shoes. They weigh 
2% pounds per shoe, the authentic | 
weight, and come one pair to a box. | 
The cost to the dealer is $1 per pair and | 
he retails them at $1.50 a pair. 


LAMPS.—Red, blue and green bulbs | 
are now quoted by jobbers at 25 per 
cent discount, contrasted with 30 per 
cent, as heretofore. 


LAWN ACCESSORIES.—It now de- 
velops that manufacturers of garden 
hose are sold ahead until May 1. Deal- | 
ers who have not covered their require- 
ments should take account of stock as 
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) soon as possible. Lawn mower sales to 


date have been somewhat smaller than 
last season, yet on the whole are satis- 
factory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Hose.—Rubber, garden, Commer - 
cial, % in., 6%c. per ft., net; Leader, 
% in., 6%c.; % in., 74%4c.; Vigilant. 
5, in., 8%c.; Olympia, % in., 8%c.: 
Good Luck, % in., 10c.; Milo, % in., 
10%c.; Bull Dog, % in., 13%4c. 

Lawn Mowers.—Roller bearings, 16 
in., $18.25 each, net; 18 in., $19.50: 
20 in., $20.75; roller bearers, 16 in.. 
$16.75; 18 in., $17.50; 20 in., $18.75. 
Automatic style, 11-5, 16 in., $12; 18 
in., $13; 20 in., $14. Style 10-4, 14 
in., $9.75; 16 in., $10.50; 18 in., $11.25: 
20 in., $12. Style 9-4, 14 in., $9: 16 
in., $9.50; 18 in., $10; 20 in., $10.50; 
ball bearing, 16 in., $14.25; 18 in., 
$15.50; 20 in., $16.75; 14 in., $9.75; 16 
in., $16.50; 18 in., $11.25; 20 in., $12: 
high wheel, 14 in., $9; 16 in., $9.59: 
18 in., $10; 20 in., $10.50; special. 
style 8-4, 14 in., $8.50; 16 in., $8.90: 
18 in., $9.30; special, style 8-3, plain 
bearing, 12 in., $5.40; 14 in., $5.80: 
16 in., $6.20; 18 in., $6.60. 

Rakes.—Lawn, wooden, 3 _ bow. 
steel, Hub, $9 per doz. net; 3 bow. 
steel, hand made, $10. Wood handle 
on rake with 24 teeth, 24 grade, $6.60 
per doz. net. 


PICKS AND MATTOCKS.—While it 
| could be a whole lot better, business in 
picks and mattocks is somewhat larger. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON: 


~ 


Picks.—Contractors’, 7 pounders. 
$11.10 per doz. net; 8 pounders, 
$11.70; 9 pounders, $13; railroad, 5 
pounders, $7.90; 6 pounders, $8.25; 7 
pounders, $8.50. 

POCKET KNIVES.—Local jobbers 
have made a somewhat belated ad- 
vance of 5 to 10 per cent on about 
twenty-seven items in one make of 
pocket knives. The manufacturers an- 
nounced the advance on these items 
around Feb. 1. Assortments of imita- 


/tion pearl handle knives, selling at 


around $8 per assortment, are in de- 
mand. 
PUSH PINS.—Offerings by jobbers of 


/a new assortment, No. W, of Moore’s 


decorative push pins, are bringing re- 
sults. The assortment includes three 
sizes of push pins, small, medium and 
large, in rose, Amber, blue and green, 
and there are four dozen pins in the as- 
sortment, which costs the retailer $3.20. 
JOBBERS’ ep hg TO RE- 
TAILERS, F.O.B. BOSTON 
Push Pins.—Moore’s ee, regular, 
80c. per doz. Decorative assortment, 
No. W, $3.20. 


| RUBBISH BURNERS.—Those retail- 


ers who are not stocked with rubbish 
burners are now placing orders with 
jobbers. 
JOBBERS'’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Rubbish Sathers. Cyclone, No. 2. 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 
Covers, $2.12 per doz., net. 


| SCREENS AND DOORS.—Further or- 


ders for screens and doors have been 
taken from retailers by jobbers. All 
of the largest retail distributors have 
now covered their requirements for this 
summer. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON 

Screen Doors.—From stock, No. 24 
2.6 x 6.8, $19 per doz. net; 2.8 x as 
$19.88; 2.10 x 6.10, $20.94; 3.0 x 7.0, 
$21.88: No. 384, 2.6 x 6.8, $26.69: 2.8 
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Ol oie ti Pt el 


Combine Convenience 
and Selling Action 


To help you.to secure more hack saw sales a 


convenient as well as attractive counter dis- * 


play—a silent salesman—has been designed 


by SIMONDS, The Hack Saw Makers. 


You can place it on your counter or case as _ 


illustrated here, or, if you prefer, it is just as 
effective if placed in the trays. 


This is a display card in colors, stocked with 
24 blades. You sell these blades from the 
card and when they are disposed of you can 


, replace the display (card and blades) with a 


| 


fresh one. 


Keep SIMONDS HACK SAW BLADES be- © 


fore your customers and you will secure the 
profit consistent with the big demand for 
these hack saw blades. 


Ask your jobber about this. 


Simonds Saw and Steel Co. 


Established 1832 “The Saw Makers” 
Hardware Dept. Fitchburg, Mass. 


2 


I, 1929 
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x 6.8, $27.81; 2.10 x 6.20 righ rs | WATERGLASS.—The price of eggs is 

7 30.13; No. 545G, 2.6 x 6.8, 69; ; : 

8° : res ga3.13. 2 10 ak 344.88. | falling fast and retailers should find 

a Pci re. 44. i tae se plenty of customers for waterglass. 
actory ipments.— Deduc er 

cent from the above prices. Freight JOBBERS’ QUOTATIONS TO RE- 

is allowed in the distribution of cars TAILERS, F.0O.B. BOSTON: 

from factory. Waterglass.—_In pint containers. 


$1.30 per doz. net; in quart contain- 
ers, $2; in gallon containers, $7. On 
direct factory shipments, freight is 


WOOD SCREWS. — Jobbers have | 
marked up wood screws 2% to 5 points. | allowed on 120 Ib. to all New England 
Revised discounts from the new list fol- | points, except north and east of Ban- 
low: | gor, Me. 
JOBBERS’ QUOTATIONS TO RE- | WINDOW WEIGHT.— With the more 
TAILERS, F.0.B. BOSTON | open weather and a resumption of 
building, there is slightly more call for 
| window weights. 


Wood Screws.—From stock. flat 
head bright, 45 and 10 per cent dis- 
count; round and oval head bright, 


40 and 10 per cent; flat head blue. JOBBERS’ QUOTATIONS, TO RE- 
45, 10 and 5 per cent; round head TAILERS, F.O.B. BOS 

blue, 40 and 10 per cent; flat head Wind Weight ‘ms ieatle 
hot galvanized, 17% per cent; flat oue. a ng os rom (ocal)” 
head copper plated, 22% per cent dis- $41 A unary o ’ 


count round ge oe ged plated 

\% per cent; flat hea rass F a. 

per cent; round and oval head brass, AXES. Manufacturers of axes have 
2714 per cent. issued price lists for the coming sea- 





son. These prices are the same as now 
quoted. 


JOBBERS’ eyot Amon. TO RE- 
TAILERS, F.O.B. BO 


Axes. — Standard ti without 
handles, $14.50 per doz. net. The 
usual] extras for weights and handles 
obtain. 

es ee eg 28-in., $7 per 
doz. net; 30 i 32 in., $6.40 and 
$4.86; 28 de "gi. % ee $5. 


SOLDERING COPPERS.—Quotations 
on soldering coppers as made by Bos- 
ton jobbers have been advanced approx- 
imately 10 per cent. New prices fol- 
low: 


JOBBERS’ QUOTATIONS iad RE- 
TAILERS, F.O.B. BOSTON 


Soldering Coppers. — Standard 
makes, % Ilb., 25c. per pair net; 1 
Ib., 40c.; 1% Ib., 60c.; 2 Ib., 75c.: 2% 
Ib., 95c.; 3 Ib., $1.15; 4 a, * jc 5 
Ib., $2; 6 Ib., $2. 40; 8 Ib., $3.2 


Movement of Spring Merchandise Improves 


Slightly in Metropolitan (N. Y.) Area 


New York, March 19.—Some improvement is reported in local 
demands due directly, it is believed, to the spell of warm, though 
unsettled weather of the past ten days. Retail movement of spring 
merchandise is getting started and a fair amount of reorders is 
reported by wholesalers. A fairly optimistic view is freely ex- 
pressed by those studying the possibilities of spring hardware 
demand. There is little complaint about the volume of hardware 
business being done, but many distributors and retailers state that 
profits are a little less than they should be, consistent with present 
volume. 

Collections continue to average from poor to fair, though it is 
generally believed that hardware collections are relatively better 
than average business collections, in this section. 

Though Dodge building reports showed a substantial decrease 
for building projects of the present first quarter, there has been no 
serious reflection of this situation in the finishing hardware and 
supply lines. 

With the possible exception of certain highly competitive spring 
lines, all prices quoted in this market are particularly firm. 





BATTERIES. — Fairly active, with 50 and 10 off list; larger to 1 by 30, 
50 per cent off list; 1% to 1%, 30 off 


prices firm. Stocks appear adequate. list. 
JOBBERS’ QUOTATIONS kb RE.- Coach screws, 55 off list. Case 
TAILERS, F.O.B. NEW YOR lots, 60 per cent off list. Step bolts, 
Dry cells, No. 6, Ai oy type, 50 per cent off list 
ees ee, Tae, aes ee, He | CLOCKS —Sale is fair. Prices are the 
Hercules, No. 6, ignition type, 23c. same and stocks ample. 
each in lots of 50. JOBBERS! QUOTATIONS TO RE- 


B batteries, No. 771, 42c. each; in 
units of 5, 39c. each; No. 764 and 768. TAILERS, F.0.B. NEW 
$1.22 each; in units of 5, $1.14 each: Alarm clocks, Big Ben, ‘om; same 


No. 763 $1. 05; in units of 5, $0.97 luminous, $3.16; Baby Ben and Baby 
each; No. 1772 Yeo type), $2.06 Ben luminous take same respective 
each; in units of 5, $1.92 each; heavy prices; ry Hur, $1.76; same lumi- 
duty, vertical type, No. 770, $3 each; nous, $2.4 

in units of 5, $2.80 each. ‘Layerbilt. Blue Bird luminous dial, $1.76; 
No. 486, $3.20 each; ws of 5, $2.9 Blue Bird, $1.22; Sleepmeter, $1.40; 
New Layerbilt, No. , $3.22 each: = | Sleepmeter, luminous dial, $2.10; 
units of 5, $2.97 hw American, $1.05. 


A 1 1.76; 
BOLTS AND NUTS.—Normal demand | gqAt®%,°lock#,, Westclox, plain, $1.76 


at steady prices. Stocks in good condi- | p, ASHLIGHTS.—Have been in good 





tion. demand in most sections. Prices are 
JOBBERS’ QUOTATIONS TO RE- 
pe ce ie gpg ov gate apa QUOTATIONS TO RE 
Carriage bolts, 55 off list. Case } a 
lots, 60 per cent off list. | TAILERS, F.O YOR 
Stove bolts, 80 per cent off list. | Flashlights, “a pomonydl 68c.; tee 2630, 


Machine bolts, % by 6 and smaller, ' 84c.; No. 2681, 68c.; No. 2612, $1.10 
Reading matter continued on page 66 








No. 2672, $2.08; No. 2674, $2.08. No. 
697, $1.49; No. 2642, $2.73; No. 2644. 
$2.73; No. 2660, 84c.; No. 2634, $1.17: 
No. 2619, $1.43; No. 6993, $2.63: No. 
2645, $3.57. Prices are each and net. 

Flashlight assortments, No. 71, 
$6.06; No. 16, $6.06; No. 04, $4.08 each. 


| FLASHLIGHT UNIT CELLS.—Have 








been much more active than complete 
flashlights. Prices remain unchanged. 
Stocks are in good condition. 


JOBBERS’ era ve ane RE- 
TAILERS, F.O.B. NEW 

__ Eveready Flashlight cane cae. No. 
703, 19%c.; No. 706, 13c.; No. 710, 
68c.; No. 734, ag Bia 750, 13c.; No. 
761, 19%4e.; No. 64%4c.; No. 935, 
644c.; No. 409, Seige’: No. 705, 19%%4c.; 
No. 790, 13c.; No. 791, 13c.; No. 700, 
13c. Prices are each ‘and net. 


NAILS.—It is reported that prices 
shown here are being maintained with 
the present volume running about nor- 
mal. 


JOBBERS’ QUOTATIONS Rb RE.- 
TAILERS, F.0.B. NEW YORK 


Common. wire nails, bright, 4d, 
$4.35 per keg; 6d, $4 per keg; . 
$3.95 per keg; 16d, $3.85 per keg; 
20d, $3.75 per keg; common wire 
nails, rn: S o $6.85 per keg 

0 per keg; 8d, $6.45 per ken. 
oe Toa. $6.35 per keg. 

Vire box nails, smooth, 4d, $4.55 
er keg; 6d, $4.20 per keg, and 8d, 
4.05 per keg. Wire finished nails. 
bright, 4d, $5.05 per keg; 6d, $4.45 
per keg; 8d, $4.20 per keg, and 10d, 
$4.10 per keg. Wire finishing nails, 
galvanized, 4d, $7.55 per keg; 6d. $6.95 
per keg; 8d, $6.70 per keg, and 10d, 
$6.60 per keg. 


ROLLER SKATES.—Not very much 
activity at the present time. An im- 
provement is expected when the 
weather improves. Prices are not likely 
to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 
same for boys, with’ self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates accessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 190: axle 
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Cap’n Mark 


is coming ashore to help Hardware Dealers 
sell Rope. He wants to meet Every Dealer 
and has arranged to be on the front cover of 


Hardware Age, next week (March 28). 


He will introduce himself and tell you some- 
thing of the tremendous assistance he offers 
to dealers selling 


COLUMBIAN 


Tape-Marked 


PURE MANILA ROPE 


It will be well worth your while to become 
acquainted with Cap’n Mark because he is 
destined to become the greatest individual rope 
salesman of all times. 

















COLUMBIAN ROPE COMPANY 


352-80 Genesee Street 


Auburn “The Cordage City” N. Y. 


Branches: New York Chicago Boston New Orleans Philadelphia 
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nuts, $1 per 100; axle nut washers, Garden hoes are packed 12 in a Moitar hoes are packed 12 in a 
60c, per 100; a binding bolt, — am bundle. 
de. per 100; adjustment binding bolt Jarren type oes, 984ec. each. 
nut, 65c. per 100, and toe clamps, Scute type hoes, 8lc. to 92c. each. Potato Hooks 
12e. per pair. i : Solid steel goose neck, black and 
Chieftain line, No. 400, for either Garden Hose gold tinish, 44% ft. handle, 5 round 
boys or girls, self-contained _ ball tines, $1.02% each. Same, with bent 
bearings, $1.45 per pair. Z ‘ in.—in 25 ft. lengths, 9% to 13c.; head, polished and bronze finish, 4 
( hicago line, No, 181, 2.65; No, in 50 ft. lengths, 9 to 12%c. angular black tines, 9644c. each. 
eo yg — ore Bye? geo 101, These are packed 12 in a bundle. 
00, a OS. oOo a a, o per J . 
pair. Grass Hooks Rollers 
SASH CORD.—Demand is moderate. Sa en wok tine. Welded steel drums, green painted 
P ii “ - Bronzed on top side, 18c. each. 7 with red handles. Plain bearing roll- 
rices are the same. Stocks are satis- No. —English pattern. High i ie } 
a ol Baa Rap. ers, 14 in. diameter, 24 in. length, 
factory. grade stee ade, natural finish, $8.55 each; 18 in. diameter, 24 in. 
polished back and edges, 58c. each. length, $10.15 each 
JOBBERS’ QUOTATIONS To RE- No. 35 — Tempered steel blade. Roller bearing rollers, 24 in. di- 
TAILERS, F.0.B. NEW YORK Rubbed back and green enamel fin- ameter, 24 in. length, $14.60 each: 
Sash cord, Sampson Spot, No. 8, ish, with black enamel! handle, 35c. 24 in. diameter, 32 in. length, $16.50 
be. to 674%4c.; Aetna No. 8, 29%4c. to No. 33 — Offset pattern. Forged each, 
231, Phoenix. No. 8 40c. to 41c | from bar tool stock. Riveted hard- 
aan a. % wood handle and polished blade, Steel Rakes 
f gt : . 42%ec. P 
na Bae rr No: 43—onset pattern with green Light weight, black finish, ash 
. . . painted blade, 3314c. each. handle, 12 teeth, 46c. each; with 14 
SCREWS.—Recent advances are being No. 7—Offset pattern. High grade — oo each; with 16 teeth, 
" . z : steel blade, with polished face ‘and vt 2c. eacn. 
age 72 yy wen ~ section, ac- forged steel shank "need to blade Bodh ra ate am. Bes 
c i 2 i i with two bolts. Corrugated handle, teeth, 09 : , , 
ording to the reports heard in this| with two b _— vic. each; 14 teeth, polished, 83%c. 


market. Stocks are in good condition. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK 

Wood screws, flat head, bright iron, 
47%-10-10; round head blue, 4214-10- 
10; round head, iron, nickel plated. 
27%-10-10; flat head, galvanized, 20- 
10-10; flat head, brass, 37%-10-10; 
round head, brass, 3214-10-10. These 
discounts apply to new standard 
screw lists 

Machine 
head, brass, 

Iron, 60-714 


SPRING GOODS.—Though the weather 
has been anything but settled, there 
appears to be “a warming up” in prog- 
ress which may be the forerunner of 
springlike weather. Such a change 
would undoubtedly improve the sale of 
various spring goods. The wholesale 
volume to date is considered satisfac- 
tory but the retail demand has been 
very light. Prices are nut expected to 
show any material change. 
JOBBERS’ QUOTATIONS ro RE. 
TAILERS, F.0.B. NEW YOR 
Garden Hoes 


Ladies’ garden hoes, 5 in. 
steel blade, solid shank, 4 ft. 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze socket 
shank, 4% ft. handle, 87%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 
81% c. each. 

Onion hoes, square top, 
forged steel blade, 7 x 1% 
finish, 41% ft. handle, 81%4c. 


screws, flat and round 
60 per cent discount. 
per cent discount. 


forged 
handle, 


polished 
in. bronze 
each. 





Hay Forks 


Strapped ferrule, selected ash han- 
dies, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 


handle, $1.15% each, and with 6 ft. 
bent handle, $1.39 each. 

Hay forks are packed 12 in a 
bundle 

Five per cent off all prices on 
spring goods in bundle lots. 

Hedge Shears 
One serrated edge and one knife 


edge. Forged steel handles with grips. 
Tempered steel blades, 6% in., $1.83 
each; 7% in., $2. “a 8 in., $2.17; 9 in., 
$2.33; 10 in., $2.67 

Ash handles with riveted tangs, 
fastened with bolt, 6% in., plain, 90c.; 
7 in., notched, $1.30; 8 in., notched, 
$1.40; 9 in., notched, $1.50. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 in. 
tines, bronze finish, $1.71 each. Same, 
5-12% in. tines, $1.89%% each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 


ash handles, 4-12 in. tines, $1.57% 
each. Same with 5-12% in. tines, 
$1.8914 each. 


Heavy mill or street forks, ‘yo 
ferrules, bronze finish, wood an- 
dle, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure forks 
are packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. 7 handle, 
9 in. blade, $1.09 "each. ame with 
2 holes and 10 in. polished steel 
blade, $1.09 each. 





each; 16 teeth, 87%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle. 
16 teeth, $1.10 each; with 14 teeth, 
$1.0134 each. 

Rakes packed 6 in a bundle. 


Cultivators 
Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dies, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 85%c. each. 
Packed 6 in a bundle. 


TIRES AND TUBES.—Rumors of 
pending advances persist. It is certain 
that any price change will be upward. 
The demand of the spring season has 
hardly got under way, but early orders 
encourage the belief that 1929 touring 
demands will represent a very substan- 
tial market. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Mansfield tires, 4 ply balloon type, 
29 x 4.40, $7.40; tubes, Vo 50; 30x 4. 50, 
$8.25; tubes, $1.60; 29 4.75, 
tubes, $1.70; 29 x 5.00, *$9.90: tubes, 


$1.75; 30 x ’5.00, $10.20; tubes, $1.80; 
-y x 5.00, $1 0.65; tubes, $1.85; 32 x 
5,00, $11.75; tubes, 3 -90; 28 x 5.25, 
$11.10; tubes, $1.85; 30 x 5.25, $11.90: 
tubes, $2.00; 31 x 520, 512. 25; ae, 

$2.05; 29 x 5.50, $12.65; tubes, 5. 
Same, 6 ply, 31 x 5. 25, $14. 70: ll 
$2.05; 30 x 5.50, $16.05: tubes, $2.35: 
30 x 6.00, $1 16.15; tubes, $2.25; 31 x 
65; tubes, $2. 30; 32 x 6.00, 


6.00, $16. 
$16.95; tubes, $2.40; 33 x 6.00, $17.55; 


tubes, $2.5 
Tire ay racks $10.00 each. 
PRICES ALL INSTANCES 
ARE EAC 





Washington News Letter 


exist, even though the appraiser could 
not properly determine this value. 
The result, he pointed out, the duty 
paid is based on a foreign value 
“proved to the court by the submission 
of affidavits which Treasury agents 
were unable to identify.” 

The matter of determining a more 
satisfactory basis of evaluating im- 
ports is one of the fundamentals under- 
lying the entire tariff program. Many 


interests which have sought higher 
duties apparently would be glad to 
forego changes in rates if they were 
assured of proper valuation of im- 
ported articles for undervaluation fre- 








(Continued from page 51) 


quently has been the cause of the most 
harmful competition from abroad. 
This is true of numerous hardware 
items. Another change apparently in 
mind by the House committee relates 
to the flexible provision. There ap- 
pears to be a favorable disposition to- 
ward liberalizing this provision by 
which increases or decreases in duties 
could be made much more quickly upon 
Presidential proclamation than now is 
possible. Also consideration is under- 
stood to be being given to empowering 
the President to transfer articles to or 
from the free list under this provision. 





Under the present act this cannot be 
done. 


January shipments of enameled 
sheet-metal ware were 426,877 dozens, 
valued at $1,414,638, as compared with 
324,445 dozens, valued at $1,104,060 in 
December, and 319,871 dozens, valued 
at $1,093,329 in January, 1928, accord- 
ing to reports received by the Depart- 
ment of Commerce from 18 manufac- 
turers, comprising approximately 80 
per cent of the industry. January 
shipments of galvanized sheet-metal 
ware were 202,641 dozens, valued at 
$779,600. 
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MARCH IS A GOOD MONTH 
FOR SCREEN CLOTH SALES 





Window Displays of Chase Bronze and Copper Insect Screen 


Cloth will remind your customers that fly time is coming. 


As a suggestion... 


A few boxes of Chase Copper Tacks spilled out in the foreground. 


Some hammers, saws, planes and other tools arranged near by — 





and in the background rolls of shining Chase Bronze and Copper 
Screen Cloth. 

This will remind the man who is handy with tools that it’s time to look over his last 
years screens, put them in shape for the summer, and if necessary to repair them with Bronze 


or Copper screening this time, that can’t rust. 









Chase Bronze and Copper Screen Cloth cannot 
rust. It is uniform in mesh and the cross wires are 
rigidly interlocked. It is woven in our own mill from 
Chase Bronze and Copper wire and each roll carries the 


distinctive Chase-mark to guarantee it. 


Quick deliveries from 13 warehouse stocks 
A full stock of Chase newness and Copper Screen 
Cloth in various widths and meshes is carried 
in each of the Chase warehouses shown below 


marked with a star. 


The Mark that Identifies Good 
Brass and Copper Products. 


CHASE BRASS & COPPER CO. 


—~I NCORPORATED=— 
HOME OFFICE - WATERBURY , CONNECTICUT 
Branch Offices and Warehouses + *New York, *Boston, Rochester, *Newark, *Philadelphia, 


*Baltimore, Pittsburgh, *Cincinnati, *Cleveland, “Detroit, “Chicago, *St. Louis, “New Orleans, 
Dallas, “Los Angeles, *San Francisco. *Warehouse stocks are carried in these cities 
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Twin Cities Report Upward Trend in 
Spring Demand—Prices Firm 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, March 18.—With the turn toward milder weather 
and the clearing of the roads, business in the Northwest tributary 


to the Twin Cities shows an upward tendency. 


Where for several 


weeks the traffic on all but some of the main highways has been at 
a standstill, the tributary roads are becoming passable and travel 
is being resumed with a corresponding resumption of trade. 


Prices are fairly firm, the only changes being on rope and chain. | 
Rope has advanced and chain prices are lower. 


Other prices are 


steady. Additional spring items will soon be added to the quota- 


tions. 


AXES.—Demand is fair, with stocks 
well assorted. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.50; 
double bit, handled, $24.25 doz. net. 


BOLTS.—Call for bolts is still light, 
with stocks being gradually filled for 
spring trade. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, 60 per 
cent, stove bolts, 75 per cent, and lag 


screws, 60 per cent from standard 
lists. 
BRADS.— Sales are nominal, with 


prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Wire brads in 25-lb. box at 75 per 
cent from lists. 

BUILDING PAPER.—Demand is still 
low, though there are signs of activity 
in the building trades. Prices are 
steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Red rosin sized paper, all weights, 
$2.50 cwt., and tarred felt paper, 
$2.65 cwt., net. 

CHAIN.—Call for chain is fair, with 
stocks ample. Prices show a decline. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 

Log chain, 4% x 14, $12.05; % x 14, 
$9.15; % x 14, $8.60; proof coil chain, 

in., $10.30; % in., $7.40; % in., 
$6.85; % in., $7.70 cwt., net. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand for this line 
is showing some increase, although the 
real spring call has not yet started. 
Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


Eaves trough, 5 in., slip joint, sin- 
gle bead, galvanized, in crates, $5.25; 
6 in., $6.40; conductor pipe, 3 in., in 
crates, not nested, $5.10; 4 in., $7.15 
per 100 ft.; conductor elbows, 3 in., 
$1.73, and 4 in., $2.88 per doz., net. 
FIELD FENCE.—Dealers are finding 
some interest in this line, though actual 
sales have not yet started. Prices are 
steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Field fence, 9 ga., top and bottom, 








’ 


11 ga. intermediate, 26 in. high, $39.69 
per 100 rods, net, with other heights 
in proportion. 


FILES.—Retail demand is still nomi- 
nal, with stocks well filled. 
show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Nicholson files, 50 per cent and job- 
bers’ brands, 60-10 per cent from list. 


GALVANIZED WARE.— ‘Sales are 
steady, with perhaps some increase in 
volume. Prices are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard 10 qt. galvanized pails at 
$2.55; 12 qt., $2.70; 14 qt., $3: 16 at 
stock pails, $4. 70; 18 at., $5.50; stand- 
ard ees tubs, No i, 37: Ro. 


2, $7.90: No. $9. 20; heavy galvan- 
ized tubs, No. y' $12.85; No. 2, $14.05; 
No. 3, $15.25 doz., net. 


GLASS AND PUTTY.—Demand is still 
rather light, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Single and double strength A grade 
glass, Minnesota prices 83 per cent 
from lists; strictly pure putty, in 50 
lb. steel drums, $4.85 cwt., net. 


NAILS.—Call for nails’ is still light, 
with dealers filling their stocks for the 
coming building season. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base. 


OIL STOVES AND HEATERS.—De- 
mand is slow, but dealers are preparing 
for the spring sales in this line. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 
m.. Nesco oil stoves, $72 each; 
$23.50 each; No. 213. with No. 

i108 pete 3 $30.50 each, less 3314 and 5 
per cent. Perfection oil ranges, white 
porcelain with built-in ovens, No. 
339, 5 Superfex burners, $140; No. 
279, $120: Stoves, No. 74. 4 burners, 
$29.50: No. 738, $23.25: No. 72, $18. 
Prritan oil ranges, white norcelain. 
with built-in ovens, No. 249, $122; 
stoves, No. 44, 4 hurners. $29.50; No. 
43, 3 burners, $23.50: No. 42, $18. 
Puritan pressure-gas (gasoline) white 
porcelain range, with built-in ovens, 
No. 759. $128; stoves, No. 714, 4 burn- 


ers, $38: No. 713, $33; No. 703, 3 burn- 
ers, $26.50 list. 

Perfection ovens, No, 211, 1 burner, 
plain door, 


$2.50; No. 211G glass 


| 


Prices | 





door, $2.70; No. 122G, 2 burners, 
glass swing door, $6.20; Puritan, No. 
42G, 2 burners, glass drop door, 
No. 42, 2 burners, steel drop 
door, $5.25 list. 

Perfection and Puritan oil stove 
wicks, $3.75 doz.; $45 gross, list. 

Perfection oil heaters, No. 1686 
green porcelain, Pyrex globe, $16. 50; 
No. 1526, black japan, Pyrex globe 
$9.75: No. 1530, black japanned, 
nickel trimmings, $9.25; No. 525, black 
drum and trimmings, $7.25 list, with 
discounts as follows: Dealers’ dis- 
counts on net purchases of less than 
$100, 30 per cent; on all net pur- 
chases including and following 3100 
qualifying order, 33% per cent, on 
all purchases amounting to $250 or 
more during the calendar year, an- 
nual bonuses will be paid according 
to the volume of business. 


PYREX OVENWARE.—Call is steady, 
though possibly slightly lighter than in 
the colder weather. Prices have not 
changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17; No. 643 
casseroles, $1.17; No. 634 casseroles, 
$1.33; No. 212 bread. pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 

- tea pots, $2; No. 26 tea pots, $2.33; 

No. 953 percolator tops, 7c. each net. 


REGISTERS.—Stocks are filled, ready 
for the spring trade. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Cast iron registers, 20 per cent; 
and wrought steel registers, 40 per 
cent from lists. 


ROPE.—Sales are normal. Prices have 
advanced two cents on manila and one- 
half a cent on sisal rope. Sales are 
fairly good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade manila rope, 7-16 in. and 
larger, 24c.; % in. and smaller, 25c.; 
best grade sisal, 17\%c. lIb., base. 


SANDPAPER. — Demand shows a 
slight increase as spring renovating and 
redecorating gets under way. Prices 
show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade sandpaper, No. 1, 80c. 
per box of 75 sheets; second grade, 
No.1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


REGISTER AND RADIATOR 
SHIELDS.—Call for this line still is. 
fair, with stocks ample. Prices have 
not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Register shields, Gem, No. 1, floor 
type, $12; No. 10, floor type, $10; No. 
2, wall ‘type, $6; and No. 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. and No. 2 are 
oxidized copper. No. 10 and No. 20 
are black enameled. 
Radiator shields, Gem, ag ag ee 
No. L $4; _ l-a, one; pe. 2, $4.50 
No. 3, $5; 4, a $5.50; No 
6 Se. No: gb. $6: $6.20; No. 8, 
$7. These prices vo a per each 
and subject to dealers’ discount of 30° 
per cent. These models with water 
humidifiers are $1 extra each, list. 
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NICHOLSON FILES 















Many inexperienced 
tool users confuse the 
uses of the Flat Bastard 
File with those of the 
Mill Bastard. 


And that the Mill Bas- 
tard File has single cut 
teeth which makes it the 
best tool for sharpening 
mill saws and for finish- 
ing work. 


Remind them that the 
Nicholson Flat Bastard 
File has double cut teeth 
which fit it for what may 


a This information, given at 
be termed coarse filing. 


the right time, should in- 
crease the sale of your files. 


wise, NICHOLSON FILE Co. 
U.S.A. Providence, R.1.,U.S.A. 


(TRADE MARK) 


A FILE FOR EVERY PURPOSE 
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S : nee i i JOBBERS’ QUOTATIONS TO RE- Continental wood frame ventilators, 
SASH WEIGHTS. — Deliveries are TAILERS, F.0.B. TWIN CITIES: No. V836, $3.60; No. V923, $4.05; No. 
light, with stocks well filled. Prices . V937, $4.50; No. V949, $6.10; No. V959 
Stove pipe, uniform blued, 28 ga., , , 2 Woce¥s . ’ 
are unchanged. 6 in., knocked down, $11.80 per hun- $6.15; No. V1537, $5.85; No. 1549, 
$7.80. Prices are per doz. net. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Cast iron sash weights, regular 
sizes, $2.10 cwt., net. 


SCREWS.—Call is slightly better, with 
stocks well assorted. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Flat head bright wood screws, 50-5 
per cent; flat head japanned, 37% 
per cent; round head blued, 45 per 
cent; round head, nickel plated, 25 
per cent; flat head, brass, 40 per cent 
and round head, brass, 35 per cent 
from standard lisits. 


SKATES.—Dealers are ready for the 
spring demand for roller skates, which 
comes with the clearing away of the ice 
and snow. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Roller skates, Union, No. 181, $2.65; 
No. 183, $2.75; No. 185, $2.75; No. 101, 
$1.35;-No. 103 and 105, $1.40 pair, net. 


SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—Demand is declining rap- 
idly and display stocks are being rele- 
gated to the background. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Snow shovels, steel blades, straight 
handle, $4.15; -steel blade, D handle, 
$4.65: galvanized, steel blade, D 
handle, 15% x 17, $10; same, 16 x 21, 
$10.65, and Koehler’s 7-in. blade side- 
walk scrapers, $3.96 doz. net. 


STOVE ACCESSORIES.—Call is grow- 
ing less, with stocks diminishing. 
Prices are unchanged. 





dred; common iron, corrugated, 6 
in. elbows, $1.27; adjustable charcoal 
iron, 6 in. elbows, $2 doz.; cast iron, 
wood handle dampers, 6 in., $1.25; 
coil handle, $1.15 doz. net. 

Crystallized stove boards, 28 x 28, 
$16; 30 x 30, $18.60, and 36 x 36, 
$25.95 doz., net. 

Stove shovels, japanned, 14% 
50c.; Jumbo japanned, 21% in., 
Jumbo, Jr., japanned, 75c doz., 


in., 
$1.35; 
net. 


better, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 

Galvanized steel sheets at $4.75 
cwt., base (24 ga.), and black steel 
sheets at $3.90 cwt., base (24 ga.); 

Armco galvanized iron (24 ga.), $6.65 

cwt., net. 

TIN.—Call for tin shows a slight im- 
provement, with stocks well filled. 
Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 28, 

$14.30 box, and roofing tin, 20 x 28, 

8 Ib. coating, IC, $15.50 box, net. 
WEATHER STRIP.—Sales show a 
steady decline, with the milder weather. 
Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 

Weather strip, wood and felt, % 
in., $2.10; % in., $3; 1 in., $4.20; 

Wirf’s full reels, $3.50; Bosley full 

reels, $3.75 per 100 ft., net. 

WINDOW VENTILATORS.—Call for 
this line continues good, with stocks 
ample. Prices are firm as quoted. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. TWIN CITIES: 

Continental, me frame, No. 833, 
$5 5.50; No. 
1437, $7. 30; No. 1445, $8.10. 
per doz., net. 


Prices are 


| STEEL SHEETS.—Demand is growing | 





Diamond E, metal frame, No. 01, 


$4.40; No. 02, ‘$4. 80; No. 03, $5.60; No 
1, $5.20; No. 2, $5.60; No. 3, $6.40; 
No. 4, $7.60: No. 5, $8.40. Prices are 
per dozen, net. 

No. 01, $3.60; No. 1B, $4.40. 

Wurldbest, list prices, No. 2, $2.50 
each; No. 3, $3 each; No. 4, $3.50 
each; No. 5A, $4 each; No. 6A, $4.75 
each; No. 6B, $5 each. These list 


prices are subject to a dealer’s dis- 
count of 33% per cent. 


WIRE.—Spring sales will be started 
soon in this line, and stocks are being 
filled accordingly. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 


Galvanized cattle barbed wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (base) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


WRENCHES.—Shops and factories are 
beginning to buy, with retail call 
steady. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nuts, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 

Snap - on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Sets, $13.75; 
No. 202, Heavy Duty Set, ae a No. 
404, Flexible Socket Set, $8; ; 8, 
Crankcage Drain Plug Soskein 33. 20; 

No. 90, Square Socket Set, $3.70; No. 
1817, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 331%4 per 
cent discount. 

Creseent, 6 in., $5.65; 8 In., $6.96: 
and 10 in., $8.64 doz., net. 





New Catalogs off the Press 


New Barrow Catalog Issued 
by Jackson Mfg. Company 


Catalog No. 13 has recently been issued 
by the Jackson Mfg. Co. of Harrisburg, 
Pa. It is devoted to descriptions and il- 
lustrations. of . the company’s line of 
barrows, concrete carts, drag scrapers, 
steel mortar mixing boxes and steel sala- 
manders. Many new items are shown in 
the catalog and practically all the items 
in the line have been altered and improved 


since 1928. ... brepi 


ra ES 


Catalog No. 5 Issued by Beck & 
Gregg Hardware Co. 


Catalog No. 5, covering a complete line 
of hardware and kindred merchandise, has 
recently been issued by Beck & Gregg 
Hardware Co., Atlanta, Ga. 

This is a very complete book, well 
printed and contains much information of 
value to the retail dealer. The book has 
been designed to open flat at any page and 
list prices are used throughout. 

Among the many items shown and illus- 





trated are hand and power tools, agricul- 
tural implements, builders’ hardware, metal 
furniture, paints, juvenile vehicles and auto 
tires. ; 


Ludlow Mfg. Association Print 
“The Truth About Jute” 


“The Truth About Jute,” is the title of 
a booklet recently issued by the Ludlow 
Mfg. Associates of Ludlow, Mass., man- 
ufacturers of jute, flax and hemp prod- 
ucts. 

The booklet deals with jute, its uses, 
its comparison to cotton and gives in- 
formation regarding the tariff on cotton, 
jute and jute products. 





New Fishing Tackle Catalog 


Fishing Tackle Catalog No. 30 has been 
issued by The H. & D. Folsom Arms Co., 
314 Broadway, New York City. In this 
catalog is shown a wide variety of tackle, 
including rods, reels, line, hooks, baits and 
sundries. The book is well illustrated and 
should prove valuable to those interested 
in securing such items. 





Swedish Hardware Imports 
Shown in New Catalog No. 36 


Catalog No. 36 has been released by 
the Scandinavian-Western Importing Co., 
Ltd., 109 Lafayette Street, New York City. 
It covers a complete line of Swedish hard- 
ware imported to this country by the com- 
pany. 

In the catalog are shown and: described 
the “Shark” brand of Swedish chisels, 
pliers, hand vises, files, saws, axes, knives, 
razors, and miscellaneous hardware items. 





Automatic Exit Fixtures Des- 
cribed in Corbin Catalog 


An unusually complete catalog of auto- 
matic exit fixtures and hardware has been 
issued by P. & F. Corbin, of New Britain, 
Conn. In this profusely illustrated cata- 
log, No. K550, are descriptions of many 
kinds of exit fixtures, including sets for 
single and double exit doors, for single 
and double entrance doors, exit push bars, 
and bolts, door locks and latches, door 
checks, butts, strikes, and holders. The 
items described are designed for school, 
theater, and auditorium use. 
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RONSON 





A FLIP and it’s lit, 
RELEASE and it’s out. 





THE WORLD'S 
GREATEST LIGHTER 


ANNOUNCING 


1929 


NATIONAL ADVERTISING 


FOR RONSON DE-LIGHT 


: STARTS March 23—a nation-wide campaign featur- 
ing the tremendously popular Ronson De-Light. 
Beginning in four leading weeklies—the Saturday 
Evening Post—Time—Life—the New Yorker... in 
two important monthly magazines—Vanity Fair and 
the Sportsman... a striking series of advertisements 
will tell millions of smokers about Ronson De-Light— 
the lighter that lights 
with a single motion, 
and lights every time. 





A RONSON PRODUCT 


YTERLIFE 


THE HON-LIQUID LIGHTER FUEL 
A revolutionary new non- 
liquid lighter fuel that won’t 
evaporate or explode. Clean 
and easy to use. Burns with- 


Last year more than a million Ronsons sold over the 
counter. Sold at sight... . on trim beauty of design .. . on 
superb simplicity of action. This year—with this powerful 
campaign behind them—sales will be greater than ever. 

Your customers are going to see this Ronson adver- 
tising. Scores will ask for Ronson De-Lights. So put them 
on your counter today and turn this campaign into profit. 
Art Metal Works, Inc., Aronson Square, Newark, N. J. 
In Canada: Dominion Art Metal Works, Ltd., 64466 
Princess St., Toronto, Ontario. 





out smoke or carbon. Sales 
are amazing. Call your job- 
ber—or write direct for com- 
plete information. 














RONSON Zelighe 


THE WORLD'S CREATEST LIGHTER 





Ronson “De-Lights are fully protected by patents. Infringements will be vigorously prosecuted. 











ODERN 


SASTERS 
FOR 
MODERN HOMES 


THE old-style caster is no longer used in 
the modern residence. People who take 
pride in their homes use “Acmes’’—the 
modern caster. 


Ball-bearing, this caster rolls silently and 
smoothly. It will not mar nor scratch 
either floor or floor covering. ‘‘Acme”’ 
adds to appearance and denotes style and 
good taste. 


Sell ““Acmes.”’ Keep your caster stock 
up-to-date. Meet the popular demand for 
high-class casters and double your caster 
profits. Write for catalog and sample. 


I'rem your Jobber Send for Catalog 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE NEW YORK 


Agents: J. C. McCarty & Co. 
253 Broadway, New York City 
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| “Some Notes on Bookbinding” 


(Continued from page 31) 


often unduly pared at great loss of strength to meet the 
desire for a freely swinging board. A little sacrifice of 
neatness here will result in a corresponding gain in the 
length of life in a joint, usually the first place to show 
signs of wear. A book which opens at the joint too freely 
will not last. 

LEATHERS: The leathers most frequently used in 
bookbinding are goatskin, known as Morocco, Levant and 
Niger; calfskin, known as Calf and known in England 
as Russia; pigskin, sealskin° and sheepskin, known as 
Skiver, Roan and what not. Goatskin, pigskin and seal- 
skin, if properly prepared, make find binding leathers. 

METHODS OF TANNING AND DYEING: Owing to 
methods entirely different from those formerly used in 
tanning and dyeing, methods adapted to rapid and cheaper 
production, modern leather is much poorer in quality. The 
demand for “fancy” colors which can be obtained only by 
distinctly harmful means is another factor. 

The great difference in wearing qualities of the leather 
of the sixteenth century and that of today is due to the 
following causes: 





1. The different methods of tanning and dyeing. 

2. Use of free sulphuric acid, seldom properly washed 
out. 

3. Additional hazards to leather owing to modern living 
conditions. 

4. Demand for highly polished or crushed surface on 
leather covers. 


INDOOR ATMOSPHERIC CONDITIONS: A report 
of the Engineering Experiment Station of the University 
of Illinois states that for health and comfort there should 
le maintained 69 degrees Fahrenheit, and a relative hu- 
midity of 40 per cent. In a home of 10,000 cu. ft., 
approximately a small six or seven-room house, it will take 
an evaporation of 7/10 of a gallon of water per hour or 
16.8 gal. per twenty-four hours to maintain this degree 
of relative humidity. This cannot be attained in the 
ordinary steam or hot water heated home. Practically the 
only way is with that type of furnace heat where there 
is a constant flow of water into a pan above the fire box. 
As few of the larger homes have this type of heating, 
we recommend the industrious use of white vaseline which 
is one of the best of several preparations; it should be 
lightly applied, particularly on the joints and at half-year 
|intervals (or oftener according to conditions). 
WARPING: Warping is one of the chief troubles due 
|to indoor atmospheric conditions. The binder aims in 
| bindings to create a very slight warp towards the book. 
| Some covers will be found to curl upwardly and out- 
wardly very badly; this may be due to either insufficient 
; board linings or atmospheric conditions and can, in ex- 
|treme cases, be remedied by an extra board lining; as 
| the binding gets seasoned the warping becomes less marked. 
| A place for the rod; if the boards warp outwardly, suspect 
| the binder. 
| Buyers who live in dry, hot houses are recommended to 
laine cloth slip cases for their books. They add greatly 
|to the preservation of their contents and make dusting so 
}easy that a housemaid can handle and move valuable 
| books with little worry to the collector. 

TOOLING: So far we have dealt with what is known 
as the “forwarding,” i.e., the actual binding of the book. 
The decoration by tooling which may be either in gold or 
|“blind” or a combination of the two, is known as finishing. 
Blind tooling is the use of stamps without gold.” 



































Above I have simply given a few extracts from this 
most interesting book. Quoting again from this book is 
the following: 

“To those more deeply interested in the practical side 
we would recommend a small, inexpensive book written 
by Douglas Cockerell, entitled: “Bookbinding, and the 
Care of Books” published by Sir Isaac Pitman & Sons, 
Ltd., London. We use this book in our apprentice school.” 

Here are the last two pregnant paragraphs of this 
book : 

“This book has been written to turn your eye from 
the false front, brilliant exterior, to the question of con- 
struction and wearing qualities, the things that cost a 
great deal and can only be appreciated by the initiated. 

“The extra binding of The Lakeside Press has the good 
quality, or poor judgment, as you like it, of binding all 
books to last. The value of the book does not affect the 
kind of material used nor method of workmanship, although 
it should make a great difference in the amount of deco- 
ration.” 

This book before me, on the subject of book bind- 
ing, must have been very expensive to produce. It is not 
for sale and is evidently sent out only to book collectors, 
who are especially interested in the binding of more or less 
expensive books. If you happen to be in that class, pos- 
sibly a line to R. R. Donnelley & Sons Company, Chicago, 
Ill., might bring results, but this I do not guarantee. 


This High Pressure Selling 


(Continued from page 41) 


If they’d only all throw the big end of their business 
to the jobber they’d increase his volume and _ possibly 
enable him to eventually lower his prices a little, and 
surely enable him to render even better SERVICE to the 
dealer in many ways. ; 

You know, Llew, I just had to write you about this, 
and I hope you haven't gone to sleep reading it, for he 
gave me a new angle on this question of distribution, 
and. the more I think of it, | think the most economical 
means of distribution is 100 per cent through the jobber. 

Am I right or wrong—whataya think, Mr. Editor? 

Well, I guess I’d better hand out the old “close line,”’ 
Old-Timer, for if I’m gonna do any work tomorrow 
I'd better hit the hay. 

Yours regardless, 


VAN B. 


Profit Planning for Retail 
Hardware Stores 


(Continued from page 45) 


I know, retailers have never made any attempt to reduce 
the very expensive way that we do business under present 
conditions. -By that I mean your conception of the jobber 
is simply that he is the service part of the set-up and is used 
mainly as a matter of convenience. The average order 
placed with jobbers is less than $20; the average value of 
each item on an order is less than $4; 25 per cent of all 
items are less than $1 in value. A jobber loses money on a 
majority of the orders that are placed with him. And this 
condition is growing worse instead of better. And yet as 
business is constituted today, there are mighty few of you 
who can get along without: the jobber. I am a wholesaler 
and am quite naturally biased in my opinion, but the record 
of your own association proves that the retailers who buy 
(Continued on next page) 
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1929 rae wae? 


——- SS ———J_—— J oS . 


When Summer 


Comes 
EI 











The desire for cool fresh drinks, ice cream;' 
and preservation of fruits and vegetables 
will increase the demand for ice picks and 
ice shaves which wiil make them an import- 


ant item for hardware counters. 








Sor 





The Arcade ice picks and ice shaves are 
of unusual quality. Each pick has a ‘‘needle- 
point’’ of very tough hard, crucible spring 
The Arcade ice picks may be driven 
with ease through a penny without blunt- 
ing or bending the points. Place your order 
now for early delivery. 


steel. 


Write us for Catalog.- Ask your Jobber for Prices. 


and TOY. 


Arcade Manufacturing Co. 
Freeport, Illinois 
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Profit Planning for Retail Hardware Stores 


(Continued from preceding page) 


largely of jobbers make more money than those who favor 
direct factory buying. The optimum for retail hardware 
stores is $50,000 per year. After sales reach that point the 
percentage return on investment becomes smaller and turn- 
over is smaller when, as a matter of fact, it should be larger. 

One of the much discussed items of jobbing expense is 
that of the traveling salesman. Some economists claim that 
he is unnecessary and that eventually he will have to go; 
that there is no place for him in a truly economic scheme of 
distribution. As the average traveler functions today, | 
am inclined to agree with that statement. Eighty per cent 
of the traveler’s time is taken up with work that a dealer 
should do himself. If I were a retail buyer, I would waste 
no time in calling off a list of ordinary ““Want Book” items 
to a salesman. I would only take up with him the items 
where there was some doubt as to quantity, style, finish, 
etc., and then I would say, ‘““Now, what have you for me on 
this trip?” I would make him help me in selecting new items, 
arranging my displays and trimming my windows. Then 
I would ask him about merchandising plans of other stores. 
If he did not have anything to offer, he probably would 
write in to his house and if, on the next trip his house had 
not supplied him with any material along these lines, I think 
that I would look up a jobber who would. The traveling 
salesman should be your merchandising counselor and if he 
is not occupying that position today it is because you are 
not using him as you should. 

I think there has been a change in the attitude of whole- 
salers. Not so long ago a retail buyer was considered fair 
game for every wholesale salesman. The more goods that 


could be crowded on the dealer the better the salesman. 
The salability of the merchandise was of secondary impor- 
tance and turnover was not even understood. But now the 
capable salesman realizes that he can only prosper with his 
customers, and nowadays no capable salesman will sell a 
dealer more merchandise than he should have and goods 
that the dealer cannot reasonably expect to resell. Now, 
does not that attitude on the part of the wholesaler merit 
a change in the attitude of the retailer? Should he not 
have a greater degree of trust and less suspicion? After 
all, our destinies lie in identical directions. 

In your future plans do not overlook the fact that the 
woman buyer is the buyer of the future. Stores must be 
made more attractive to women. That means attractive 
windows, displays, greater neatness and cleanliness—per- 
haps most of all, lighting. It is a proved fact that women 
will not trade in unattractive stores. 

An up-to-date accurate list of customers divided into va- 
rious divisions such as home owners, renters, families with 
children, etc., is something that every dealer should not 
only have but use. It should be watched and followed up. 
Your list of customers is more important than your stock of 
merchandise for merchandise can be replaced with money, 
but satisfied customers can only be had by years of service. 
In your planning for profit keep this prominently before you. 

One more subject to consider in your plans for 1929 is 
the sales policies of the various people you deal with. Is it 
not just plain, ordinary common sense for the dealer to 
stock and push the goods of the manufacturer or jobber who 
has his interests at heart? If a factory in their mad 





Bath Room Fixtures In Bright Nickel Plate 








Wall Soap Dish No. 3789 
Packed % doz. in box. 


AMERICAN RING COMPANY 


Connecticut 


Waterbury 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 





are Always Attractive 


Such are Ringco Bath Room Fixtures 
which win on their appearance and 
‘Carry a quality appeal because made of 
Solid Brass which never rusts or cor- 


rodes. vi 


Bath Room Fixtures 


have been used in thousands of homes for many 
years. Their genuine satisfaction and lasting 
economy have held o/d customers and made new 
ones. 


Dealers should bear in mind that in the complete 
equipment of a bathroom the general design of 
Ringco Fixtures is carried out in other pieces, so 
that customers may select pieces that will har- 
monize one with the other. 


Send for Latest Catalog and Price List. 
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scramble for volume sell to the mail order houses and chain 
stores the same identical merchandise that they do to in- 
dependent merchants and permit a concession from the 
usual retail price, is it reasonable to expect you to sell the 
line when you can get something else equally as good? 
Make it a point to find out about sales policies before placing 
your business in 1929. 

I have attempted to tell you some of the thoughts I have 
gathered from my contact with a large number of retailers. 
They are not theories and almost every idea I have men- 
tioned has been taken from successful operation in some 
retail store. It has been a pleasure to talk to you, and may 
I predict, in closing, that success in 1929 will be had in 
proportion to the cooperation of the retailer with the other 
factors that have to do with his business. 


The Proposed New Calendar 
(Continued from page 46) 


Many suggestions have been made to remedy the faults 
of the calendar, and a great impetus was given the move- 
ment in 1922, when the League of Nations appointed a 
committee to study and report on the question. Of all the 
plans submitted to the League of Nations committee, the 
“International Fixed Calendar” devised by Moses B. Cots- 
worth, of England, seems to be the only outstanding pro- 
posal which meets the needs of business and other interests 
and has the largest number of supporters—though other 
plans have been suggested. 

This calendar consists of thirteen standard months of 
28 days each, or four full weeks, the Ist always on Sunday 
and the 28th always on Saturday. The new month will 


be inserted between June and July, as at that time the 
change will cause the least confusion with respect to 
the seasons, and make for the least average displacement 
of familiar dates. 

The 365th day will be between Saturday, Dec. 28, and 
Sunday, Jan. 1, and will be known as “Year Day.” In 
like manner, in Leap Year the extra day will be placed 
between Saturday, June 28, and Sunday, the first day of 
the new month, and called “Leap Day.” It is suggested 
that the new month be called “Sol.” 

This calendar has a few defects, which Mr. Austin 
says are outweighed by the following advantages it has 
over the present calendar: 

All months would be equal, having exactly the same 28 
recurring week-days. The day of the week would always 
indicate the monthly date, and conversely, the monthly 
date would indicate its week-day name. Both day and 
date could be recorded on clock and watch dials. The 
complete four weeks would exactly quarter all months, 
harmonizing weekly wages and expenses with monthly 
rent, accounts, etc. Pay-days would recur on the same 
monthly date, which would facilitate both business and 
home life. 

Each week-day would recur on its four fixed monthly 
dates, thereby making more regular the weekly and monthly 
work, payments, production, etc. All periods for earning 
and spending would be either equal to or an equal multiple 
of each other. Holidays and other permanent monthly 
dates would always occur on the same week-day. Every 
month-end would coincide with the week-end. Fractions 
of weeks at month-ends would cease. 

The month of exactly four weeks would obviate many 
of the adjustments now necessary between four and five- 

(Continued on page 79) 








Now You Can Again Supply the Demand 





Fibre Pails 


Fibre Spittoons 








INDURATED 


ALMO 
“FIBRE 

















for INDURATED FIBRE WARE 


For some time the trade has been unable to obtain Indurated Fibre Ware 
because the manufacture of this line was curtailed. 

We have secured the distribution of an Outstanding Make of Imported In- 
durated Fibre Ware (of French manufacture) and can now fill your orders 
promptly. 

This high quality line of ALMO Indurated Fibre Ware*is made from Gen- 
uine Wood Pulp (not waste paper). It is thoroughly Indurated and sealed 
with a special treatment which completely fills all the 
pores and makes it absolutely liquid tight. (See sec- 
tional cut). 

This Fibre Ware is waterproof, seamless, odorless, non- 
conductive (will keep the temperature hot or cold), and is 
rustless and stainless. Factories, shops, hotels, restaurants, 


stores, farmers, etc., are all good prospects. Look for Trade- 
mark on each item. 


Send for Folder which describes complete line (12 Items). 
Liberal discount. 


Almo Trading & Importing Co., Inc. 
61 East 11th Street New York 





Each tiny pore is 
sealed by infusion with 
a special solution mak- 
ing Indurated ALMO 
Ware absolutely liquid 
tight and easy to clean. 
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OW 


More Than 
Ever Before 


it is essential that you 
study your Market Re- 
port carefully and con- 
sistently. Every im- 
portant price change in 
the trade is recorded in 
these columns weekly. 


The MARKET RE- 
PORTS as found in 
HARDWARE AGE are 
the most authentic pub- 
lished. 


Use them as a buying 
guide. 


' 
| the announcement that the company will 
| feature the Keen Kutter name. 

Letters were likewise sent 


to the 


| Winchester Clubs by W. B. Franklin, 
president, and C. T. Woodward, sec- 
| retary-treasurer, covering the changes. 
| President Franklin’s letter announces 
| the termination of the Winchester 
agency plan, and contains the statement: 
|The consensus of opinion of your 


familiarizes the sales-force with the | 
line and makes reordering easier, as | 
they have all the details on the tag, 
which can be pulied off, and the order 
placed on the want book any time. We 
| have tried this out and it works fine. 


| 

In many instances the guarantee on | 
various kinds of merchandise is abused | 
and should not be emphasized 





too 








strongly. Adjustments of defective mer- 





Speed Up 


the 


Wheels of 
Industry 


Write to your job- 
ber today for any of 
the merchandise ad- 


vertised in these 


pages. 
for the jobber’s 


salesman. You may 


Don’t wait 


forget. 


chandise and unsatisfactory — sales 
should be made as satisfactory to the 
purchaser as possible, and_ service 
should be promptly and cheerfully given | 
at all times. Our paint department is 
so arranged that we can give quick and 
efficient service in regard to kind, size 
and color. When we receive a ship- 
ment of paint brushes we take a piece 
of fine sandpaper and sand the varnish | 
or enamel off the handles at a suitable | 
place to mark them plainly.’ If they 
are well marked at the time we never 
get mixed up on the price or kind of a 
brush, which is apt to occur where the 
dealer handles a large line. 
Competition—not such a bad looking 
word, but the results are felt by all | 
classes of business. The hardware 
merchant realizes we are living in an 
age of real competition. Much has 
been written and said on this subject 
through our various trade papers. I 
am sure the average hardware dealer 
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Winchester Terminates Agency Plan 
(Continued from page 40) 


| executive committee is that nothing else 


possible could be done under all the 


| ane a: | circumstances, in which I fully concur.” 
| members of the National Association of | 


Secretary Woodward's letter repeats 
the statement that “The Winchester Re- 
peating Arms Company has been com- 
pletely separated from the Simmons 
Hardware Company, and that hereafter 
the business of each will be conducted 
entirely independent of the other.” 


| I Like the Hardware Business 


(Continued from page 37) 


intends to give his customers quality 
goods at reasonable prices: he, too, can 


| buy the competition merchandise if he 


sees fit to do so, but he realizes when 
he sells a cheap article and it proves 


| unsatisfactory, that the customer ex- 


pects something in the way of an ad- 
justment that he will not ask for if the 
article is bought at a department store 
or mail-order house. I am of the opin- 
ion that it would be well to carry a 
cheaper line of goods along with your 
quality line, but do your best to sell the 
quality goods. If you have the two 
lines side by side it is much easier to 
convince the average person that the 
best is the cheapest in the long run. I 
trust I will not be misunderstood in 
the above statement, as a dealer could 
not well afford to carry his entire stock 
in two grades of merchandise, but there 
are many articles where this can be 
done, and each dealer knows best what 
that line should be. 

The thought just occurred to me that 
possibly I am taking up too much time, 
and the Honorable Judges of this con- 
test will tire before they read my letter, 
so I will close by saving, “I believe this 
contest is a fine idea, and trust it will 
meet with a wholehearted response from 
the clerks behind the counters of retail 
hardware stores.” 











There is hardly anything 


—Ruskin. 

















cannot make a little worse and sell a little cheaper and the 
people who consider price only are this man’s lawful prey. 


in this world that some men 
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South Dakota Convention 
(Continued from page 43) 


his wide and varied experience. “Henry 
Brown, the Man” was the final ad- 
dress of the day, delivered in a splen- 
did manner by George M. Evenson of 
Sioux City. He was followed by the 
reports of the various committees. 

S. E. Strobel of Canova was elected 
to the presidency and Charles H, Casey 
continues as manager. 

The convention closed with a banquet 
and entertainment program at the 
Cataract Hotel, attended by members, 
exhibitors and friends. 





New Folding Colored Chairs 


The Gold Medal Folding Furniture Co., 
Racine, Wis., recently announced a new 
line of colored chairs for the porch, lawn 
and indoor use. In addition to attractive 


Dazey Clurns 


sold only through 


Jobbers «= Dealers 





The DAZEY has been the leading 
Churn for many years and has 
always been sold through legiti- 
mate Jobbers and Dealers. En- 
dorsed by Good Housekeeping 
Institute, State Agricultural Col- 
leges, and Scientific Buttermakers 
everywhere. It is strictly a 
Be ner 9 Churn. Only the best 
materials are used and carefully 
assembled. Made in sizes to suit 
everyone’s requirements, from 2- 
quart to 10-gallon. The extension 
of electric power lines into rural 
districts has opened up a new field 
for DAZEY Electric Churns. 











colors, new modern designs are used on the 
backs and seats. This feature ties in nicely 
with the current vogue in modernistic 


DAZEY SHARPIT 


All purpose household Sharpener. Re- 
quires no skill. The original Sharpener 
of its type. Patented grinding wheels. 
Attractively finished in rust-proofelectro 
plating. Furnished with removable, re- 
versibleclamp. 


Order from Your Jobber 


Dazey Churn & Manufacturing Company 
St. Louis 

















They can’t Fish 
They can’t Golf 
But they CAN PAINT! 


With fish hiding behind the 
“closed season” law, and golf 
greens withered or snow covered, 
P P 
combinations, is said to be less than the there sa lot of masculine energy 
cost of one very ordinary piece of fur- going to waste these winter days. 
aot You can’t choose a more oppor- 
bp tune time to urge the painting 
Armstrong Mfg. Co. Issues New 
: need for floors, woodwork, walls, 
Folder About Dies Saal hi : mae 
A concise series of tabulations showing ind eum—anything in t le inte- 
the complete and wide variety of dies for rior of the house. Capitalize this 
every purpose which can be used with its ° ° 
stocks, have been incorporated into a opportunity with well calculated 
folder by the Armstrong Mfg. Co., Bridge- displays. Put these ‘*house- 
bound” men to work and— 


Your Winter 
Boost 


home decoration. All are finished in dur- 
able lacquers and are said to withstand 
exposure to all weather extremes when 
used outdoors. 

Comfort is their dominating feature. At 
the card table or about the fireplace they 
are more practical than most pieces of fur- 
niture now in use. Quick folding is an- 
other feature that is making these chairs 
so popular in many homes, 

Due to their attractive and variegated 
colors, they have an exceptional display 
value. The price for a complete set of 
these chairs for bridge, or in various other 














ing facts regarding dies and cutting oil, 
contained in the folder. The Armstrong 
company states that dealer imprints can 
be had for dealers who sell pipe tools. 
Editions of this folder for foreign use 
will soon be issued. 


There are among other things, interest- 
* 
Paint Sales. 
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YORKSHIRE 
THE ULTIMATE IN 
BIRD CAGE VALUES 


nding Value 
In Bird Cages 


YORKSHIRE Bird Cages at 
their reasonable prices are the 
best buy on the market. Dealers 
find them a very profitable line. 


These fine cages win bird lovers 
right over to them. They’re 
large and airy, beautifully fin- 
ished in highest grade, rust- 
proof lacquer and may be had in 
various rich color combinations 
to suit vour customers. 


The stands which match are 
heavily weighted at base and are 
made with hand-spun smooth 
covers, adding an extra touch to 


the quality. 


Send for Complete Catalog and Prices 


Indianapolis Plating & Mfg. Co. 


425 West Vermont St., Indianapolis, Ind. 


Manufacturers 


of Quality Merchandise for 27 Years 



























Springtime Is 
Jardiniere Time 








$e ready for business with this 

beautiful line. Our High Fired 
Jardinieres, Hanging Baskets, 
Green Stripe Flower Pots and 
Gazing Globes with Pedestals 
may be had in Gray Glaze and 
Green Tint. 


They are all popular sellers, pay 


a good profit and give satisfac- 
tion to every customer. 


Send for catalog. 








The 


Crooksville 


Burley & Winter Pottery Co. 


Mfrs. of The Famous Heart Brand 
Stoneware & Bur-Win Garden Ware 


Ohio 




















EVERYBODY’S BUSINESS 


(Continued from page 34) 


kinds. Such achievements are made possible by electrical 
relays which translate different pitches of sound into 
definite forms of mechanical action, such as opening 
and closing the switches of electrical appliances. This 
type of apparatus is replacing watchmen at reservoirs. 
It will not only tell the distant operator the height of 
water, but will also control the flow of the water at his 
bidding. 

Other ingenious creations analyze the components of 
colors with the greatest accuracy, and measure distance 
to the billionth of an inch. The average person may 
think it unnecessary to carry calculations to such limits 
of extreme accuracy. but the fact is that experiments 
carried on with this last mentioned device made it pos- 
sible to verify a new theory of magnetism, without 
which we would not now have such a good working 
knowledge of permalloy—one of our newest and most 
useful metals. (ne may get some idea how small a 
billionth of an inch really is by noting that if it were 
possible to get paper of such incredible thinness, over a 
million sheets piled one on the other would be required to 
equal a piece of ordinary tissue paper in thickness. In 
the field of science the littlest thing may be a matter of 
first importance. 

A recent American invention is a machine to strip 
telephone cables, making it possible to salvage the lead 
and copper from junked cable at small cost. Under the 
old method, pieces of the cable were placed in a furnace 
at a temperature of 1600 degrees. This brought great 
waste because the copper became contaminated by the 
lead. Now that the lead sheath of the cable is removed 
by mechanical means, the result is a larger amount of 
pure copper of higher market value. 

Another ingenious machine renders it possible to set 
type by wire. This presents the likelihood that a single 
operator, sending by wireless, will eventually be able to 
set type at one time in dozens of cities. 

Electric wires overhead are dangerous. A German 
has largely solved this problem by perfecting a machine 
that digs the trench, lays the cable, throws the earth 
hack in the ditch and tamps it down. An overhead 
cable has a useful life of only 15 years. It can be laid 
undesground at a cost of one-eighth as much, and when 
protected in this way has a life of about 45 years. 

Machines may destroy the stability of diamond prices. 
The introduction of mechanical excavators and modern 
washing machines has made it possible for the mines in 
the Belgian Congo district to increase their annual dia- 
mond production from 20,000 karats a dozen years ago 
to 1,000,000 karats at present. The refusal of the South 
African diamond producers to keep step with scientific 
progress is putting an end to a monopoly that the Kim- 
berley mines have enjoyed for more than a generation. 

In past years the practice in transportation by water 
was to unload the contents of each railroad car into the 
ship, carry the goods to the distant port and then again 
load them into other freight cars which carried the freight 
to its final destination. Now as a result of the use of 
enormous cranes which are designed to lift entire freight 
cars in and out of ships, we have come to the use of 
vessels that are capable of transporting 100 cars between 
two points. One such ship has three enclosed decks, 
each equipped with four storage tracks, and a central 
hatchway through which the cars are hoisted or lowered. 
In Germany they are using a type of steamer that opens 
up at one end, permitting whole trains of cars to be 
rolled onto the tracks on the different decks. 























HARDWARE AGE for MARCH 21, 1929 / 





The Proposed New Calendar 


(Continued from page 75) 


week months. All months would be comparable without 
any adjustments being made for unequal days or unequal 
number of weeks. A great amount of clerical work would 
be eliminated in the preparations of accounting and sta- 
tistical reports in government, business, scientific, health 
and home affairs. 

The reckoning of lapse of time for interest and other 
purposes would be greatly simplified; e. g., lst month, 
10th, to 6th month, 20th, 28 by 5 equals 140, plus 10, would 
be 150 days. 

All holidays would be placed on Monday, with advantage 
both for industry and workers. Easter could be fixed, 
which would be of benefit to churches, to certain industries 
and to schools. 

There would be thirteen monthly settlements during the 
year instead of twelve, resulting in a faster turnover in 
money; the same volume of business could be handled 
with less money, resulting in considerable saving. 


The Tie That Binds 


As an expression of the community of business interests 
in Canada and the United States in solving economic prob- 
lems which apply equally to both countries the Chamber 
of Commerce of the United States has announced that a 
delegation from the Canadian Chamber of Commerce will 
attend the annual meeting of the Chamber of Commerce of 
the United States to be held in Washington April 29-May 
3. The latter organization will be represented by a similar 
delegation at the meetings of the Canadian Chamber. 

This pooling of interests is only a further indication of 
the effectiveness with which political boundaries can be 
bridged in carrying on commercial intercourse to mutual 
advantage. Canada ranks as the best customer of the 
United States and the United States as the best customer 
of Canada. A list of Canadian and American business 
concerns with affiliations on both sides of the border com- 
piled by the Department of Foreign Commerce of the 
Chamber of Commerce of the United States, admittedly 
incomplete, contains more than 700 names. 


No. 831 Round Glass Cutter 


Hardware dealers will be interested in the new circular glass 
cutter now being produced by Goodell-Pratt Co., Greenfield, 
Mass. 

This tool has been designed for cutting circles from 1 to 12 in. 
in diameter with ease and without needless loss of time. The 
standard and arm are made of cast aluminum while the crank 
arm, shaft and cutter beam are of steel. The arm swings on 
a pivot so that it can be tipped back out of the way when not 
in use. 





The cutter beam is graduated to read diameters of circles. A 
honed and tested wheel is installed in each cutter and 12 wheels 
of the same quality are regularly supplied. The board on which 
the cutter is fastened is 12 in. wide by 15 in. long. This tvol, 
known as No. 831 Circular Glass Cutter, can be sold to users 
of glass and dealers can use it themselves to cut glass for their 
customers. 





Order the New Models Now 


In addi- 
tion to 
our reg- 
ular well 
known 
former 
models 
which 
sold so 
well last 
season 


a’ 
LAWN MOWERS Hy 





The Clarinda Line for 1929 


will include two New Models which are unexcelled 
by any lawn mowers at the price. The New Luxmow 
for large lawns, parks and estates and the New 
Trumow for the average size home lawn. 


They are beautifully finished, have high wheels, 
newest adjustments and other features that make 
quick sales. Order now from your Jobber. 


Manufactured by 


CLARINDA MANUFACTURING CO. 


Clarinda, Iowa 











JRITE Hardware 


Hardware dealers who would feature builders’ hardware of 
surpassing quality will find it, at its most reasonable price, 
in RITE Hardware. Master craftsmanship endows RITE Hard- 
ware with a personality that is singularly its own 


Distributed by 
AMERICA’S LEADING JOBBERS 
Manufactured by 


RITE HARDWARE & MFG. CORP. 


Los Angeles, California 
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— GEM’ ADJUSTABLE 
REGISTER 
SHIELDS 


Adjustable 
10 in. to 19 in. 


Have you systematically lined up all possible “GEM” Adjustable 
Register Shield customers in your territory? Every home heated 
by a warm air furnace needs one for every wall or floor register to 
save fuel and keep down dust, dirt and soot. Retail at: y~ 
Floor Shield, Black, $1.25; Ox. Cop. $1.50; 
“GEM” Wall Shield, Black, 65c.; Ox. Cop. 75c. 














Garden & Lawn Tools 


The acknowledged leaders for over 
35 years, Hand Cultivators, for 
gardens and flower beds, in 3 sizes 
to meet every requirement. 
OUT-U-KUM Weed Pullers which 
remove weed and entire root 
without injury to lawn. Both 
rapid sellers. 


Send for Circular and Prices. 
Manufactured only by 


Cc. 8. NORCROSS & SONS 
BUSHNELL, ILL, U. SS A. 











SINCE 1860 


GRANITE STATE 


LAWN MOWERS 
TRIMMERS and EDGERS 


have made friends with users and dealers. 
Get your display ready. 
Best since 1860 


Granite State Mowing Machine Co. 
HINSDALE, N. H. 


See Our Line in Hardware Age Catalog 








SWEDISH - - CIRCULAR CUT - - FILE 






IST 





Made im Sweden—and fully guaranteed. 
Eapecially adapted for soft metal. 


They are reliable, have endurance, uniformity of temper and 
_ mold their sharpness. 


Bastard Flexible Blades 
Smooth Tanged 
Half-Round 
We Carry a Full Line of Swedish Made Tool« and 
Hardware. 


Order from your jobber today, or write 
SCANDINAVIAN WESTERN IMPORTING CO., 
107-108 Lafayette St., New York, N. Y. 
Minneapolis, Minn. Seattic, Wash. Montreal, Can. 


LTD. 


























| Charlotte, 


| Casey, manager, 2344 Nicollet Ave., 


Coming Hardware 
Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION and 
SouTHERN HARDWARE JoBBERS’ ASSOCIATION JOINT CoN- 
VENTION, Edgewater Park, Miss., April 22, 23, 24, 25, 1929. 
Headquarters, Edgewater Gulf Hotel. Charles F. Rockwell, 
secretary-treasurer, American Hardware Manufacturers’ 
Association, 342 Madison Ave., New York City. John Don- 
nan, secretary-treasurer, Southern Hardware Jobbers’ As- 
sociation, Richmond, Va 
ASSOCIATION CONVENTION, 


ARKANSAS RETAIL HARDWARE 


Hotel Marion, Little Rock, May 7 and 8, 1929. L. P. 
3iggs, secretary, 815-816 Southern Trust Building, Little 
Rock. 


ASSOCIATION OF THE CAROLINAS CONVENTION, 
C., June 11, 12, 13, 1929, Headquarters, 


Arthur R. Craig, secretary-treasurer, 


HARDWARE 
Blowing Rock, N. 
Mayview Manor. 
No. 
LOUISIANA RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 


rion CONVENTION, Mansfield, June 17, 18, 19, 1929. Guy 
Nason, secretary, Starkville, Miss. 


ASSOCIATION CONVEN- 
21, 1930. Charles H. 
Minneapolis. 


HARDWARE 
18, 19, 20, 


RETAIL 
Feb. 


MINNESOTA 
TION, Minneapolis, 


Missourt Retait HarpwarE ASSOCIATION CONVENTION 
\Np Exurpition, New Hotel Jefferson, St. Louis, Jan. 28, 
29, 30, 1930. F. X. Becherer, secretary, 5106 North Broad- 
way, St. Louis. 

Misstssipp1 RETAIL HARDWARE AND IMPLEMENT AsSSO- 
CIATION CONVENTION, Gulfport, June 10, 11, 12, 1929. Guy 
Nason, secretary, Starkville. 


ASSOCIATION OF PURCHASING AGENTS CON- 
Buffalo, N. Y., June 3, 4, 5, 6, 1929. 
11 Park Place, New York. 


NATIONAL 
VENTION, Hotel Statler, 
B. W. Hall, Assistant Secretary, 


NATIONAL RETAIL HARDWARE ASSOCIATION CONGRESS, 
Oklahoma City, Okla., June 24, 25, 26, 27, 28, 1929. H. P. 
Sheets, managing director, 915-935 Meyer-Kiser Bank Bldg., 
Indianapolis. 


O_p GuARD SOUTHERN HAR®WARE SALESMEN’S ASSOCIA- 
Edgewater Park, Biloxi, Miss., April 23. Head- 
quarters, Edgewater Gulf Hotel. R. P. Boyd, secretary- 
treasurer, Box 19, R. F. D. No. 4, Knoxville, Tenn. 


rion, 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
Convention, Amarillo, Tex., April 8, 9, 10, 1929. Head- 
| quarters, Amarillo Hotel. C. L. Thompson, secretary, 


Canyon, Tex. 


HARDWARE ASSOCIATION CON- 
5, 6, 1930. Charles H. Casey,. 
Minneapolis, Minn. 


Soutuw Dakota RETAIL 
VENTION, Sioux Falls, Feb. 4, 
manager, 2344 Nicollet Ave., 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT As- 
SOCIATION, composed of Alabama, Florida, Georgia and 
Tennessee, Convention and Exhibition in Atlanta, Ga., May 
14, 15 and 16, 1929. Walter Harlan, secretary-treasurer, 


| 701 Grand Theater Building, Atlanta, Ga, 
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' Ranges Shown in Traveling Displays Help Dealers 
to Choose Popular Models 


T a recent convention of the American Gas Associa- 
tion, a traveling gas range display in a motor bus 
attracted an unusual amount of attention and favor- 

able comment. To help its salesmen show its line of ranges 
to retail dealers in their territory, The Favorite Stove & 
Range Co. of Piqua, Ohio, secured this bus for traveling 
display purposes. During the month of October it toured 
throughout the Southwestern States, and prior to that time 
had been in eastern and central States. 

This method of showing Favorite ranges has brought 
the line to the attention of dealers who were not familiar 
with the appearance, construction and features of the 
Favorite products. The cost of operation is somewhat re- 
duced, as a salesman travels with the bus, and his trans- 
portation expense is applied against the operating cost. 

Each Favorite salesman uses the bus in his territory for 
a certain period of time. In this way, every man on the 
sales staff is given an opportunity to show the ranges to 
his dealers under the most favorable circumstances. 

The Favorite company also uses several smaller traveling 
displays in the form of coupe model automobiles. As can 
be seen in the accompanying illustration, a display of oven 
panels are carried on the doors of the display carrier. By 
showing these panels in the various shades and designs, the 
salesman is able to give the dealer a first-hand inspection 
of the several types of decorations offered by the com- 
pany. While 
this type ot 
traveling dis- 
play is some- 
what less ef- 
fective than 
the bus dis- 
play, it serves 
very well for 
the individual 
use of the 
salesman. 
















Ideas That Pay 
“ee the short time that I have been receiving HARDWARE 
AGE,” writes L. Laserwitz, Benson Hardware Store, 
Omaha, Neb., “I have already secured more than $100 
worth of advice in regard to keeping my displays modern 


and efficient. 
“I have rearranged my store and have put items on 


tables that I never thought of displaying before. I am 
watching Harpware AGE every week for new ideas, and 
I am always sure I will get them. 

“Thank you for sending me a paper like yours at so 
small a price.” 








their value 


The true value of a shovel can 
be determined only by use. 


Put an Indiana X-tra Quality 
Shovel to work and it will soon 
prove its METAL. 


The steel that goes into these 
famous shovels is not the kind 
found in bargain store shovel 


sales. It’s the kind 
finest plows in 


—roll own 


KNOW 


our 
tor 


outshovel, outlast 
the ordinary kind. 


The Indiana 


\merica—you 
know what a test plowing is. 


We operate our own steel mill 
a certainty 


Indiana Shovels have that “X- 
tra Quality” that makes them 


Send for Catalog. 


Mill Co. 


New Castle, Indiana 


used in the 


and 
that 


steel 


and outsell 


Rolling 








arnt crvepegpongacenectotistsnctisernunec aaa 


A 
Live 
Seller 





Interior view of 
slide showing cam 
and apring. 


W. R. Voorhees 
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RE is a proven fast seller 
and money maker among the 
furniture and cabinet trade, also 


manual training schools. It has 
instant appeal—low selling price 
—generous margin—all year turn- 
over. 


Stearns Improved “I” Bar Car- 
penter’s Clamp is not _ notched, 
meaning full strength. Special 
cam locking device assembled with 
slide. Has teeth formed at point 
of contact with bar. Holding power 
increases with pressure en slide, 
making a sure locking device. Fit- 
tings of malleable iron. Metal or 
wood handles. 


See your jobber, or write direct. 
E. C. STEARNS & CO. 
SYRACUSE, N. Y. 


Sales Representatives 
& Co., 417 Market St., San Francisco. 


Thomas A. Troy and Son, 200 Varick St., New York. 
A. H, Deveney & Co., 


STEARNS “Hercules” 


707 4th National Bank Bidg., Atlanta, Ga. 


Improved 


‘“‘I’’ Bar Carpenter’s Clamp | 
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Hot of the Naif ve 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have heen copied, the rest will be.” 


“Some of them 












Sporty Lad: “Madam, do you mind 
if I smoke?” 

Suffragette: “I don’t give a dern if 
you burst into flames.” 


One: “What kind of a dog is that?” 

T’other: “A genuine bloodhound.” 

One: “You're crazy, that’s no blood- 
hound !” 

T’other: “It sure is and I'll prove it. 
Oscar !—bleed for the gentleman !” 





First Burglar: “Any luck lately, 
Pete?” 

Second Burglar: “No, worked on a 
safe for three hours and when I finally 


got it blowed open it was a radio.” 





Attorney: “Don’t worry, you won't 
be convicted. The jury will disagree.” 

Client: “What makes you think so?” 

Attorney: “I’m absolutely positive. 
Two of the members on the jury are 
man and wife.” 





Jerry: “I hear, Pat they’ve gone bone 
dry in the village where your brother 
lives.” 

Pat: “Dry, mon, they’re parched. I’ve 
just had a letter from Mike an’ the post- 
age stamp was stuck on with a pin.” 





“George, is there any connecting link be- 
tween the animal kingdom and the vege- 
table kingdom?” asked the teacher. 

“Yeth, ma’am,” answered little George, 
“Hash.” 





Jones heard a riddle at the office that he 
thought was pretty good, so decided to try 
it on the wife. 

“Why,” he said the minute he opened 
the door, “Why am I like a mule?” 
“T don’t know,” said Mrs. Jones. 
know you are, but I don’t know why.” 


oy 





“A union man was drowned in the bay 
recently.” 


“No!” 
“Yep! He swam eight hours and quit.” 





An eminent visitor was addressing the 
students of a high school. He paused and 
asked, “Would anyone like to ask a ques- 
tion?” 

“Yes, Sir,” answered an_ irrepressible 
youth, “Have you seen the new Ford?” 





“Lucy sure is a nice girl.” 
“Yeh, so nice that when she dreams of 
auto rides she walks in her sleep.” 





Sunday School Teacher: “We should 
never do in private what we would not do 
in public.” 

Bad Boy—‘How about taking a bath, 
teacher ?” 





Motorcycle Cop: “What's your name?” 
Girl Autoist: “Mable—what’s yours?” 





Mr. Babbit of 2000: ‘Can you beat it? 
This morning 1 had to fly around the 
world eight times before I could find a 
parking place!” 





He: “There goes a happy couple.” 
She: “When do they expect to be mar- 
ried?” 





; 
Archibald: “I live in the country now. 
It’s terribly dull.” 
Florence: “It must be. 
miss most?” 
“The last train.” 


What do you 





Willie and Jack were two youngsters 
pugilistically inclined. 

“Aw,” said Willie, “you’re afraid 
fight; that’s all it is.” 

“Naw, I’m not,’ protested Jack, “but if 
I fight, my ma’ll find out and lick me.” 

“How’'ll she find it out, eh?” 

“She'll see the doctor goin’ 
house.” 


to 


to your 





Does your wife economize?” 
“Yes; she does without practically every- 
thing I need.” 





Indignant Parent (6 A. M.)—“Young 
man, what do you mean by bringing my 
daughter in at this hour?” 

Flaming Youth—‘Well, I gotta be at 
work by 7.” 





| 
| 
| 





“What has become of the locomotive 
and train of cars I gave you for Christ- 
mas?” asked father. 

“All smashed up,” replied the boy. “We 
have been playing government ownership.” 


THE INSTALLMENT AGE 


All the morning the teacher had been 
trying to teach her very small pupils the 
mysteries of simple addition. 

One small boy seemed far behind the 
others at grasping even the simplest of 
ideas, and with him the harassed teacher 
spent quite a lot of time. 

“Look here, Leonard!” she began for 
the fifth time, “Let’s suppose your father 
saves $5 every week for four weeks. What 
will he have at the end of that time?” 

Leonard had his answer ready. 

“A graphophone, a new suit, a wireless 
set and new furniture for the house,” he 
replied proudly. 


WHEN SCOT MEETS SCOT 

Forty years in America had taken much 
of the Scotch burr from Macpherson’s 
tongue, but none of the Scotch loyalty 
from his heart, and he bitterly resented 
any implication that the Scotch are closer 
than other people. Each Scotch story that 
he heard—we saw to it that he heard 
them all—would send him into spasms of 
rage. “The man who said ‘punning is the 
lowest form of wit’ never heard Scotch 
stories,” he was wont to throw at his 
tormenters. Then Mac made his long de- 
ferred visit to his birthplace and after his 
return we noticed that he didn’t react to 
Scotch stories as before, and we asked him 
why. “Well,” said he, “do you know, I 
think there’s a bit of truth in those stories 
about the old country Scotch—not the 
Scotch in America, mind ye—just in the 
old country. You see, I was walkin’ about 
the town over there one day and my pipe 
went out. I went into a store and said, 
‘Can I get a light here?’ And what do you 
suppose they said? ‘Oh, yes, we have 
matches for sale!’ And, do you know, I 
went into three places and they all said 
the same thing, and I had to walk two 
miles back to the hotel to get a light for 


my pipe!” 
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The famous 
PENNSYL- 
VANIA = Junior, 
Ball Bearing. 





DISPLAY and ADVERTISE 
these THREE MOWERS NOW! 





The SUPER SO TAR y Sens 

Great American ‘ 

Ball Bearing. 

(Roller Bearing 
eels. ) 












The New Wn. 
(enn, Ball Bear- 
ing. One size 
only — 16-inch 
Retail Price, 
$16.50, at Phila- 
delphia. 


The lawn mower buying season is here. The 
biggest lawn mower advertising season is at 
its height. What are YOU doing to make your 
store the Jawn mower headquarters for your 
community ? 


Pictured on this page are the three leading 
mowers in the PENNSYLVANIA Quality 
line. They are by far the most widely adver- 
tised lawn mowers in this spring of 1929, be- 
cause they are also pictured in all the PENN- 
SYLVANIA national advertising which, in | 
The Saturday Evening Post, Better Homes 
and Gardens and other leading magazines, is 
reaching more than 4,300,000 homes. What’s 
more, the millions of readers of this advertis- 
ing are being told to look for our LIFE-SIZE, 
full-color “Old Gardener” cut-out in the win- 
dow or store of the nearest PENNSYL- 
VANIA dealer. 


Why not make this advertising YOURS in your 
community? You can do this easily if you will give 
prominent display space to these three PENNSYL- 
VANIA Mowers and write immediately for our 
Complete 1929 Package of Dealer “Helps” and the 
business-getting cut-out of the “Old Gardener.” In 
writing, be sure to give your jobber’s name, as well 
as the names of any PENNSYLVANIA brands you 
carry, and enclose a proof of any imprint you desire 
on the attractive counter literature furnished. 





Pennsylvania Lawn Mower Works 
1615-35 North 23rd Street Philadelphia, Pa. 


PENNSYLVANIA 


Quality 
LAWN MOWERS | 




















Shear Cutter 


Cuts heavy flat stock and wire 
rope with remarkable ease — 
work that heretofore has re- 
quired a power or bench tool. 
Porter’s Shear Cutter is as port- 
able as a Bolt Clipper—can be 
used anywhere and every- 
where —in any position. A two- 
hand tool powerful, easy to han- 
dle and invaluable when flat 
bars, strips or cable are to be cut 
—in the shop, hangar, mill on 
construction, etc. 


H. K. PORTER, INC. 
8 ASHLAND STREET, EVERETT, MASS. 


the blades of a pair of 
great shears, making a 
clean complete cut. Ca- 
pacities on flat stock 
include 114” x %42’, and 
on stranded wire rope 
up to %’. 





nn a eo 
1m /AVIATION yy) 
- 


Developed to meet the require- 
ments of the aeronsutical de- 
partment of a large government 
for salvage and emergency 
work, this tool has found an 
immediate place in strip mills, 
wire rope plants, elevator man- 
ufactories, etc., filling a require- 
ment heretofore not met by any 
portable hand-operated tool. 
The jaws pass each other like 





On 
ELEVATOR 
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SAVORY 


, WHITE WARE 


| _= With Its Distinctive 
shapes, distinctively SAV- 


Green Trim 
ORY, appealing instantly to 


your trade. Attractive ... and designed 
for better cooking results. 







EXPECT the unusual from 
SAVORY Ware! Modern 


\ 


Inset Dripless Cover 


For example, the improved 
cover on SAVORY pots 
and pans . . . found only 
in this ware. The ingeni- 
ous design prevents boil- 
ing or dripping over or water 
collecting on top. This feature 
alone makes many sales! 


White Enlivened With Green 


The blare of color has passed. 
White has proved its stability. 
And now, SAVORY Ware, 
beautifully edged with green, 
lifts white ware to a new 
plane of desirability. The 
touch of green is a most for- 
tunate and popular decoration. 
Just enough color! 


= 


Quality throughout .. . the 
finest and smoothest porcelain 
enamel durably fused on old, reliable 
ARMCO IRON. Seamless, light in 
weight, acid proof and thoroughly SAFE. 
Tested and approved by Good House- 
keeping Institute. 

Our Special In- 
troductory Offer 
will interest you. 











Your 
Paint Story 


HARDWARE 
AGE 


Hardware Age is read every week by 
merchants who are always ready to give 
a likely product a trial. One of the 
reasons why these men read Hardware 
Age is to keep in touch with what is 
being offered by manufacturers. 


Tell them your Story and keep on telling 











SAVORY, Inc. 
Dept. AC 
90 Alabama St. 
Buffalo 
N.Y. 











| 
| 
| 
| 
Owned and Managed by 


The REPUBLIC METALWARE Co. | 


SAVORY 


WARE 








it. You'll meet with a response that will 
prove to be profitable. 
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E RIE, 









Rugged strength and 
proven service are 
provided in the com- 
plete line of GRIFFIN 
Garage Hardware 
Sets-used by thought- 
ful builders every- 
where. + +7 «FF « 


RIFFIN 


PENNSYLVANIA 





ranch Offices. 
New York, 45 Warren St. st. 


Chicago, 
Boston, 76 
San Francisco, 703 Market St. 
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ARMSTRONG 


Pp 
IPE TOOLS 


BRIDGEPORT 


and sell more 
Genuine 


ARMSTRONG 
PIPE TOOLS | 


See ae? 


THE ARMSTRONG MFG. CO. 


¥ BRIDGEPORT™ 


Foun ded 1869 


ARMSTRONG MFG. CO, t 
295 Knowlton St., Bridgeport, Conn. i 
Please send us set of Sales Helps and Free Dealer Help Plan 1 
(0 Check here if interested in imprinted copies. 7 
' 
eres eee ee Teen PT LP EP CPT CT Lr o Tr ' 
' 
Individual 1 
Add Fo - 
r Job I :. 

H 3 
4 
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Made For Heavy Duty 


The demands put upon modern 
liners require unusual strength 
and ruggedness of both hull and 
machinery. Screws that will stand 
up under severe conditions at sea 
are important items in the speci- 
fications of marine engineers. 


Because of easy insertion and 
great holding qualities under 
strain, American Screws have 
always been favorites. They are 
constantly on the job holding 
wood to wood, wood to metal 
and metal to metal. 


oot he 
i 
SS 


wOO0D 
SCREWS 


AMERICAN SCREW CO 


PROVIDENCE.R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH SL.CHICAGO.IL. 


Put Ht Together With Screws 


The known qualities of American 
Screws give them a big demand. 


Hemch 


STOVE TIRE 
BOLTS BOLTS 


MACHINE 
SCREWS 











POULTRYsNETTING 
Galvanized Before and Galvanized c#fter 


x e finish J 


and Bork 


€& Look for the tag, carrying our name, at the end of every roll! 


= The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldeu Woven Wire Factory 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn Kamees Tr 
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must be regulated as well 
as traffic. We stopped 
you just long enough to 
say that all Classified Ad- 
vertisements in Hardware 
Age must reach us nine 
days before the publica- 
tion date to insure inser- 
tion. “GO” to it. 


Hardware Age 


239 West 39th Street 
































no limit 
fo your 


choice of 
finishes 











NE of a number of good reasons for 

standardizing on the Grand Rapids line 

of pulleys is the wide variety of finishes in 

which they are obtainable—finishes that will 
meet every condition. 


Other features that make this line the most 
profitable in the world to handle are: 


Their All-Steel Construction that eliminates break- 
age and replacement—that makes them lighter and 
stronger, a permanent part of the buildings in 
which they are installed. 

Guaranteed perfection—Absolute uniformity—Un- 
approached Ease and speed of installation. 

A complete line to choose from of Ball Bearing— 
Cone Bearing and Axle Bearing types—more than 
20 models. 

Cost no more than ordinary pulleys. 


Write for catalog, samples and prices. 


GRAND RAPIDS HARDWARE Co. 


558 Eleventh St., Grand Rapids, Michigan 


GRAND RAPIDS 


HARDWARE COMPANY 


ALL STEEL 


SASH PULLEYS 








A Padlock Whose Price Has 
a Popular Appeal 


(Illustrated) 





Many of your customers don’t want a high-priced 
padlock, yet they want one that’s serviceable and not 
cheap looking. ° 
Suggest one of the 04606 series. It’s a well made, 
good-looking lock, at a popular price. 
No. 04606 Cast Brass, 1'/, in.—$4.95 per dozen, List 
04607 


Cast Brass, 15% in.—$6.60 per dozen, List 
04608 Cast Brass, 21%, in.—$7.70 per dozen, List 


Self locking automatic spring shackle that flies open to a 
quarter turn position when unlocked. 2 nickel plated flat 
steel keys each. 6 changes of keys. Nickel plated shackles. 














The Eagle Quality Line 


Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 

Wood Screws 


Eagle Lock Co. 


General Sales Office 


26 Warren St., New York 


Reg. in U.S. Pat. Off. Reg. In U.S. Pat. Off. 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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—MOE’S LINE—POULTRY SUPPLIES 


HoEFT & COMPANY 


2305 Davis St. North Chicago, III. 


The Original Large Capacity Chick 
Feeder—Suitable for Small or Large 
Flocks. 


A Great Seller. Write for Catalog 
of Moe’s Big Line of Pcultry Equip- 
ment. 














| BRICK 
CHISEL 





TR. YS a& Wee ms 


MASONS 
HAMMER 


Men Use It 
—because they like it 


MEN like the quick, easy application 
with a hammer as the only tool. 
They like the smoothness of this—the strongest flexi- 
ble joint on earth. They like its ready adaptability 
to any type of service. The cost is trifling compared 
to the extra protection it gives the belt ends. ‘‘Never 
lets go.’’ Common sense tells them that the sec- 
tional steel rocker hinge pin will outlast any | é 
other type of pin. Year after year sees larger 
a quantities of all eleven sizes in use. 
Stock it in suitable sizes. 
See your jobber’s catalogue. 


FLEXIBLE STEEL LACING CO. 
4616 Lexington Street Chicago, U. S. A. 
In Bngland at 135 Finsbury Pavement, London, E. C. 2 


















Dovyou 
Hl. 


MASONS TOOLS 


Quality drop-forged Mason’s Tools, 
made by Fairmount, offer real oppor- 
tunities for increased business— 
highly profitable business. 

Designed by men who know from 
experience the kind of work such 
tools are called upon to ‘perform, 
Fairmount Mason’s Tools appeal to 
practical workmen the minute they 
are display 

To prove this conclusively to yourself 
put in a stock of the popular num- 
bers shown above. Just order by 
number from your jobber. 


PRICES 
fy Fairmount Brick Hammers 
Sil eh Be ae Se $1.50 each 
ee a, Le eee 1.75 each 
No. 171 2 BB. cc cccccces 2.00 eacl 
RES Ee ie “ee ee 2.50 each 
Fairmount Bricklayer’s Chisels 
SS SS hat reer .75 each 
Me. SSB SH” Ge... 000 .90 each 
mn. Che: 6” GAR ns vecse 1.00 cach 
No. 654 4%” Cut........ 1.25 each 
Fairmount Brick Jointers 
4a No. 671 1%” Flat and Convex .50 each 
No. 672 5/16” Flat and Convex .50 each 
No. 673 %” Flat and Convex .50 each 
No. 674 7/16” Flat and Convex .50 each 
No. 675 %” Flat and Concave .50 each 
BRICK No. 676 5/16” Flat and Concave § .50 each 
No. 677 %” Flat and Concave .50 each 
JOINTERS No. 678 7/16” Flat and Concave 50 each 


orth ith he RE > 


FAIRMOUNT TOOLS GIVE SERVICE AND SATISFACTION 


LFAIRIOUN 








Rates on Request. 


‘ 





... WHERE BUYERS and SELLERS MEET 


HEN you are in the market to buy or sell a store, to secure help Hardware Age is the 

or a position, or to secure sales representatives or a sales account authoritative national 

look over the offermgs in the Opportunity Exchange section of po ar 7 ape vB: 
Hardware Age. If .you don’t see just what you want, ask for it as jobbers A all sections 
there is always some one who will be interested in your proposition. of the country. 


"HARDWARE AGE 92322249, 239 W. 39th Street, New York 
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The box that 
holds trade be- 


cause of Honest 


Quality Inside. 


Full count, full 
weight, of good 
honest quality tacks 
in every Atlas box. 
You can be sure of it 
every time you sell 
one to a customer. 





You can also be sure that each customer will 
continue his patronage. Not only because 
he will appreciate the full weight, and honest 
quality, but because at no time will any 
single Atlas tack give him cause for un- 
favorable comment or reflection. 


When customers buy Atlas tacks, they re- 
member where they got them. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 




















C@ 


To please the taste of those that discriminate! 





Set No. 250 F 
WITH 
COLONIAL TYPE ESCUTCHEONS 
ceAND 
THE “NEW POPULAR DESIGN GLASS KNOB 


that wins admiration for its sparkling reflections and sensational finish 


Gi INDEPENDENT IOCKCO,@®> 


FITCHBURG, MASS. 























Superior 
Hexagonal 
Netting 


has gained its place 
of preferment be- 
cause it is always 
woven evenly and 
unrolls in a per- 
fectly straight line 
and is thoroughly 


galvanized. 


The Netting with the 
Rooster Label 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 














One of the Secrets 
of Increased Sales 


Goods well displayed are half 
sold.’’ This axiom has been known 
for years, yet many a merchant's 
profits suffer because of inadequate 
display An attractive card here, 
a streamer there, price tickets on 
merchandise — these 
all help to increase 
sales. And any mer- 
chant can make his 
own display 
material with 
a Stencilor— 














“the sign shop 
in a handy 
case.” No 
muss or fuss 
and a big sav 
ing over having 
it done outside. 
The Stencilor was 
demonstrated at 
the Rochester, 
Philadelphia, and Chieago Hardware exhibits. Also at the Merchandising 

i Be sure that you look into the merits of the 
For prices and detailed information, write 


Fair in New York City 
Stencilor before buying. 


DISPLAY MATERIAL CO. 
774 Grand Avenue, St. Paul, Minnesota 


pum===eAttach this coupon to your firm letterhead === 


Send to your nearest office— 
DISPLAY MATERIAL CO., 774 Grand Ave., St. Paul, Minn. 
Eastern Agents, Display Material Co., 191 Pearl St., 
New York, N. Y. 
Canadian Agents, Display Card Co., Ltd., 
W., Brockville, Ont. 
Central States Agents, Stencilor Sales & Supply Ce., 361 | 
W. Ontario St., Chicage, Ill. 

Please send me without obligation a copy of your book, 
“How to Make Signs."’ 1 


206 King St. 
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Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips are made 
from selected sole leather. The chair is able to move 
about freely without noise or scratching the floor. The 
felt washer acts as a cushion. This line is only one of 
our big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 


























d%D 


Adjustable Heavy Pattern 





| No. 739 “Family” 


After 
35 Years’ Experience 


in building wheelbarrows we 
offer the above barrow as the 
best utility barrow for family 
use. Its pressed steel tray, steel 
wheel and heavy bracing give it 
a long life of full usefulness. 
For a fast selling item you can’t 









Extra Heavy Screw Clamp 








A Time Saving Adjustment 


One-quarter turn to the left of the Bolt 
in the HAMMER & COMPANY’S Malle- 
able Iron Adjustable Clamp moves the 
Bolt the full length in or out. Turning 
Bolt to the right operates it like any other 











beat it. lian 
Send for catalog All styles have extra strong frame and 
rugged construction. Sell the best. Send 
The FAIRBANKS Company ' for Prices. 
Boston : New York =: Pittsburgh MALLEABLE IRON FITTINGS CO. 






Factory—ROME, GEORGIA Branford, Conn. 


Distribution in All Principal Cities 



























NEW “YANKEE” 
BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
NO JAWS to break. The square shank is held firmly by socket. 


WILL FOLLOW AN 11/16” BIT, OR LARGER 


4 SIZES 


15-18-21 & 24” 










The unique construction of this tool is at once zocegniend by electricians, carpenters, 
plumbers and all mechanics who use bit extension. It is kel plated throughout to prevent 
rusting, with high polish on sleeve, giving it a fine appearance. 


gap Sho“ your customer the “YANKEE” Bit Extension with the “YANKEE” Brace No. 2100—a combina- 
tion of the two finest tools of their kind. 


Your Jobber Can Supply. © NORTH BROS. MEG. CO., Philadelphia, Pa. 
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Plamber’s Chais 
Register Chain 
Safety Chain 

Chain 


Furnace 

Ladder Chain 

Sash Chain 

Becutcheon Pins 

Spoedomoters 

The CORBIN SCREW CORPORATION 
The Ameriean Hard Corp., 3 





NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 




















~-(CHICAGO)— 





SPRING HINGES 
The New Sagless Spring Hinge 


Exterior Tension Adjustment 


Adjustable Pintle . . . Ball-Bearings 


An adjustable pintle with locking device, per- 
mits setting the gate to remain at rest in any 
desired position. 

Ball-bearings in hinge and top socket give gate 
quiet and easy movement. 


Send for descriptive literature H42. 


CThicags Spring Hinge Company, 


CHICAGO NEW YORK 
A. 


The New Type 4007 Sagless 
Gate Spring Pivot Hinge is 
being specified and used as 
standard equipment for office 
gates in the most modern office 
buildings because it can be used 
with equal satisfaction on either 
a light narrow gate or a heavy 
wide one. 
adjustment miakes it instantly 
adaptable to varying conditions. 


The exterior tension 











FORSTNER 
Labor Saving 


AUGER BIT 








Bores Any Arc 


of a Circle 


tke other bits, is euidel 6 
other ts, 
circular rim instead 
consequently it will 
a circle, and can 
direction regardless 
leaving a gy 
the place of a ¢, scroll-saw, or 
lathe tool pe. For core boxes, fine 
x. - delicate patterns, veneers, screen 
omega fancy scroll twist columns, newels, 
molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CC. 


TORRINGTON, CONN. 

















Announcing SHOW-MORE 


There is only one 


tured toda 


not only 


is lays—it sells! 
the “‘Show- 





The new display cabinet by 
Heller which received such 


te accep e at the 
Hardware Conventions. 





“Show-More”—the greatest 
advance in hardware retail- 
ing methods in a decade— 
the most scientific and prac- 
tical equipment ever devised 
for the Hardware Store. 
No wonder “Show-More” 


h was the talk of the conven- 


tions. 


Equip your store’ with 
“Show-More.” Place high 
grade articles on the display 
doors; display low priced 
merchandise on the ledge. 
Customers that come to buy 
the cheaper grades are un- 


consciously attracted to the better 
items through direct comparison. Re- 


sult—larger sales! 
No other equipment manu fac- 


ore” works. 


““Show-More.” 
can equal its irresistible sales appeal. 

Let us explain to you in detail how 
Write now 


Greater profits! 


“Show-More” 


or full information. 


HELLER 


Business Building Store Equipment 


Tear out this Ad 68-A 


will 
furnish you with complete information 


on ‘‘Show-More.’’ 


3-21-29 


No obligation. 





W. C. HELLER & CO. 
700 Bryant 8t., Montpelier, O. 
New York Office: 20 Vesey &t., 

Suite 500 


Write name and address in margin below 
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WALWORTH | EVERYDAY SELLERS 


Walworth Company, General Sales Offices: | BICYCLES 
VELOCIPEDES 


51 East 42nd St., New York JUNIORCYCLES 
Plants at Boston, Mass.; Kewanee, III. ; REVOLVERS 
Greensburg, Pa., and Attalla, Ala. SHOT GUNS 


Send for Catalogue and Prices 
Distributors in Principal Cities of the World | MAKE EVERY DAY COUNT 


Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. | soneidl ‘, & Cycle Works, Fitcht M 
| 








Wal ~ ‘0, roili ‘ : 
alworth International Co., New York, Foreign Representative Siew Casies 00 Miaiiese th. Chi +: 108 W. Lake St. 
Makers of Dan Stillson’s Wrench eee Peaneinges Ter a 


For 


Colored Display Rack . ; | 
| 
| 











Free to Dealers | 4 Spring Profit 


SELL 


DIAMOND 
Pitching Shoes 


display and free 
booklets will in- 
terest customers. 


Diamond Horseshoes are made 
with straight or curved toe calk, 


DPD tAMonD Official Pitching regular or dead falling type. \ 

Horseshoes—drop forged, heat Also junior style. Conform ex- 

treated, perfectly balanced—are actly to requirements of National w ¢ 

in great demand among the tour- Horseshoe Pitchers’ Association. 


ist trade. Highly colored counter Write for complete information. 
DIAMOND CALK HORSESHOE CO. 4622 Grand Ave., Duluth, Minn. | BALTIMORE MARYLAND | 











A ra ti I =¥Y Holds Any Blade at Any Angle 
p € € a This pecry A pm ng © after Sars 
‘ Screw holds blade rigi agazine holds 
t r af n oe ? extra blades. A paint scraper and shaver, 
i t t h a t S stropper holder and seam cutter com- 

bined. The 


a oo 


| Pu 
proven oo All Purpose 
| il Razor Blade Tool and Stropper 
retails at 25c. Write for Special Intro- 
ductory offer to— 
Sales Representatives: 
JOHN H. GRAHAM & CO., Inc. 
113 Chambers St., N. Y. C. 


m=-yoes> Gg, New Haven, Conn. 























: an money in toys? 


complete informa- 
tion on Deming Certainl And not only at 
tara and Deep Cheletunes either. . 
e A ater —. Read the stories of success in 
ae tems for practically Hardware Age. You'll also 
all requirements. find the manufacturers ready 


Demin ng Oil-Rite Shallow Well 
Power Pumps made in capacities THE DEMING CO. pan help you succee d Read 


of 550 to 3000 gallons per bour. Salem, Obio - Est. 1880 their advertisement 
s. 


Hardware Age 
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Russell Jennings 
Auger Bits 


Patented by 









Sump acks 


cael Mr. Russell Jennings 

Electricians in 1855 | Sellon Sight! 
Auger Bit Their Visible Screw, Stability, 
Quick Boring Thread Workmanship & Duco Coloring 


im plex Lever Jacks, 


Single Lip and Spur Create Sales Appeal . 
Pipe Pushers 


Russell Jennings Mfg. Co. Templeton, Kenly & Co. and Trench Braces 
Chester, Conn. ta USA. have been famous 


Chic agi Ill., for Years 




















PAPER HANGERS ns 
KNIVES W k 

Made in 5 styles or ing 
No. 2 Round Point 3%” blade : 
No. 3 Round pen 38” blade T Is d 
No. 2 Square ‘oint 3 blac le 

R. MURPHY’S &: 3 sits fir 32° piss ools an 

No. 1 Square Point 3” blade 


PAPERHANGER’S KNIVES Supplies 


offer a size and style to meet every need. Highest 
quality and lasting satisfaction have made these, 
and ALL R. Murphy Stay-Sharp Knives, the 
Craftsmen’s and Household line that will get trade s 

for you and hold it. It’s time to stock up—NOW! TROW & HOLDEN CO. 
Write for complete catalog. Robert Murphy’s Sons Te 

Co., Ayer, Mass. Est. 1850. Barre, Vermont 


Complete catalog on request 














a SEER, YERS cushion 





: 
cal, 
MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—te 
make it and for clerks and stock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NQISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a tadder of ag strength for 
safety, convenience and efficiency. One style only—neat of 


when ventilation 
without draft is 
essential 


+ ao n e. aS . 
WINDOW 
Wurlddbest VENTILATORS 
A profitable item for dealers. Appearance and sturdiness 
attract buyers. Made of all-metal, finished in olive green 


baked enamel. So constructed that it keeps out rain and 
snow. Built-in bronze wire screen excludes dirt and dust. 

































Nationally advertised. Order through your jobber or design—attractively finished—any  height—easily installed — 
direct. meets most requirements. Circular on request. 

THE FOE. Ei B. CO. 
ALLWEATHER VENTILATOR CO., Inc. pe erb tne rong 
452 Lexington Avenue New York City PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 














Armstrong Bros. 


Write Today 
for Catalog 
P-10 





The reputation of 
Brown €@ SHARPE 
Touts 
for Accuracy and Reliability 










Ratchet Stocks 


ebitermestapemsmus lea mecitbeca: 
sd 

~ —_ jing pipe in awkward corners, etc. 

} ‘Se 3 >t l Ss s rare | Tt will often save its cost on a single jot 

WwW \ € ! € vel paars ra | 1 us Fite all seatard Gis serait 1 Bion oa 

) 4 rerses instantly, and will thread a pipe 

BROWN & SHARPE MFG CC a aeckiatna Wak Par ai ceca the Tie of 


This stock is indispensable on some work 





PRovipENce RI USA ARMSTRONG BROS. Better Pipe Tools 


Worlds Standard of Accuracy ~ ARMSTRONG BROS. TOOL CO. 
: 314 N. Francisco Ave. CHICAGO 




















94 HARDWARE AGE for MARCH 21, 


1929 








Classified Opportunities 





Use the “Classified 


ities Section” to reach Hardware Manufacturers, 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 


Each additional inch. 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies to 








Set Solid, Minimum of 5& lines. . re 
Each additional line 


Average 10 words to a line 
Allow One Line for Keyed Address 





Remittance Must Accompany Order P 


Hardware e ow oP 
tunities, 239" West Kew 


Discounts for Classified Advertising York — 
4 insertions, 10% off; 8 insertions, 15% 
o 





Harpware Acp is published each Thursday. 


Forms close Nine Days previous to date of 
ublication. 





Samples of merchandise, literature, mes ~y Se ee ome - ned ‘aincusered reforwarding postage should not 
to 








BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








BARGAIN JOB LOT 


On hand about 30,000 famous Vee Knife Sharpener Oilstones. 
Retail from 10c. to 35c. Packed individually in attractive 
boxes, 100 to a case. Will take 4%c. each for all or part. 
Suitable for resale or premium purposes. TECHNICAL 
PRODUCTS CO., Pittsburgh (6) Pa., Makers of SANIFEET 
porcelain stove leg-rests. 














FOR SALE—RETAIL HARDWARE STORE, plumbing and repair 
business. Situated in central New York State. A small, live, clean 
stock of general hardware, fixtures, repair shop and tools. Investment of 

Address Box I-312, care of 


only $6000 but a good living for right man 
Harpware Ace, New York City. 





FOR SALE—A CLEAN STOCK OF HARDWARE AND SPORT- 
ING GOODS with modern fixtures. Stock will inventory at about $20,000, 
and the fixtures about $2,000. A good opportunity for one i 
ad up a new store. Address Box 1-299, care of HARDWARE AGE, 

ork. 





FIXTURES FOR SALE—Heller (3) Section Combination comprising 
one tool cabinet and , a of shelf boxes. Total length about 25 ft. 
Used a short time. cases. One 9 ft. One 7 ft. One cash 


register. C. H. SARLING ‘COMPANY, a RL 





FOR SALE—RETAIL HARDWARE STORE situated in a live town, 
western New York. Stock inventories about $15,000. Will sell or rent 
New York City. 





building. Address Box 1-281, care of Harpware Acz, 
FOR SALE—HARDWARE, TOOL and VARIETY STORE, located 
Owner retiring. Stock invoices $4,000. Must 


in busy Chicago section. [ 
Address Box 1-309, care of Harpware Ace, New York City. 


sell at once. 





FOR SALE—HARDWARE BUSINESS, brick building with store 
room and two apartments. PHILIP T. TRIMBLE, Parkesburg, Pa 


SALESMAN WITH TWELVE YEARS’ EXPERIENCE, | covering 
wholesale and retail trade in Western Pennsylvania, Eastern Ohio, North- 
ern Maryland, West Virginia and Northern Kentucky, desires to > ae a 
change. At present employed as district manager of national concern in 
this section. Headquarters Pittsburgh. Desire executive position or will 
represent manufacturer of good strong line in this district. Address Box 
1-282, care of Harpware Acz, New York City. 





experience buying and 


EXECUTIVE, ASSISTANT—27—12 years’ 
in hardware, good 


excellent correspondent, exceptional training 


sales, 

knowledge of housefurnishings and allied lines, possessing tact, g judg- 
ment, accustomed assuming responsibilities. "Eaclaped at seeenl, desires 
connection with wider opportunities, willing to travel. — k, uire- 
ment nominal. Address Box 1-298, care Harpware AGE, ork. 





SALESMAN—20 YEARS’ SUCCESSFUL RECORD, selling Hard- 
ware, Housefurnishing and Department store trade—New York State— 
Pennsylvania—Central New York headquarters. Established trade con- 
nections—want to change to one strong Manufacturer’s line. If you can 
use an aggressive responsible salesman of good judgment—a business getter 
Address Box 1-301, care of Harpware Ace, New York. 





SALES EXECUTIVE WITH 12 YEARS’ EXPERIENCE in charge 
of sales, advertising, distribution Domestic and Foreign Markets. Thor- 
oughly familiar with wholesale hardware, mill supply, auto accessory and 
industrial trade, desires a connection with a manufacturer. Willing to 
locate anywhere. Opportunity is as important as salary. Address Box 
1-128, care of Harpware AcE, New York. 





BUILDERS’ HARDWARE MAN—Thoroughly experienced - uring 
all classes of builders’ hardware, also taking complete char epart- 
ment. Experience as estimator and executive covers a num “a years 
with manufacturers and wholesale concerns. Address Box I-311, care of 


HarpwarE AGE, New York City. a 





BUILDERS’ HARDWARE MAN—Twenty years’ experience, desires 
immediate connection. Thoroughly experienced in estimati from archi- 
tect’s plans and specifications and familiar with the leading hardware 
manufacturers’ lines. Address Box I-304, care of HARDWARE AGE, New 


York. 


HARDWARE MAN, 28 YEARS OF AGE, with 12 years’ experience 
in sales and ane departments. Prefer to connect up with a concern 
in or near New York City. Address Box I-266, care of "msapwas Acz, 


New York. 








—————————_—_—_ 
HELP WANTED 


WANTED—RETAIL HARDWARE CLERK AND _ SPECIALTY 
SALESMAN. One who is capable of selling Washing Machines, Sweepers, 
Radios, 7 a poston, Stoves, etc; only oe ae , young 
-_= need ap reference and state salary wit 

lication. , yal DUPO LUMBER & HARDWARE COMPANY. 


upo, Illinois. 








SALES EXECUTIVE. At present employed by Lawn Mower Manufac- 
turing Company, is open for position in similar line. Would like to ar- 
range for personal interview with interested parties. Address Box I-297, 
care of Harpware Acz, New York. 


SALES ACCOUNTS WANTED 











LARGE BUILDERS’ HARDWARE MANUFACTURER has opening 
on staff for thoroughly experienced builders’ hardware contract salesman. 
Must be capable of estimating on all classes of New York Building. Prefer 
man who has called on New York City architects and builders. Address 
Box 1-295, care of Harpware Acge, New York. 





See ee ee MANAGER and BUYER for hardware 


department. e department store in midwestern city. Salary $3000. 
=e REFERENCE CO., 1100 First National Bank Bldg., Omaha, 
ebr 





YOUNG MAN WANTED WITH_EXPERIENCE in selling janitors’ 
and factory supplies in New York City. Salary and commission. One 
with following preferred. Address Box I-308, care of Harpware AcE, 
New York City. 





WANTED—A THOROUGHLY EXPERIENCED MAN to work a. a 
a suburban hardware store near New York City. State expe 
aoe, > salary desired. Address Box 1-273, care of ‘Hasowaez 
or’ 


Acz, 





Pacific Coast Manufacturer’s Sales Agents 
Rated over $100,000. Established 30 years 
Want Additional Lines. We are continually 
calling on the jobbers and are well ac- 
quainted with this trade. Also have sales- 
man constantly in Orient. Address Box 
1-306, care of Hardware Age, New York 


City. 


























HARDWARE AGE for MARCH 21, 


1929 95 








Classified Opportunities 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 








HAVANA—CUBA 


Is offering many opportunities to First-Class Manufacturers. 
Derienced agents, long-established in the hardware trade, with a clean 
record and can give highest trade and banking references. Especially in- 
terested in wire, wire netting, nails, roofing paper, tools, sanitary goods, 
galvanized sheets, chemicals, etc. 


Address P. MATRAT, Lamparilla 50. Havana (Cuba) 


We are ex- 

















THOROUGHLY EXPERIENCED PRODUCING SALESMAN of 
unquestionable integrity desires connection with one or more manufac- 
turers of hardware and kindred lines catering to dealers, department stores 
also lumber companies, etc., for New Orleans, Louisiana territory. Head- 
quarters in New Orleans. References exchanged. Address Box I-310, 
care of HarpwareE Ace, New York City. 





SPECIALTY SELLING. Wanted for Illinois on commission a high 
class quality specialty or short line that repeats. Travel entire State 
thoroughly in car. Over 2000 live retail accounts. Have traveled terri- 
tory 12 years. Am a reliable volume producer. C. R. VERTREES, 
Box 235, Peoria, Illinois. 





MANUFACTURERS’ REPRESENTATIVE, 15 years’ 
jobber’s salesman, desires to represent cutlery and builders’ 
manufacturers throughout Alabama and Georgia. Address 
care of Harpware AcE, New York City. 


experience as 
hardware 
Box I-307, 





BUILDERS’ HARDWARE MANUFACTURER WITH WELL 
ESTABLISHED business in Ohio, West Virginia, Kentucky and 
Tennessee has opening for one high-class salesman for that entire terri- 
tory to work on straight commission. Man with knowledge of builders’ 
hardware acquainted with retail and jobbing hardware trade in that sec- 
tion preferred. Give references and full details in first letter. Replies 
held strictly confidential. Address Box I-313, care of HarpWwaRE AGE, 
New York. 


THOROUGHLY EXPERIENCED HARDWARE SALESMEN for 
Suffolk County, Long Island, Westchester County, New York, and Sussex 
County, New Jersey. Only those having had previous wholesale hardware 
—, experience need apply. Address Box 1-278, care of Harpware AGB, 

ew Yor! 








MANUFACTURER OF HIGH GRADE steel rung spruce rail safety 
ladders in straight, extension and combination types, desires connection 
with stock jobbers or with salesmen selling to dealers and jobbers for 
distribution of a quality product. Commission basis. Specify territory 
covered. LOURIE MFG. CO., 412 Sharples Bldg., Chicago. 








COMMISSION SALESMEN IN EACH STATE for manufacturer of 
oand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York City 








LET US Help You Word Your “Want.” 











Are You Looking for 
REAL Sales Representatives? 





The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your storv 









MORE PROFITS 
for you / 


Nesco ry will increase 







Nationa, ENAMELING AND 


Stampinc Company, Inc. 
13 12th St. Milwaukee, Wis. 





The Nationally 
Advertised Trade Mark 


Allith 
ROLLING LADDERS 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 

















DISPLAYS 


that sell tools 
12 BIG LINES 


- » » advertised to ma- 
chinists, automotive 
workers, carpenters, 
manual training schools, 
home tool users, etc. 
Braces, Levels, Hand 
and Breast Drills, Hack- 
saw Blades, Hacksaw 
Frames, Automatic 
Tools, Mitre Boxes, Plain 
Screw Drivers, Auger 
Bits and Expansive Bits, 
Bit Extensions, Nail Sets 
and Punches... and the 
New Electric Toolshop. 
Write for particulars. 


FREE 
to 
MILLERS 
FALLS 


Dealers 






MILLERS 


FALLS CO. 
Millers Falls, 


Brace Display No. 600 Mass., U. S. A. 











Where Speed Means Profit 


The Segal Key Cutter cuts all makes of 
flat, cylinder, or paracentric keys AC- 
CURATELY, at the rate of a key a 
minute. That’s why the 


Segal Key Cutter 


for yy f- in a few 
months. So sim- 
ple anyone 
can operate 
it. Used 
successfully 
by hundreds 
of hardware 
dealers. Made by— 


Segal Lock & Hardware Co., Inc. 
57 Ferris St., Brooklyn, N. Y. 
Makers of jimmy-proof locks, latehes ond pedleoks 





Write for 
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be taken to index correctly. 

















THE ADVERTISERS INDEX 1s published as a convenience and not as @ part of the advertising contract. Every care will 
No ailowanees will be made for errors or failure to insert. 
A Bissell Carpet Sweeper Co...... ee) Cee PNT. «052s sicvenyees _- G 
. ee Me  Soscacseocs ens — | Corbin Screw Corp. 91 
Rome Bint Ce: .scccccsavecs _ ae pat 
*e an ; Blaisdell Pencil Co. .......... — | Corcoran Mfg. Co. .:......... — | Gates Rubber Co., The........ 
Acme White Lead & Color Gendron Wheel Co 
Wks Bluffton Slaw Cutter Co...... — | Cortland Grinding Wheels Corp. - ie i STE Ry pat 
Addison-Leslie Co __ | Bommer Spring Hinge Co...... 98 | Crescent Tool Co. .........0. General Fireproofing Co. ...... f 
‘ Botley Soi, The We sas ssits cass 5 | Cronk & Carrier Mfg. Co. General Wheelbarrow Co. i: 
Aero Model Co. .......-cce0.- - Geneva Mfg. Co ‘ 
Alabastine Co _ | Boston Varnish Co. ........... Crown Cork & Seal Co. ....... - cacti ign iat (Sate Pik eis 
cine ee : Boston Woven Hose & Rubber Cyclone Fence Co. ...5.00800% Getz Power Washer Co........ ie 
Alexander Hamilton Institute. . - Gierling, Emil = 
Aitans Bike. - Ea shtvess Eetedisemaceue weit 2s wie he ea ala 
. BEEB. NO. seecescceses ; Gilbert & Bennett Mfg. Co.... 86 
Allith-Prouty C 95 Bowen Products Co. .......... - D 
d FY WO. ccrcvsveccere : Gilbert Clock Co., Wm. L.... —- 
Allweath Ventilat Cc 93 Beach Bits. Ce.5 GBs ccice vac ce - 
Allweather Ventilator Co. Brainerd-Mfg. Co " SS MOOS 5 kc daw sd oe nee — | Gillette Safety Razor Co...... co 
Almo Trading & Imp. Co. 75 ; Ans tl Day Fan Elec. Co. ....... Globe Vacuum Bottle Co...... — 
State roe Cs 7 eee rs — 
. Pes ‘eielllaghca te’ ware betes i Dazey Churn & Mfg. Co.... 77 | Good Housekeeping ...... > _ 
Kundan ashe Cy __ | Bridgeport Hardware Mfg. Co.. — 
= epee, Rene Pedy R , | De Laval Separator Co. Goodell-Pratt Co. ..< 2. .ecses. = 
Aluminum Wares Associatior Bridgeport Screw Co. ........ as 
: ees ree ‘ . Re OES ns edie + Ghiscues cus — | Goodrich Rubber Co., B. F., The 16 
Renerkree (hetn i 9 Bright Star Battery Co........ a 
— : . ee arene 639 Eb ee Pee ae eS 92 | Grand Rapids Hardware Co.. 87 
American Flyer Co _ | Brown & Sharpe Mfg. Co...... 93 
. ; We it dias Sito : . » | Detroit White Lead Works.... Graff-Underwood Co. ........- 
ee See eee ; NL IS 5505 bi 6 aan x < 9 3 
¥ ; : ve Cc Devices Corporation .......... - Granite State Mowing Machine 
American Gas Machine Co : 8 Buffalo Wire Works Co., Inc... — . . 
~ pear , Diamond Calk & Horseshoe Co. 92 Oe. ~ Gwe cass anesS edae ssa 80 
American Handle Co. ........ __ | Bunting System, The .......-. a : : Co., Th 
American Mutual Liability In 3urgess Battery Co. ......... = a ar e Ale Piste tater wt Re aoe as # a a tenes - 
surance Co _ | Burley & Winter Pottery Co.. 78 | *'SP'@¥ * aterial Co. ........+-- 89 | Greenfield Tap DIP... 
American National Co 14 Burnley Battery & Mfg. Co. Disston & Sons, Inc., Henry AE RD. SiS, F%2 + -- a 
er : z Ruston Boston Brush Co...... _ | Dixon Crucible Co., Joseph. Gorin Phe: 0G. is ics ane dss 85 
American Ring Co. ......... 74 Dasies OF Silmiae, Wide! 1ucd. 98 
American Saw & Mfg. Co. eta Co, ee p 
American Screw Co. ....... . 6 i ie Mfg. Co ¥ H 
American Sheet & T Nate in cio Drea af 
ei meee & sia sini AA. Caldwell Mfg. Co 5 Duluth Show Case Co. ...... Hamilton Beach Mfg. Co....:. - 
American Steel & Wire Co.... 10 ; —— ie eC Wiss) hae sale si emcrion ite 6 Sy eg ee 15 
American Telephone & Tele none urn. Mfg. Co........ > 
. . i Se See erate tp Harrington Cutlery Co — 
BT i ane ee eee _ | Catburundum Co. .......... 8 7 oe aa ae 
American Weekly Conding TRE. Dei ads iccscdcs E Hatfield Rubber Works, Inc. ... * 
d @ \ es ce ae Heller & Co., W. C..........- 91 
Dien Ghent & Toul Co... 2c. Chain Products Co. ......... 5 vr is ail _ : 
Ani Tra . : Chase Brass & Copper Co 67 | Eagle Lock Co. ............ 87 | Henckels, Inc., J. A..........- 
Animal Trap Co. of America.. . - _ . j 
4 ' ee ee Eagle-Picher Lead Co. ....... Hercules Powder Co. ........ — 
Anti-Borax Compound Co. —_ . x . ae > 
Arcade Mfg. Co 3 Chevrolet Motor Co. .......... — | Eastern Nail Coy: so. essscs esse Hercules Prods., Inc. ......... -— 
é a p. A ery rr 73 e 
Armstrong Bros. Tool C g3 | Chicago Flexible Shaft Co. Eastern Tool & Mfg. Co...... Herschel Mfg. Co., R......---- . 
Armstrong Mfg. Co gs | Chicago Roller Skate Co... Eclipse Machine Co. ........ Hibbard, Spencer, Bartlett & Co. — 
sigca .  t SGBiee Salder Ca. ....-...-- __ | Edison Elec. Appliance Co.. Hillerich & Bradsby Co........ — 
Art Metal Works ............ 17-71 . Hoeft & C 88 
Atkins & Co., E.C 24 Chicago Spring Hinge Co...... 91 | Edlund Co. .........++0++05-. i ee et ok a Ks 
Atlas Tack Corp 8) Chromium Engineering Corp... — Eisenmenger, Willy ......... — | Holmes Products, Inc. ........ ry 
ii tim :..... ee NEE OE > ae 79 | Elastic Tip’ Co, .............- 90 | Holzindustrie Stadtilm ........ a 
s, ween See ee en, eee __ | Evansville Tool Works ...... eee a ee ey eee ey ee — 
B Clayton & Lambert Mfg. Co. an’) RR Ee, SE i vaieess —_| Hoppe, Inc., Frank A......... é 
eee | Bie ter 100 Hotton Mig. Co. o.oo ees oces a. 
Babcock Co., The, W. W..... Clevdacd Stone Go, sinc. <.... F Horton Mfg. Co. ......+.se0- _ 
Baeder-Adamson Co. ......... — | Cleveland Wire Spring Co.... ee a eo Sa Household Magazine, The _ 
eayypepsasliecseecsMahahidtbaned Cleve-Way Mfg. Co. ......... Fairbanks Co. .......00ee+000 a a ? 
Banks Steel Post Co.......... peer Rta Ti vind wand ad oo a Fairmount Tool & Forging Co. 88 Hurd, E. sia on Mk 2 
Barney & Berry, Inc. ........ — | Coldwell Lawn Mower Co...... Fate-Root-Heath Co. .........- ae Hurley Machine Co. .......... ar 
Beswick Ca, 20.02.08 c0ssccene Coleman Lamp & Stove Co.... Faultless Caster Co. .......... - Hyerade Lamp Co. .......... 
Beardsley & Wolcott Mfg. Co. — | Columbian Rope Co. ......... 65 | Federal Enam. & Stpg. Co.... 
Beckley-Ralston Co. .......... — | Columbian Vise & Mfg. Co.... Federal Washboard Co., The.. I 
Beckwith DN NOE fis gts ois ~= F Comedtowe Corps. sss bale goss: — | Fitzgerald Mfg. Co., The.... 
_— alla ns Wares EE 80 | Congoleum-Nairn, Inc. ........ Flexible Steel Lacing Co...... 83 | Imperial Bit & Snap Co...... — 
Beisser Key Machine Co...... Conlon Corporation ........... at Pe TEU, EA 5 cicwsecons Independent Lock Co. ........ 89 
Belfonte Steel & Wire Co...... - | Consolidated Electric Lamp Co. — | Foster Bolt & Nut Co........ Indianapolis Plating Co. ...... 78 
Petts BOM Gb did niavcavcss Continental Screen Co. ....... cet ii a ene Indiana Rolling Mill Co...... 81 
Bergman Tool & Mfg. Co...... Continental Steel Corp. ...... <> | Pogperck Co. -... posses svsccs Indiana Steel & Wire Co...... 7 
Bernz Co., Inc., Otto......... — | Cook’s Sons, Inc., Adam..... - Freed-Eisemann Radio Corp.... ~ | International Nickel Co. ...... - 
Bethlehem Steel Co........ 18 | Cook Company, H. C. ........ — | French Battery Co. .......... ~- | International Silver Co. ...... 2 
Birtman Electric Co. ........ — | Corbin Cabinet Lock Co. ...... — | Freshman Co., Chas. ......... - Ris aS: FD. i cccctsavenest — 
THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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J N Remington Arms Co., Inc...... 59 | Tilley Ladders Co., John S.... 
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7 Sasa oles iD dat Rn Ps OE 92 | National Lead Co. ..........- g : A 
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POORIOMEE PRUE GO, 6 cass eae. << i ‘ : : 
K Nets Bile: Ge: Inc, L. ® ots muuner, Cos. 20.6. Tubular Rivet & Stud os jibes 
N Delphos Mfg. C Rite Hdwe. & Mfg. Corp...... 79 | Tucker Duck & Rubber Co.... 
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_ = ose 3 . «5 =PFa ee 
Keuffel & Esser Co.......... — | Nilco Lamp Works, Inc...... —|, sage sclaapcag U 
Keystone Steel & Wire Co.... — | Norcross & Sons. C. S 80 meee & Brothers, Wis. . me ; ' , 
: ; sa ty arts m Union Fork & Hoe Co.... 
Kilborn & Bishop Co " . 9 Roth, Inc., Otte . 
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Sinkell: Pie. Co ua Ruby Chemical Co. ......... 
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L One Minute Mfg. Co S United States Shipping Board 
Ladder Mfrs. Assn. of Amer Ontario Knife Co. ; ‘ Marchent Fleet Corp. 
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Libbey-O Sheet Glass C 1! Savory, Inc. ........ 84 | Verified List .......20ss0000e 98 
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me ii | Wood 
the best ° 1 | salen Screws 


Millions; =“ 
and Millions 


Scratch Brush Wire 
of People are Pushing 


THE BRIDGEPORT SCREW CO. 
whenever they open a door Bri ate: So. 


Follow the line of least resistance 
Representatives: 


Use Bommer Always Milton Pray Co., San Francisco, Los Angeles, Seattle 


George E. Quigley, Detroit 
They are the best G. M. Baird & Co., Memphis, Tenn. 


Bommer Spring Hinge Co., Brooklyn, N. Y. 
























































Hardware Age Verified List 
DOMES of SILENCE OF ss 4 AND RETAILERS 


for Tile, Marble and Cement Floors CONTENTS 
w ‘ 
for Hotels, Clubs and Restaurants mani Houses in United States, Canada and 
Retail. Hardware Stores in United States, Canada and 
Pat. Applied for—1928 Foreign Countries. 


Chain Hardware Stores in United States and Canada. 
5, 10, 25c. to $1.00 Syndicate Stores carrying hardware in 
the United States and Canada. 
Department Stores carrying hardware and housefurnish- 
ings in the United States. 
/ Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 
Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
ep Goods Distributors. 
Mail Order Houses handling hardware and housefurnishings. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Distributors. 
Radio Apparatus and Parts Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
; Membership Lists of Hardware Associations. 


They are driven in furniture with a Hardware Age Verified List of Wholesalers and Retailers is indis- - 
pensable in economic direct-by-mail promotion work and also a 


hammer— helpful guide for salesmen’s calls. Every manufacturer’s sales 
manager should have one on his desk, and every salesman could 
profitably carry a copy in his grip. Since the previous issue was 





+ an ublished there have been more than 10,000 additions and cor- 
The barbed prong will not come out reetiona, and these all appeer in the carvent edition. 
° ° ° . ° Hardware Wholesalers and Manufacturers’ Agents find Verified List 
q Rubber insulation both inside and outside ety great value in “checking” their prospect records. 
Fi of shell. It really is 16 directories in one. 


: Published annually, $15.00 postpaid 


Noiseless—Non-Rustable 
ADDRESSING, MULTIGRAPHING, ETC. We have facili- 
Retail at 25c set of 4 ties for addressing envelopes, cards and broadsides from 


your list; and for multigraphing and filling-in form letters. 
Prices quoted upon application. 
DOMES OF SILENCE, Inc. 
, Steer Vouk: C2 ‘ Hardware Age Verified List Department 
ee ee ee 239 W. 39th St. New York, N. Y. 












































HARDWARE AGE for MARCH 21, 1929 











PERFECT 
TEMPER 


ELI 
QUALITY, 


The best known 
and known as 


THE BEST 





MAY 7% 5 APRIL 293 re) 
MADE 


KELLY AXE k MFGCO! 
CHARLESTONWVA || 
=9-U- SA: Qc) 


The World’s Finest 


Kelly Axe & Tool Co. 
Charleston, W. Va., U.S. A. 
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“Try a STAR HIGH SPEED 
STEEL HACK SAW BLADE. 
You'll find it the greatest 
blade you have ever used. 
...- Faster ... lasts longer, 
producing a greater num- 
ber of cuttings.” 


CLEMSON BROS., Inc. 
Middletown, N. Y. 








